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Dealers Everywhere 


Are realizing that their stock is not 
complete unless they have a good 
line of Atkins Silver Steel Saws, Saw na 
Tools and Saw Specialties. i 


The turnover is rapid; the profit is 
good; the service unexcelled; and the 
customer's satisfaction unequalled. 


What more could be asked? 


Write for our new No. 19 catalog 
covering 


“A Perfect Saw for Every Purpose” 


E. C. ATKINS & CO. 


ESTABLISHED 1857 
“The Silver Steel Saw People” 


Indianapolis, Indiana - 














- Branches 4 rs 
ATLANTA  MINNEAPOREE 
CHICAGO NEW ORLEANS | a 
MEMPHIS NEW YORK 
Machine Knife Factory: LANCASTER,N.Y. INDIANAPOLIS FACTORY 
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IRTLAND “VANCOUVER, B. C. 
BE RANCISCO SYDNEY, N.S. W. 
_ SEATTLE PARIS, FRANCE 
Canadian Factory: HAMILTON, ONT. 
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sack and Jill eat down-stairs now! 


Two more places at the table— 
two youngsters whose table manners 
must be equal to eating with grown- 
up guests. Jack and Jill eat down- 
stairs now! But what a strain on 
the silverware. ‘To-night, for in- 
stance, with the Clarks and the Os- 
goods invited to dinner, Jack and 
Jill mean the setting of just two 
more places than the silverware 
allows. ‘To-night Jack’s forks and 
Jill’s spoons will have nothing in 
common with Mrs. Clark's. But 
to-morrow, and forever thereafter, 
the children’s places must be as cor- 
rectly set as all the rest! 






AMBASSADOR PATTERN 
Child’s Spoon and Fork 













Has your family 


all the silverware it needs? 


lw that it needs when you and the children are 
gathered round the table together—and all that it 
needs when guests arrive? Perhaps not! Perhaps on 
some occasions certain places—the children’s, maybe— 
have to be set sparsely and queerly. 







Yet, it is quite important that all places should be set 
completely. And it is quite easy to have them so. 







In 1847 Rogers Bros. Silverplate you may buy the 
half-dozens or dozens of things you need less expensively 
than you probably suppose. And, for all its reason- 
ableness of price, you will have in “‘1847 Rogers Bros.”’ 
the tableware for a lifetime. It comes in every beautiful 
piece you could desire—salad forks, ice cream forks, iced 
tea spoons or serving pieces. 


You may buy ‘1847 Rogers Bros.” a few pieces at a 
time—and match the chosen pattern on a later occasion. 
Leading dealers always have the newer patterns in stock. 















May we send you a copy of our booklet 

“Etiquette, Entertaining and Good Sense,”’ . 
o with authoritative table settings madein the Good 

\' Housekeeping Studio of Furnishings and Deco- 

ae” Fe ie } rations? You will find it full of suggestions 
| Se for successful entertaining. Write for it to-day. 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 
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and Water Pitcher 


To match 1847 
Rogers Bros. patterns. 
there are many useful 
and beautiful pieces 
of this kind. 


| INTERNATIONA STINER CO. | 


This advertisement, occupying a page in the May issue of Woman’s Home Companion and the third 
cover in colors in the May 31st issue of Saturday Evening Post, is one of the series that is helping 
to widen for you the Growing Circle of sales. 
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And ‘Now Immediate Delivery 
: On Drop Forged Planes! 


The tremendous demand for V & B Drop 
: Forged Steel Planes—the only unbreakable 
planes manufactured—so far surpassed our 
. expectations that delivery has been difficult. 


We are glad to announce that we are now 
able, thru increased manufacturing facili- 
* ties, to make prompt delivery, in either 
smooth or corrugated bottoms, of numbers 
903, 904 and 905 V & B. Drop Forged Steel 
Planes. 


ess Ce A MO, ae : 


Drop forged from a solid bar of V & B 
Supersteel— finished in light gray—trade- 
marked in etched gold—and furnished with 
vanadium blade and walnut handles—they 
are distinctly fine tools. 


The sales possibilities on these unbreakable 
planes are obvious. Place your orders to 


VAUGHAN & BUSHNELL 


MANUFACTURING COMPANY 


(Makers Of Fine TFoots 
2114 Carroll Ave.~ ~ Chicago, ll. U.S.A. 
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Your’ grip on 
Automatic Drill 
sales is surest 

when you are 

pushing 


Mr Punch 


Registered U. S. Patent Office 


185 


AUTOMATIC 











N othing approaches 
this Drill for perform- 
ance and stamina. No 
other drill has such pleas- 
ing comfortable lines, such 
excellent workmanship, or 
such beautiful lasting finish. 
The preference shown for it is 
no more than deserved. Write us 
and say “Quote on Mr. Punch.” 





GOODELL-PRATT CGOMPANY 
GREENFIELD, MASS. 
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GOODELL- PRATT 
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Min Silver Steel Saws 


To My Fellow Hardware Dealers” 


H. M. Etchey Winner 
with 
Ernst Hardware Co. 
Seattle, Wash. 


SATISFACTION. 


Mr. Etchey brings out the point of satisfaction in han- 
dling Atkins Silver Steel Saws. This means a great deal; 
Both customer and dealer must be satisfied when handling 
or using Atkins Silver Steel Saws. Read the following 
letter carefully, then send for our new catalog and latest 
discount sheets. 




















THIS WEEK’S LETTER: 


E. C. Atkins & Co., 
Indianapolis, Ind. 
Gentlemen: 

“Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow Hardware 
Dealers.” 

First and most important of all in my estimation, is the Atkins policy of satisfaction. 
Spell it with a capital “S”; satisfactory profits to the dealer and perfect satisfaction guar- 
anteed to the consumer. An organization that says to your customer, “Your dealer is 
authorized to exchange for a new saw any saw bearing our brand which for any reason 
fails to give you perfect satisfaction or is defective in any particular,” must certainly be 
putting out an article that will deliver the goods. 

Regardless of Atkins finish, Atkins Silver Steel and taper grinding which we find 
mighty worthwhile to explain in selling saws, we believe that the Atkins Guarantee 
quoted above is the one big reason we are selling more Silver Steel Saws than ever. 
Your customers are like our customers, the details of how an article is made are interest- 
ing, but what they are vitally interested in is “perfect satisfaction” in actual use and the 
broad, to the point Atkins policy of complete satisfaction will certainly impress — 
customers favorably and create a lasting confidence in your store and the other lines 
you carry. 

Yours very truly, 
ERNST HARDWARE COMPANY 
By H. M. Etchey. 


A Few Pointers on Atkins No. 1 Saw Clamp 


Here’s a tool that every carpenter should have in his kit. This AAA 
Saw Clamp can be instantly attached or detached from any square edged 
surface. The clamp is set close to the work, thus preventing vibration. 
The extreme simplicity and the ease with which it is operated is appreciated 
by mechanics everywhere. If you do not have this clamp in stock, send 
for a trial order. 





E. C. ATKINS & COMPANY 


Established 1857 “The Silver Steel Saw People” 
Machine Knife Factory Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCHES: 
Atl li N Orleans Paris, F 
Chicago Menphle New York io oe a Vancouver, B.C. Sydney, N. 8. W 
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Horton Home Ironer 30 inch roll. 
Irons EVERYTHING perfectly. 


Horton No. 40 — the original 
3-cup Electric Suction Washer. 


Horton Electric No. 33 
The dolly type washer. 
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Horton ‘Peerless’? Washer 
No. 30—Water Power. 











t 


. Ae 


ERE at Horton everyone works 

happily —energetically. There’s a 

most certain spirit of friendliness and 

cordiality. It is not affected—this spirit 

which pervades our entire organization. 
It is genuine, whole hearted, real. 


It is a spirit which comes when every- 
one is busy at his work — when all 
have an inborn pride in the products 
they make. It is in a sense “catching” 
— the office boy expresses it. The 
men in the factory have it and cheerily 
pass it on It radiates on through to 
the jobber, jobber salesman and to the 
last link in the chain of Horton distri- 
bution—the dealer. 


The common spirit pervading the members of a 
body of persons .... it implies enthusiasm, devotion 
and a high regard for the honor of the body as a 
whole — Webster’s New International Dictionary. 


-_. 
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Horton Miracle Washer 
No. 22—Hand Operated. 














Esprit de corps here at Horton has a 
human appeal. It means the desire to 
serve—the will to do. It is the common 
devotion of all of us—the men who 
build, the men who sell —to the best 
interest of our customers. 


Kelley -How-Thomson in the letter 
here reproduced, give evidence of how 
this spirit of friendly co-operation is 
working to a mutual benefit. They in 
turn reflect it to the dealer 


We believe there are other dealers, 
jobbers and distributors who would 
be interested in a friendly business 
relationship—the kind which Horton 
offers. We'll gladly tell you more — 
given the opportunity. Write us. 


HORTON MANUFACTURING COMPANY 
1310 Fry Street 





ELECTRIC WASHERS 
Pioneers for 50 Years 








Fort Wayne, Indiana 





AND IRONERS 
ort Wayne, Ind. 
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THE 
HORTON LINE 


Horton (3-Cup) Suction Washer 
No. 40 






Retail price, $160.00 with copper tub; 
$165.00 with white vitreous enamel tub. 


Horton Home Ironer 30-Inch Roll 
Retail price, $140.00 (gas heated) ; 
$175.00 [electfically heated 








Horton Ironer 
Retail prices, 42-in. $145.00 and 46-in. 
$155.00 ee heated} 46-in. $200.00 
{electrically heated}. 


Horton Washer No. 33 
The acme of perfection in dolly type 
electric washers. Retail price $89.50. 


The Famous Horton No. 32 
Over 75,C00 sold. In greater demand 
today than ever before. Retail price, 
00 





















Horton Power Washer No. 31 
Similar to No. * without electric mo- 
tor. Operated by hand or by gasoline 
or farm motor. Retail price, $47.50. 


Horton Miracle Washer No. 22 
The highest grade hand-operated 
washer. Retail price, $18.00. 


PeerlessW aterPowerW asherNo.30 


Requires only 25 Ib. pressure. Trouble- 
proof and does the work. Retail 


price, $22.50. 
Horton Vacuum Washer No. 35 


A vacuum type hand power machine 
for the farm or those who Cannot afford 
higher priced machines. Retail price, 
$20.00. 























All above models slightly higher in 


extreme east and west. 


ery truly» 
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HERE isn’t a hardware store, no matter 

where located, that can not profitably use 
and sell most of the tools in The Bridgeport 
Line. 







Nail Pullers, Box Openers, Screw Drivers 
in boxes or on display stands, Pliers, Tire 
Tools, Scrapers, Valve Lifters, Crate Open- 
ers, etc.—All of them fully guaranteed. 








Their good reputation plus Bridgeport 
quality make them easy to sell. 






Order through your jobber. If he can’t 
supply you, write us direct. 
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THE BRIDGEPORT HARDWARE MFG. CORP. 
Bridgeport, Conn., U.S. A. 


THE BRIDGEPORT EINE: 
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The influence of specified buying creates 
a consistent demand for the best. Buyers 
of consequence have learned from ex- 
perience to insert “Coes” in their specifi- 
cations for screw wrenches. 


It is important to bear in mind the 
advantages of. selling wrenches that meet 
with ‘the approval of exacting require- 
ments. Coes wrenches reflect the char- 
acter of their users and reflect credit to 
the dealers that sell them. 


When you buy screw wrenches from 
your jobber, specify Coes. Avoid the 
element of chance. You are assured an 
item of quality backed by 83 years con- 
centrated on the one product—screw 
wrenches—nothing else! No side lines 
or other interests interfere with their 
manufacture. 


Selling Agents 


J.C. McCARTY & CO., ° - 29 Murray St., N. Y. 


JOHN H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 


COES WRENCH CO. 


“In business since 184]’’ 
Worcester 


Mass. 












Coes Genuine 
Steel Handle 
Wrench 


For Heavy 
Duty 








Coes Steel and Knife 
Handle Models are 
made in following 
sizes: 
6-8-10-12-15-18 and 
21 inches. | 
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One Aim—One Policy—One Purpose 


Since 1843 the sole aim of the Maydole Ham- 
mer Company has been to manufacture the finest 
hammers in the world. 


The sole policy to sell these hammers to the 
trade at prices which would allow Jobbers and 
Dealers a substantial return on their investment 
and sales. 


The sole purpose to have every hammer 
mechanically perfect and every transaction 
mutually satisfactory. 


That is why we emphasize—One aim—One 
policy—One purpose. 


We will be pleased to quote prices. 
Manufactured by 


THE DAVID MAYDOLE HAMMER COMPANY 
NORWICH, NEW YORK, U. S. A. 


MAYDOLE HAMMERS 
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Millers Falls radio 
ratchet screw driver No55 / 


MILLERS FALLS 


No. 59 


Screw Driver 





























UR Special Radio Hand Drill has been a MILLERS FALLS abie for heavy duty 
° wor 
great success—a big seller all over the No. 63 
; S Dri 
country. Here’s a new Ratchet Screw Driver to Fi oc d for all / 
keep it company — Radio No. 55. Designed Sitios ewe co cage 


. . ® inches long. 
especially for the man who does his own radio 


work—the “fan” who wants the best work and 
wants the best tools to do it with. 


No. 55 also makes a fine “family screw driver” for a hun- 
dred uses around the house. Excellent for electricians. 


Note what you can do with this new Radio Ratchet 
Screw Driver. 


We are broadcasting a sales talk on this new Ratchet 
Screw Driver of ours—station. SEP (Sat. Eve. Post)— 
May 10th. Two andone-half million people will listen in. 
You've got a receiving set for this kind of broadcasting 
—your cash register. Tune in and you’ll say a few good 
words yourself for this fine new Radio Screw Driver. 


Just right for quick, accurate work on small screws. 
The knurled washer can be used to turn the blade with 
thumb and finger as you start the screw. A delicate 
operation, but No. 55 is especially designed for it. 


When the screw is started, you can use No. 55 with a 
right or left ratchet movement—or lock the ratchet and 
you have a plain screw driver. 


© 


MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 
28 Warren Street, New York 9 So. Clinton Street, Chicago 


Le RRR : 


MILLERS FALLS 





SINCE 


1868 





Millers Falls makes a complete line of Ratchet 
Screw Drivers—each made right for its purpose 
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HACK 
SAW 
FRAMES 


No. 50 


A 
Wonderful 
Business 

Getter 











The Leader 
in the 


UNION | 


LINE 


Universally 
Popular 





: MADE IN 
TORRINGTON -  CONN.,U.S.A. 
%, BY ~ 


| et 
HARDWARE COMPANY 





New York Office, 151 Chambers Street 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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What's the Answer? 


Architects and builders have always been looking 
for casement window hardware that is self-adjust- 
ing, that will swing either to the right or to the 
left, that will make the sash stay put in any posi- 
tion, that is simple, noiseless, easy to install. 
And they are still looking for it. 

What’s the answer? 

Has any of the various kinds of casement hardware 
you now sell any one of these qualities? 


Whitco has them all—and a lot more besides. 


HARDWARE AGE 15 
ON WHITCO HARDWARE FOR CASEMENTS AND TRANSOMS 





Whitco hardware does away with the use of both butts 
and adjusters. Simply push the sash open and forget it. 
The wind cannot move it and it cannot rattle. 


One size fits all sash. No special detail of sash or frame 
is required. When installed Whitco Hardware is entirely 
concealed. No question of style or finish is involved in 
its selection. 

May be applied to swing either to the right or to the left. 

When the window is wide open the outside of the sash 
may be easily and safely cleaned from the inside of the 
room. 

If you know Whitco Hardware, you know the answer to 
every casement window problem that can come up. 


Retail price per set (equipment for one sash) in neat carton 1” x 1” x 8” 


Solid Brass $2 a 25 














Western Distributors: - 
VINCENT WHITNEY CoO. 
365 Market Street 


San Francisco SAN FRANCISCO, CAL. 


Rust-proofed steel | $1 e 75 


CASEMENT 
Whitco Hardware is sold only through the retail hardware trade. Write for literature, discounts 
MARDWARE and information about the demonstrating model which we send without charge. 


Manufactured and Guaranteed by 


[ \ Vil | NEY OMPANY Eastern Distributors: 
MANUFACTURERS \ | HARDWARE (OMPANY H. E. HOLBROOK CO. 





444-447 Mass. Trust Bldg. 
CALEDONIA, N. Y. Boston 


Send-all inquiries to nearest Distributor. 
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do so. One of our signs reads, 
‘Interest in our customers does not 
cease with the sale: Come in and 
tell us how it works.’ 
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AND I BOUGHT THE MACHINE" 





“ 
@ 
= 
v;.: 
SN 
ee 
Pd 
i 
St 




















nly cataraction Could Dolt! 


Action speaks louder than words. 
Talk failed, so this dealer used action—CATARACTION. And he sold 


the washer! 


The 1900 CATARACT was the only machine that could snap into actual 
action and prove beyond a doubt what it could do. 


Just wonder what you yourself could do with that power of CATARAC- 
TION in your employ! That potent washing principle of flushing the most 
soapy water through the most clothes in the least time, with the least labor 
and least strain on the garments! That proves and proves and proves. 
Instead of says and says and says! 


Just surmise your profit future in selling the 1900 CATARACT and its smaller partner, the 
six-sheet 1900 CATARACT JUNIOR, for the smaller family,—instead of just another 
washer—of just another oscillating type, or just another cylinder type or just another plunger 
or so-called vacuum type! What great things you could do with that exclusive CATARAC- 
TION, with its up-and-down, back-and-forth, over-and-under, through-and-through motion! 


Just turn those possibilities over in your mind, figure eight fashion, and it will not be long 
before you will write us for a good heart-to-heart about our attracive dealer franchise and 
discounts that are of genuine interest. 


1900 WASHER COMPANY 


ESTABLISHED 1898 
BINGHAMTON, NEW YORK 
Beatty Bros., Fergus, Ontario, Distributors of the 1900 Washer Co.’s Products in Canada 
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Why does she 


come to your store? 


By carrying in stock standard and well-known brands of 
merchandise you have proven to her that whatever she buys 
from you can be depended upon. 


When a lamp burns out in her home she is coming to 
you for a new one. If you can offer her Westinghouse Mazda 
Lamps, a name she 1s familiar with, she will know that you are 
following your policy of selling well-known and dependable 
brands of merchandise and you’ will know that you have 
again satisfied a good customer. 


For information regarding the profitable Westinghouse Masda 
Lamp Agency Appointment write 


WESTINGHOUSE LAMP COMPANY 


150 Broadway, New York, N. Y. 
Sales Offices and Warehouses Throughout the Country 
For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Westinghouse 
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The BUCKEYE ALUMINUM Co 


WOOSTER OHIO 














There is no substitute for merit or 
genuine quality, nor can the true 
worth of Aluminum Cooking Uten- 
sils be determined by the first cost to 
the dealer. 


The ever increasing popularity of 
BUCKEYE “REAL SOLID” and 
“EUREKA” Brand Aluminum 
Cooking Utensils is due to these 
facts; strict adherence to high quality 
standards in the composition and 
weight of metal used; care employed 


in manufacturing; our pleasing de- 
signs; variety in shapes and sizes; 
consistent prices and service. 


BUCKEYE “REAL SOLID” and 
“EUREKA” Brand of Aluminum 
Cooking Utensils give complete sat- 
isfaction to your customer. 


The Buckeye 


Aluminum Company 
Wooster, Ohio 
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-PREMIER DUPLEX that 
Peives it its fame for thor- a Te THE SATURDAY EVENING POST 
youghness. A cleaner built ||: . 223 eer 
St a Mliciency! \ gf gare RE 
Behrprectiasy | | | No-Oiling 
, mie x1¢ motor is ball-bearjng, | 
And the brush is ball- 
- , anes | ie of smooth, silent ru ~ 
_ecumcenss2 1] || aoithoue oiling Forgetting to : 
SS ee a ee ex oil the moter causes more oe bas, 
_ than half of vacuum cleaner] 2 & 
RY en Ate tn troubles. But in the: : pen 
hn ne tn nt yr the —_ BO ¥ 
- 0 aAMous for t 
‘cleaning of its deukie ane! . 
—- powerful suction plus } pare , 
a motor-driven brush. . WE Ball-beaving * : 
| Famous for its quality build. J seals wb esting 
| And now made ball bearing? = i] ea 
ve ee: upiex ‘ 43 a Oe % eo 
es ae ‘ : 5 “tts ie - a 
el 2 ecm aera 9 22 Pe 3“ Dovble Action: "ve: ag 
RT a Double action —to clean cleaner—and that ~~ al 
i) Pepe sd mw ben encom ee a tle double action’ built into a machine’ finely. made be es 
—— i= - «sand skilfully designed from grip t6 nozzle.“ ° ee 
ee > «The achievement of an aimrlong sought by’ ¢- | 
— > engineers —a successful combination of powerful — i 
ERR or RRR donee { suction and motor-driven brush ° The cleaner 
: with every point studied — simplified —made to 
4 " ‘Serve better and last longer.. Equipped’ with * 
. General Electric type motor. And made ball-bearing i 
+ to insure: smooth, quietly humming efficiency Satis 
- 2. for years. ef es se Ay syle 
Herz is your spring campaign in ety: : eek pap | 
: ppaere sDupiex” | 
the big women’s national magazines. ede (od ae hom 
Quality ads. For a quality cleaner. Local oan —— 
advertising over your own name in the 
newspapers of your own town is your most 
= - important tie-up. And its costs are paid 
Pa for by a generous advertising allowance on f 


every cleaner you buy. 


From February up to and 


s including June—a five 

re eS months’ effective campaign 
in Ladies’ Home Journal, 

tu eC Women’s Home Compan- 
oO ion, Pictorial Review, Good 





Housekeeping. 
ELECTRIC VACUUM CLEANER CO. siiiaitiins ieee 
Cleveland, Ohio and paste them in your windows. 


a 


Distributed in Canada by the Premier Vacuum Cleaner 
Company, Ltd., and the Canadian General Electric 
Company, Ltd. 
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We Have Always Been 
More Interested in 

» Building Good Washers 
v Ls Than in Building the 
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We have many letters from HAAG 
dealers in which they comment on 
their freedom from “‘servicing.’’ 


Our products, built nght and from 
the best of materials, offer you a 


complete line of DOLLY, CYL- 
INDER and OSCILLATOR types 


for electric, gas engine and hand 
power— 


At Pitees and Terms That 
Mean Profits for You 


HAAG BROS. CO. 


PEORIA, ILL. 
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Hysrade Lamps 


You cannot buy a better lamp 








lt is a common occurrence for Hygrade 
dealers to report increases in 


_., yearly sales of 100, 200 and 
“even 300 per cent. 


The outstanding reason for — 
these profitable increases is 
that Hygrade lamps give 
more value for the 
money paid for them 
than any otherlamp 
you can sell. 

















HYGRADE LAMP CO 


WV sarem MASS 


A complete line of large style 
incandescent lamps 


GENERAL OFFICE 
AND FACTORY 
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oha-tic Baca 
ELECTRIC rele] aeeleltl- (a an lela 


a [ITRONER ; 


Don’t Wait Another Day! 


The recent addition to our line of the wonderful new 
ROTAREX Electric Vacuum Cleaner and the equally re- 


markable new ROTAREX Electric Kook-Rite threatens to overtax our 
)} production facilities very soon. Make sure of prompt deliveries when 
*| you want them by getting your commitments in NOW. 


) | Why attempt to compete against these All-Stars 
@ with a “scrub” team? Compare the advantages the 
Apex-Rotarex dealer has over you. 


Bigger Discounts Practical Merchandising Plans 


“Overhead”? Economies Greater Values 
Better Service Quicker Deliveries 


One of our 27 Factory Service Stations is located in 
your immediate vicinity. Write for our attractive proposition. 


Address Department 1065 


RSTAREX 


ELECTRIC VACUUM 


” 
ELE 


CLEANER 


The Apex Electrical Manufacturing Co. 
LO67 East 152nd Street CLEVELAND, OHIO 
FACTORIES AT CLEVELAND, O., AND TORONTO, ONT 
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The Horton Home Ironer 
30 inch roll 





















: 

i Showing the complete 

4 open end of the 

P above model 

4 The 

| HORTON IRONER@ eetercess 
‘ 3 sizes, gas heated; 30 inch, 
Py 4 e 42 inch and 46 inch roll. In 
3 2 sizes electrically heated; 
that Women will buy because it IRONS 32.2) >: 
3 O ‘ roll. All Horton Ironers 
a —— 100 f th ] are electrically driven. 
EVERYTHING © Of the Jroning : 

a It is bee of th 

" HEN women are assured, when women know—as they should know — ete siden “f eo 
4 that the Horton Ironer will iron everything, 100% of the ironing, and do Horton 30 inch roll, that 

it as efficiently and practically as their washer washes, they’ll buy a Horton. everything can be ironed, 


; : even better than by hand. 
You. Mr Dealer, are the one to give them that assurance. You've sold them a washer. You have their y 


confidence. They now look to you for conscientious advice on Ironers. You can tell them, knowing 
the Horton, that here is the perfected Ironer 





r: a 5 2 
Res 


Because $3 years of laundry appliance manufacture is back of it to assure its con- 


struction and practicability. 
Because it is designed from a woman's viewpoint. The ironing of every piece of or 
laundry is possible by reason of the complete open end. ON my SN 
Because it is most simple to operate. You sit ata Horton to iron. The control is by ) 









foot, leaving the hands absolutely free to guide the work. 
Because the Horton actually cuts ironing time one-half to three-fourths of the time 
: required by hand. 
And because the Horton sells at a low price within every woman's reach. 


: Ta Ey BEE AER Ay . Séisieis 0¥/ ; 
ae a ARS y Bnet ints aa ee 





We would like to present some real selling facts to those dealers who realize and are interested in the 
immediate sales opportunities now existing on Horton Ironers. Let us present these facts. We believe 
a mutually satisfactory relationship can be established. May we hear from you? 


HORTON MANUFACTURING COMPANY - at 











Horton lroner 
42 or 46 inch roll. 


1310 Fry Street, Fort Wayne, Ind. 














AND IRONERS 


ELECTRIC WASHERS 
Jort Wayne , Ind. 


Piotieers for 50 Years 
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e e Be 
No More Costly Servicing 4 
In building the * 
IHRIG Electric = : 
Washer we have so 
simplified the con- 
struction that it is 
practically trouble- 
proof. The dealer is 
relieved of expensive 


servicing, which 
means 


Larger 


Profits 
HE dealer who | | For You 


You can retail 


measures value this washer at 
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$25 to $35 less : 

than other high . 

. : grade machines s 

VY quality will a - and rest assured ; 
of its giving ab- 


solute satisfac- 


ways turn to * 


We sell every 


Ihrig Vacuum Electric Washer 


under a signed unconditional guarantee, give you the ex- 
clusive agency—help you sell—treat you right and work 
with you and for you all the time. 











Write for our unusual proposition. 
PINE-IHRIG MACHINE CO. 3 
Oshkosh, Wis. “ 
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Most jobbers have 
an attractive “Save” 
proposition to offer. 




















When 4 
One c 
No. 34 C Volimeter _ a 
If your wholesaler does Thinks of ; 
not handle them, write us | POCKET METERS : 
Sterling me 
Radio They Say + 
Equipment 2 
E SAVE SALES COMPANY Portable 
TH S Rectifiers 7? E 
Rheostats : 
Audio & 
—— 
requency 
rans Tod th is but tstanding 
T formers a emnetel with “oochet anes. 
Filament It’s Sterling. 
Th di et h i t 
Meters aan crn te te cue ef Gating feet 
12 Point Meters. For every radio, electrical and au- 
tomotive requirement there is a specific type 
Rota of Sterling meter—ammeter, voltmeter and 
Switches voltammeter. Each instrument draws just the 
mys right amount of current from the battery. 
‘B” Battery Each gives an exact reading of the electrical 
Charging condition. No cheap meters can compare with 
Attachments Sterling. Meters that are tuned high are mis- 
leading. Sell Sterling Pocket Meters and sat- 
isfy all customers. List price $1.00 to $4.00. 








THE STERLING MFG. CO. 


2855 Prospect Ave., Cleveland, Ohio 
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: Hot Spark Selling— 

: Profits in Your Pocket! 
: Hot Sparks keep moving—one 
4 turnover after another—each with 








a nice profit. 


Hot Sparks give a fat hot spark 
‘ all of the time, no matter how hard 
i the going. They never “lay down” 
on the job. Users find Hot Spark 
the best ignition battery for all their 
ignition needs. 


You’ll find Hot Spark one of 
4 your most dependable money 
" makers! 


Deliveries can be made at once MR. BUYER 


on the following SIZES. Are you familiar with the many big selling 
points of the new QUEEN ELECTRIC 
WASHER? Its three outstanding features 


No. 46S, Multiple 4 Cell, 6 Volt, Single Row are 
(Metal Case) 


ef No. 462, Multiple 4 Cell, 6 Volt, Double Row 

: (Fibre Case) 

| No. 575S, Multiple 5 Cell, 714 Volt, Single Row 
(Fibre Case) 


Salability 
Owner Satisfaction 
Rapid Turnover 


Let us show you our new sales 
plan. No obligation to you. 


3 No. 5752, Multiple 5 Cell, 714 Volt, Double Row Every washer is backed by thirty-eight 
a (Fibre Case) years of washing machine building experi- 
g No. 692, Multiple 6 Cell, 9 Volt, Double Row ence and is guaranteed to give satisfaction. 
2 (waaee Case? KNOLL MANUFACTURING CO. 


. Established 1886 Reading, Pa. 


Washes a tubful in 4 to 8 minutes. 


Send us your orders for immediate shipments. 
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Equipped With 


viectric WEVERCRUSHA 


Washer he Great Safety Wringer 


WOR UOMOMORUOMO RO ROTO TO OOOO OOOO EOE OOOO OOOO OOO OTTO MO MOTO TOUR TOM * 





Ae 


WANG GANGAL 





iL 
a os ~, -_ = 


We have a sales plan that offers big 
possibilities for live dealers. 


BAY. 


WANG 


-——-_ 


@tiaxtianivaive 








The PRIMA Washer equipped 
with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 
clean —easily and quickly — 
without harming the daintiest 
fabrics. The elliptical tub is 
perfectly smooth on the inside 
—there are no mechanical de- 
vices to wear or tear the 
clothes. 


The tub is made of Douglas 
Fir— GUARANTEED FOR 
TEN YEARS. 


The Buckeye-Prima Company, 








Type B 
10 to 100 watts 





Lamps of Uniform Goodness 
Dependable Source 'of Supply 
Business Like Selling Methode 


are ties that bind 
the thinking dealer 
and jobber to the 


Ni_co LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 





OVIVOVITVONIYONIVaNi aN Vay e\i vay aX vax 


= 


= 






A new 
practical 
motorized 


wringer 


— 








_ 


Operates on any 110- 
volt current. 


TINZ LENZ ETN VEIN NET VETER LITE DITI VETE PTE LITE NETIC LTTE LTTE VIII NITE 


Sidney, Ohio 
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Type C , 
50 to 1000 watts 







Mill Type 
25 and 50 watts 
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MYERS 
New-Wa: 


vy Giant 
DOOR HANGERS 


AND TRACK 


Buyers a plenty—this is the peak season throughout the land 
for building activities, and the season’s best offering in door 


hanger values is to be found in the new MYERS NEW-WAY 
GIANT TANDEM ADJUSTABLE TUBULAR HANGERS and 
TUBULAR GIRDER STEEL TRACK. You'll find it worth while 
to feature them during the coming months when calls are most 
= frequent for door hangers. Their numerous improvements and out- 
S of-the-ordinary carrying powers combined with neatness of design, 
ZS 
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better construction and attractive finish, give to users light gliding, 
tight fitting, weather resisting, dirt, storm and bird-proof door 
service that will have a strong appeal to anyone who may be 
contemplating or who is already erecting new buildings or remodel- 

ing old ones. 
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In order to appreciate how thoroughly practical and 
satisfactory Myers New-Way Giant Hangers and Track 
and the other styles of Myers Stayon and Tubular Door 
Hangers really are, is but to drop us a line asking for 
catalog, information and prices all of which will be forth- 
coming by return mail. 
a | 
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MYERS NEW-WAY GIANT 
TUBULAR GIRDER TRACK 
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OU needn’t sell “just hooks.”’ 
Every “ACCO” Slip Hook and 
Grab Hook has stamped into it 
the name of the company that 
built its reputation on the prin- 
ciple of “Uniformly GoodChain.” 
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This Name *‘American Chain 
Company’’ distinguishes every 


‘**ACCO”’ Hook. 


“ACCO” Slip Hooks are used 
wherever chain is. They are 
drop forged, and made in sizes 
to meet varying requirements. 


“ACCO” Grab Hooks are made 


in nine sizes, and are also drop 
forged. 


These Hooks are as popular 
as “ACCO” Chain. 




















BRIDGEPORT, CONNECTICUT 


In Canada: DOMINION CHAIN COMPANY, LIMITED, Niagara Falls, Ontario 


District Sales Offices: 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 











Largest Manufacturers of Welded and W eldless Chain for all Purposes and Makers of the Famous Weed Automobile Accessories — 





ae ee 5%, 
Feieea Me 














i ee 











pS 


Cre 


‘ bee Wa: i) EGR Petites. e.: ree RR AL eS 2 Maree Sera oad geo ‘ ; shi Se 
Ee SS ARES ae SIS OU A as SANA IAI: RL UREN CERO NL thea OO I Ye WR ASS 5 OS oy errant ~ 


eRe, eat CRs st x — 
nog 464 i oe OT eat i, IND ode eet ™ 
nteyety Yate Se ae a Ze ros Tokar | Figg tA Ss Rtg ris 


- 
PAL te 





ue tie 
- Ay aie ft 


* 
a 
Pk 3 
& 
a4 
ye 
Rg 
a: 
Bore 
, tu / ¥ 

te 
oe 

¥ 

f 

y 
AX) 
oe 
$3 

* Les 
chat 
Pes 
PAs 
¢ 
nite 
a4 
S| 
oe 
ea 
ashy, 
oe 

rit 


a 
pard 
by a 





ee 


May 22, 1924 


HARDWARE AGE 


31 














CLINTON GALVEX 
Screen Wire — Cloth 








Pure zinc properly applied gives the best protec- 
tion to steel wire. Applied after wire cloth has been 
woven, it forms a protective coating to all the fabric, 
interlocking every intersection and making the cloth, 
in fact, a composite. 


Experience has shown that Galvex Screen Cloth with 
its heavy coating of zinc, scientifically applied, will 
long resist the destructive effects .of exposure to 
weather. 


The wire in this cloth is drawn from rods made in 
our own steel mill, insuring the correct analysis of 
steel for fine weaving wire and correct annealing 
and drawing to size in our own mills. This insures 
not only a uniform grade, but a precise grade, a cloth 
which we as manufacturers can stand behind and 


guarantee. 


Galvex is acloth of endurance. Therich gray color 
of surpassing beauty which appears in the finished 
product lasts well under any climatic condition. 


Full rolls 100 lineal feet. Widths by two inch 
steps, 18 to 48 inches. Narrower and wider on spe- 
cial order. Meshes, 12, 14, 16 and 18. 


American Wire Fabrics Corporation 
Subsidiary of 
Wickwire Spencer Steel Corporation 
General Offices 
41 East Forty-second Street, New York 
Western Sales Office 


208 South LaSalle Street, Chicago 
Worcester Buffalo Philadelphia San Francisco Los Angeles 
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GRAY-WICK 


SCREEN WIRE CLOTH 


e Coat 
eaving 
Extra Heavy Electro Zinc Coating 
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Galvanized After 


Dull F 
and Enameled with White Varnish, 


which Binds Wire together and makes 
a Dull Gray Finish throughout. 
Compare weight of our Screen Cloth 


Made from Open Hearth Steel. 
with other makes. 


No. 35 guage warp 


No. 34 guage warp 
Our other Brands Screen Cloth 


18 Mesh, No. 34 guage filler 
Wickwire Bronze 


14 Mesh, No. 33 guage each way 
Cortland Black Enameled 
White Metal Finish 
Wickwire Premier 


12 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 





Wickwire Brand Hex Nettings 


Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 


INCORPORATED 1892 
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Dunlap Sanitary 
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Cream Whip 





Its popularity among housewives 
has made the “Dunlap” 
Leader everywhere—it creates that 
steady growing demand. 


Thoroughly Whips Cream, Beats 
Eggs and Mixes Mayonnaise in re- 
markably quick time. 
No Waste—the result of 
combined easy action and high 


Spatter, 


speed. 


Customers quickly recognize the 
sanitary and thorough construction 


of the “Dunlap.” 


Furnished with Bowl 








not in this list, write u 
for prices and a in. 


Stocked by the formores 
the one you buy from “ 
formation. . 





LIST OF ACTIVE JOBBERS 


NEW YORK 
Butler Brothers, New York City. 


NORTH CAROLINA 
Smith Wadsworth Hdw. Co., Charlotte. 
Brown Rogers Co., Winston-Salem. 


OHIO 
Hardware & Supply Co., Akron. 
John Van Range Co., Cincinnati. 
qguets Woodenware Co., Cleveland. 
W. Bingham Co., Cleveland. 
Geo. H. Bowman. Co., Cleveland. 
Kinney & Levan Co., Cleveland. 
Luetkemeyer Co., Cleveland. 
Geo. Worthington Hdw. Co., Cleveland. 
Frank P. Hall Co., Columbus. 
Smith Bros. Hdw. Co., —. 
Tracy Wells Co., Columbu 
Bostwick Braun Co., Toledo. 
Simmons Hdw. Co., Toledo. 
Stambaugh Thompson Co., Youngstown. 
ALABAMA 
Long-Lewis Hardware Co., Bessemer. 
OKLAHOMA 
~ & Conover Hdw. Co., Oklahoma 


PENNSYLVANIA 
Swank Hardware Co., mihndeiohte 
Simmons Hdw. Co., ’ Philadel 
Supplee Biddle Hdw. Co., Philadelphia. 
Hukill Hunter Co., Pittsburg 
L. Hs Smith Woodenware Con Pittsburgh. 
Logan Gregg Hdw. Co., Pittsburgh. 
C. Morgans Sons, Wilkes- a 





TENNESSEE 
Stratton Mme Hdw. Co., ae 
Keith, Simm & Co., Nashvill 


Phillips & Buttort? Mfg. Co., Nashville. 





a Sales 


There’s No 





TEXA 
Butler Brothers, Dallas 
Huey & Philp Hdw. Co, Dallas. 
Sanger Brothers, Dalla 


Butler Brothers, Houston. 
Peden Iron & Steel Co., Houston, 


. VIRGINIA 
Fenton China & House Furnishing Co., 
Roanoke. 
Piedmont Hdw. Co., Danville. 


CALIFORNIA 
a png) ae. Co., Los Angeles. 
. & — ag _ Angeles. 


+ one Fe mg Simm Francisco, 
Holbrook, Merrill & _ * 4 a Francisco. 
COLORADO 

Tritch Hdw. Co., Denver. 
CONNECTICUT 


Simmons Hdw. Co., New Haven. 


GEORGIA 
Winchester, Simmons Co., 


Oakiand City. 
King Hdw. Co., Atlanta. 
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Whips Cream in dOseconds 







Note the following features — 
just a few of the many that please 
customers and 


insure sales for 


A—A thin patented and per- 
forated blade that cuts in- 
stead of beating the cream. 


B—A special bowl, having a 
non-slip bottom. 


C—A handle set at the correct 
angle for easy handling. 


Appealing Profits to Dealers 


COLUMBIA METAL 
PRODUCTS CO. 


361 East Ohio St., Chicago, Ill. 















oo 
Brothers, 
Marshall Field & Co., “Chicago. 
L. Gould & Co. 
Hibbard, Spencer, Bartlett Co., Chicago. 
Winch immons Chicago. 


Butler 


Tenk Hdw. Co., Quincy. 


IOWA 
Empkie, Shugart, Hill Co., Council Bluffs. 
Sickels Preston Co., Dave 


Ww 
Harper & McIntire Co., Ottumwa. 
a Hdw. Co., Ottum 
Knapp & Spencer i, “Sioux City. 
— Simmons Hdw. Co., Sioux 
ity. 


KANSAS 
Blish, Mize & Silliman Co., Atchison. 
Lee Hdw. Co., Salina 


Thompson Haw. we Topeka. 


W. A. 
Simmons Haw. Co., Wichita 


‘. Metal Parts Nickeled 





KENTUCK 
Belknap Hdw. & Mfg. Co., cama 
Peaslee, Gaulbert Co., Louisvi 


MICHIGAN 
Standart Bros. a Co., Detroit. 
Geo. C. Wetherbee & Co., Detroit. 
Foster Stevens & Co., Grand Rapids. 
Edwards & Chamberlain Hdw. Co., Kala- 


mazoo, 

Morley Brothers, Saginaw. 

MINNESOTA 
Kelly-How-Thomson Co., Duluth. 

Butler Brothers, Minneapolis. 

Janney, Semple, Hill Co., Minneapolis. 
Farwell, ,Ozmun, Kirk & Co., St. Paul 
Simmons Hdw. Co., | 
MISSOUR 

mies & ous Haw. Co., Kansas 


ity. 
enetens Hdw. Co., Kansas Cit 
Townley Metal & Hdw. Co., a City. 
Butler Brothers, St. 5. 
Geller, Ward & Hasner Hdw. Co., &t. 


Louis. 
Shapleigh Hdw. Co., St. Louis. 
Simmons Hdw. Co., St. Louis. 
MONTANA 
Helena Hdw. Co., Helena. 
NEBRASKA 
W. M. Dutton & Sons Co., Hastings. 
Paxton & Gallagher Co., Omaha. 
Lee-Coit-Andreesen Co., Omaha, 
Wright & eos Co., Omaha. 
NE JERSEY 
Butler Brothers, p E. City. 
WEST VIRGINIA 
he oy Hdw. Co., Clarksburg. 
I. W. Cha 


Spark os Co., rleston. 
agg > 
Seattle Hdw. —_ Seatt 
essen 


Morley, Murphy Hdw. Co., _— Bay. 
V. Tausche Hdw. Co., La Cros 

Fred Kroner Hardware Co., La _ a 
Wm. Frankfurth Hdw. Co., Milwaukee 
John Pritzlaff, Hdw. Co., Milwaukee. 
Mohr, Jones Hdw. Co., Racine. 


‘Ss 
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U.S. 
- Poultry 
- Netting 








The magnifying glass reveais great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


- ° ° . ° ° ° 

- Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 





ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 





U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 
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Dissatisfied 
Customers y 
are a 

Liability 


Satistied 
Customers 
are an 
Asset 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 





Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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The Clearing House of Hardware 
Merchandising Information 
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HE community meeting house was the 

keystone of the early civic activity of 
our country. In these town halls such as 
the Old South Meeting House and Faneuil 
Hall which have a favored niche in our na- 
tional traditions, were held open forums for 
the free expression of opinions, for the inter- 
change of ideas and for the formulation of 
national and local policies. 


In the hardware trade the same purpose 
in a more restricted way has been served by 
the hardware associations and their annual 
conventions. But with the increasing com- 


plexity of our industrial life and the wide | 


dispersion of the members, a more organ- 
ized and practical method of intercourse 
was required, and the business paper be- 
came essential to hardware activities. 


Almost three score and ten years ago, 
HARDWARE AGE was established as a 
clearing house of selling ideas and news, 
price information and kindred important 
subjects. In its pages every week the job- 
ber, merchant, and manufacturer meet for 
a mutual exchange of ideas and information. 
Through this weekly forum the best minds 


of the hardware trade convey to their fellow 
members their ideas and views on the dif- 
ferent phases of the hardware business. 


Every week HARDWARE AGE brings 
to your desk in readily accessible form the 
best merchandising ideas and window dis- 
plays, the latest current market quotations, 
information on store arrangement, current 
news of the trade—gathered from every part 
of the country by a highly organized and 
trained staff of editors. 


During the past ten years, 80% of the 
subscribers to HARDWARE AGE have 
expressed their faith and esteem in their 
business paper by voluntarily, renewing 
their subscriptions by mail. : 
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The Sandpaper that Satisfies 


and Shirpins OER VICE 


HEREVER you are, 

there is a well assorted 
stock of “‘Ruff-Stuff’’ within 
easy shipping distance. 


We carry complete stocks 
of all sizes, styles and grits, 
at the factory, and at the 
Branches shown below. 


From these stocks, hun- 
dreds of leading jobbers find 
it easy to keep their own 
stocks well-assorted all the 
time. 


Thus, the best sandpaper » 
is backed with the best mer- 
chandising service. 


Your Jobber, no. doubt 
carries the line. If he does 
not, write us, giving his name 
and address. 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, Wis., U. S. A. 


Branch Houses Pacific and Mountain States 
WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 


Cleveland Portlan Denver 
Los Angeles 
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SHLTLOSUIPOORTETL ADOT C eer et aaeae Tec tigeyt 


NATIONAL RETAIL HARDWARE ASSOCIATION Craig, secretary-treasurer, 717-718 Com- PENNSYLVANIA AND ATLANTIC SEABOARD 


CONVENTION, San Francisco, Cal., June 16, mercial Bank Building, Charlotte, N. C. HARDWARE ASSOCIATION CONVENTION AND 
17, 18, 19, 1924. Herbert P. Sheets, secre- MINNESOTA RETAIL HARDWARE ASSOCIA- EXHIBITION, ‘eo eN Commercial Mu- 
tary, Indianapolis, Ind. TION CONVENTION, St. Paul Auditorium, St. seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 


ARKANSAS RETAIL HARDWARE ASSOCIATION Paul, Feb. 17, 18, 19, 20, 1925. C. H. Casey, E. Jones, secretary, 604 Wesley Building, 
CONVENTION, Little Rock, May 20, 21, 22, Secretary, Nicollet Avenue and Twenty- Philadelphia, Pa. 
1924. L. P. Biggs, secretary, 815-816 fourth Street, Minneapolis. SOUTHEASTERN RETAIL HARDWARE AND 
Southern Trust Building, Little Rock. MISSISSIPPI RETAIL HARDWARE AND IM- IMPLEMENT ASSOCIATION, composed of Ala- 
. cmemtnesn Cieeinie Sl aennee sy PLEMENT ASSOCIATION CONVENTION, Biloxi, bama, Florida, Georgia and Tennessee. 
4 ARDWARE AND IMPLE~ June 9, 10, 11, 1924. Guy Nason, secretary, Convention and Exhibition, Atlanta, Ga., 


MENT ASSOCIATION CONVENTION AND EXHI- Starkville. May 27, 28, 29, 1924. Walter Harlan, sec- 
we Paes a ad Orleans, June NEW YorK STATE RETAIL HARDWARE As- retary, 701 Grand Theater Building, At- 
- Nibert, secretary- goctaTrion CONVENTION AND EXPOSITION, lanta, Ga. 
treasurer, Bunkie. Buffalo, Feb. 10, 11, 12, 13, 1925. Head- NortH DaKkoTa RETam. HARDWARE Asso- 
HARDWARE ASSOCIATION OF THE CARO- quarters, Hotel Statler. Exposition at the CIATION CONVENTION (place not yet se- 
LINAS CONVENTION, Wrightsville Beach, Broadway Auditorium. John B. Foley, lected), Feb. 11, 12, 13, 1925. Gc. Be 
c., June 17, 18, 19, 1924. Arthur R. secretary, City Bank Building, Syracuse. Barnes, secretary, Grand Forks. 
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National No. 420 Ornamental Butt 
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When the ornamental feature is the first consideration, but durable and service- 
able qualities are equally important, Dealers can recommend with the utmost 
confidence the “National” No. 420 Ornamental Butt. 


Made in all popular sizes. Richly embossed 
and furnished in all finishes. Made of Cold 
Rolled Steel. Packed one pair in a carton 
for selling convenience, screws included. 

The Slot feature for screwdriver is popular 


with carpenters and builders. It not only 
allows seasy access to the pin but indicates 
bottom of Butt, at a glance. 

Both ends are tapped making a perfect 
reversible Ball Tip Bu‘t. 


National serves the Dealer direct. Our stock is complete and permits us to make prompt 
shipments and fuller co-operation. Enjoy the advantages of this saving. 


NATIONAL MFG. CO., STERLING, ILL. 








Natienal 


Builders’ Hardware 
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THE MANUFACTURER and 
The Neck of the Bottle 


ing is the manufacturer. His function is 


T HE first man inthe chain of merchandis- | 


to make good, reliable merchandise as 
economically as he can, and to distribute that 
merchandise to the wholesaler. By nature he 
is a producer. The bulk of his business train- 
ing naturally revolves about the problems of 
manufacturing. That he understands those 
problems is proven by the fact that the coun- 
try is the greatest manufacturing nation in the 
world. 

He was forced into the phase of distribution. 
He had made good merchandise and realized 
that he must dispose of it. 

So—he built up an organization whose job 
it was to place that merchandise with the job- 
ber. In many cases he went a step farther and 
sent trained specialty men to travel with the 
jobber’s salesmen and influence the retail mer- 
chant to place the goods on his shelves. 


Through advertising he brought the things - 


he made to the attention of the public. 

He felt that he had done much—that his 
work was accomplished. That he could go 
back to his factories and make goods and 
that those goods would automatically flow 
through the regular channels to the consumer. 

But he overlooked one vital factor—the 
retail clerk—the man in the neck of the bottle. 

Eighty-five per cent of the people brought 
into stores by good advertising leave without 
buying because the retail salesman is not as 
well prepared to sell as the specialty man is to 
distribute—and it is not his fault. 

Most manufacturers have not sold their 
goods to the man who must make the ultimate 
sale. They have never taught him the vital 
selling points of their goods. They have not 
shown him the personal attention his position 
in the merchandising chain warrants. 

There is need of united constructive effort 
on the part of manufacturers to increase the 
efficiency of the man in the Neck of the Bottle. 
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MARK-UPS 


E read and hear much these 

\ days about mark-ups (mar- 

gins) and turnovers. There 

is, however, one phase of the ques- 

tion that few if any of the exponents 

loudest in their expressions seem to 

take into consideration—that is, the 
relation of one to the other. 

If the retail hardware merchant 
knows that it cost him an amount 
equal to 20 per cent of last year’s 
sales to operate his business, it does 
not necessarily follow that he can 
sell everything in his store at a 
mark-up sufficient to cover the fixed 
expense, plus a small per cent to as- 
sure him a net profit. He cannot 
take for granted that an inflexible 
rule can be applied. 

Theoretically this should be done. 
Deep down in his heart the retailer 
knows that if he tries to pursue 
such a policy he will sooner or later 
face a serious condition in his busi- 
ness and will have very little busi- 
ness left. He will succeed in driv- 
ing away some of his best custom- 
ers, among them those who aid ma- 
terially in keeping up volume on 
quantity purchases and. quick turn- 
over lines. 


No Set Rules for Mark Ups 


Through all ages certain types of 
people have tried unsuccessfully to 
make definite set rules for the con- 
duct of human affairs. This would 
be equally true of any attempt to 
make hard and fast rules regulating 
mark-ups, for it can’t be done. 

Experience teaches us that there 
are items that bear larger mark-ups 


and 
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TURNOVERS 


Their Nature and Relation to Each Other 


By FRANK MAPPES 


than others. When we carefully 
analyze the _ saleability of these 
items we find that they are mainly 
in lines where the range of sizes and 
selections necessary to meet the de- 
sires and tastes of consumers natur- 
ally tends to hold down turnovers. 

In this slow turnover category are 
found the lines usually defined as 
seasonal, the very nature of which 
make fast turning impossible. The 
word “seasonal” meaning once a 
year, it stands to reason that even 
if the merchandise selections and 
purchases are restricted to the mini- 
mum, at best only a low turnover is 
possible. 


Budgets Prevent Overbuying 


Many advocate discontinuing lines 
which do not justify the space they 
occupy nor the money they repre- 
sent. To do this indiscriminately 
would be suicidal, because many 
whole lines that constitute the back- 
bone of the hardware business would 
meet an untimely end if such drastic 
action were taken. The remedy is 
rather in the control ,of purchases 
and through that means the inven- 
tory. A budget system will prevent 
overbuying. 

Frequent orders necessarily mean 
sma!l orders and, in many in- 
stances, broken packages. This is, 
of course, placing a burdensome load 
on the jobber, who does not relish 
the idea. He has good and sufficient 
reasons to combat it, but, if he is 
wise and wants to maintain his posi- 
tion and function in the machine of 
distribution, he must prepare his 


organization to take care of small 
orders. 


Service Charges on Small Purchases 


If, as it is only too apparent, small 
purchases add to the jobber’s costs, 
it is only fair and just that a ser- 
vice charge equal to the actual in- 
crease be passed on to the dealer. 
It is only as broad as it is long, 
because the increased cost of an 
article would offset the interest paid 
on capital tied up in overstocks. 
Overstocks represent dormant capi- 
tal, the interest on which would 
more than pay the difference the 
jobber would find necessary to charge 
for additional service, if an arrange- 
ment of such a nature was made. 

To my certain knowledge the re- 
tailers, being in the majority, carry 
the burden of dormant stocks and, 
because of their widely diversified 
trade and the requirements of their 
territories, often very limited, are 
apt to be influenced by local condi- 
tions which are in no sense general. 
It would be infinitely better if these 
stocks were concentrated in fewer 
centers, strategically located, which 
could be drawn upon by localities 
not similarly affected. 

A service charge is now being 
made by certain manufacturers on 
shipments on request of the jobber 
direct to the retailer. This, of 
course, is to cover the additional 
costs of handling, billing, packing, 
etc., entailed, and is in line with 
progressive distribution. 

Turnover is the ratio of the vol- 
ume of sales for the year, to the 








“ie YING is the one fixed function that is within the definite control of 
the merchant, and it puts him in a position to control to great extent 


the number of turnovers of his inventory. Turnover is the positive evidence 


of the degree of success of a retail store.” 
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EDITOR’S NOTE.—This is the 
sixth article of the series by Frank 
Mappes in which he takes up the 
dealer’s problems of store arrange- 
ment, store management and mer- 
chandise display. The next article 
of this series will be on the subject 
of “Store Fronts and Show Win- 
dows” and will appear in the June 
5 issue of HARDWARE AGE. It’s 
fully up to Mr. Mappes’ standard. 
Enough said! 


value of the average inventory dur- 
ing the year and not the value at 
inventory time. If a firm does an 
annual business of $100,000 and the 
average inventory is $50,000, it does 
not follow that they got two turn- 
overs. The value of the inventory 
at retail prices would probably be 
$70,000 with the proper markup. In 
that case there would be 10/7 or 
13/7 turnovers. 


The Merchant Controls Buying 


It has been said “There are two 
major functions in merchandising— 
buying and selling.” Selling is, to 
a certain extent, beyond the control 
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positively control profits. With care- 
fully computed mark-ups in which 
turnovers have been taken into con- 
sideration, it is a foregone conclu- 
sion that a merchant has an edge 
on competitors who are not so forti- 
fied. 

Here is an illustration of facts 
that demonstrate the possibilities of 
lower mark-ups with frequent turn- 











667 N no line of endeavor is the human element so pre- 


dominant as in retailing. 


If the manufacturer and 


jobber could realize this more fully, many of the retailer’s 


woes would evaporate into thin air.” 











of any individual and is frequently 
affected by influences outside of the 
realm of management.  Panics, 
strikes, fires, floods, general busi- 
ness depressions and other fac- 
tors that are unavoidable affect sell- 
ing to a marked degree. No matter 
how alive, aggressive or progressive 
a merchant may be, he can only 
effect sales within certain limits. 
Buying, on the other hand, is the one 
fixed function that is within the 
definite control of the merchant, and 
being so it puts him in a position 
to control to great extent the num- 
ber of turnovers of his inventory. 
Turnover is the positive evidence of 
the degree of success of a retail 
store. 

Multiples of small mark-ups make 
larger net profits if the multiple is 
large enough. Profits have nothing 
to do with turnover, but turnovers 


overs. A certain dealer sold an 
average of fifty packages of safety 
razor blades at 39 cents per package 
each week. His initial stock was 
200 packages, and every two weeks 
thereafter he bought 100 packages. 
This left the average stock on hand 
150 packages, which at 39 cents 
amounts to $58.50, his average in- 
ventory at retail price. The sales 
for the year amounted to $1014, 
making 17.3 turns. The gross profits 
were $195. The average value of 
the inventory was $47.25 at cost. 
The gross profits were 300 per cent 
of the inventory at retail, while the 
profit per sale was slightly under 
20 per cent. His cost of doing busi- 
ness was more than 20 per cent, so 
that when compared to that, from 
the basis of an average mark-up, 
he lost money. No one in his right 
mind will dispute the fact that in 


Low lerren Over 
Qrl High Mark Up 


OR 
Wael) ark Up and 
High TURN OVER 


Which 7? 
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actual practice he made money on 
the sale of the razor blades. 

This is used merely to emphasize 
the contention that no fixed rule is 
possible nor desirable. 


Human Element Predominant in 
Retailing 


In no line of endeavor is the 
human element so predominant as 
in retailing. If the manufacturer 
and jobber could realize this more 
fully, many of the retailer’s woes 
would evaporate into thin air. 

The manufacturer produces ac- 
cording to schedule, very frequently 
after the goods have been definitely 
sold in advance. This permits of a 
certain more or less fixed program. 
While the jobber is not quite so well 
siuated, he is able by virtue of a 
superior organization to prepare and 
utilize statistics of past years for 
future guidance. While the retailer 
uses guess work, as his weapon of 
offense and defense. 

If it is true that theoretically the 
dealer buys what he can sell, why 
is it that a very large per cent of 
the retail hardware stores are so 
woefully overstocked? Does _ not 
that prove that in practice he buys 
more than he can sell? Some critics 
will probably say “Why does he not 
sell more?” To these people the best 
answer is the remark attributed to 
Grover Cleveland, “It is a condition, 
not a theory, that confronts us.” 


Buy Goods That Sell 


John Wanamaker once met a 
young man who asked him for the 
fundamentals of buying for resale, to 
which he replied, “There is only one 
thing to consider when buying, and 
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that is, ‘Will it sell?’” If you can 
satisfy yourself that it will sell, you 
may ascertain the price, but the 
price should never influence you to 
buy if you have any doubt of its 
ready sale. 

Years ago I had an employer who 
at one time made a trip to a nearby 
city to attend a sale of unclaimed 
freight. On his return he told us 
that it had been a profitable trip and 
that he had made about $350 on the 
purchase of a carload of plows. The 
price at which he had bought these 
plows was about $350 lower than 
the factory price. Sad to relate, 
after having the plows on hand for 
more than two years he sold them at 
auction at the fair grounds for less 
than he paid for them. 

There is another type of buyer 
who selects by some sort of rule of 
proportion. I once knew one of 
them. In making up an order and 
selection of hatchets he first asked 
the price and if it came within the 
range he had fixed in his mind he 
laid it aside. In this way he bought 

3 doz. lathing hatchets at $4. 

2 doz. painted shingling hatchets 

at $6. 

1 doz. full polished half hatchets 

at $9. 
14 doz. all-steel lathing hatchets at 
$12. 
In spite of the fact that the highest 
priced ones were rapid sellers, the 
lathing hatchet being used by car- 
penters for shingling as well as by 
lathers in their trade. The cheap 
lathing hatchets did not sell at all, 
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as they were too light for family 
use and were not suited for the 
mechanic. He bought twice a year, 
and in two years he had accumulated 
12 dozen of the cheap hatchets for 
which there was no sale. The good 
sellers were always out, while the 
poor sellers remained stored in a 
back warehouse. His successor was 
confronted with overstocks of all 
kinds. He was a real merchant, 
however, and was able by consistent 
efforts and progressive merchandis- 
ing to get rid of the slow sellers and 
standardize his lines, so that in two 
or three years he had doubled the 
turnovers. 


Suggested Retail Price Lists 


Many manufacturers are working 
in the right direction by issuing 
suggested retail price lists, but I am 
sorry to say that there are still some 
dealers who disregard these sugges- 
tions because they consider it rather 
clever to do so. In spite of the fact 
that the public usually has no knowl- 
edge of any such advantages to it, 
the dealers delude themselves into 
the belief that it is clever merchan- 
dising. 

I recently encountered a dealer of 
this kind. He carries a nationally 
advertised line of shears and scissors 
of which he enjoys the exclusive 
sale in his town. He always marked 
them 10 to 15 per cent lower than 
the suggested retail prices. When 
asked his reason he could give none 
other than that he thought that the 
mark-up he put on would produce a 
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net profit. He admitted that the 
salesman called every six months 
and that he seldom ordered by mail. 
When told that even if he sold com- 
pletely out of every item in the line 
he could not get more than two turn- 
overs, he said he had not considered 
that in marking the goods. 

A careful study of the movement 
of specific lines of merchandise will 
show conclusively that the volume 
of a year’s business is largely made 
up of the sale of goods that barely 
produce enough margin to overcome 
the burden of the cost of doing busi- 
ness. There must accordingly be 
lines showing a larger margin if the 
business is to show a small balance 
on the right side of the ledger. All 
of this proves that there can be no 
computation of exact figures to con- 
trol mark-ups. 

The only rule to use is the rule 
of common sense backed by mer- 
chandising instinct, or better still, 
exact knowledge (science of merchan- 
dising). In the interest of proper re- 
turns for his labor and investment 
the retailer must learn to maintain 
a proper balance between mark-ups 
and turnovers. Where the burden 
of low turnover is heavy the mark- 
up on the other side must necessarily 
carry a balancing load. Where the 
turnover is high the resultant mark- 
up can be correspondingly lower. A 
perfect adjustment, which will keep 
the ship of business at an even keel, 
is possible when you know the state 
of the art. 











HEN it comes to a collettion letter, the difficult thing is to write some- 

thing which combines a jolt for the recipient with something that will 

not give him real and serious cause for offense. 
you are in earnest, and yet he must not be furnished cause for being “sore.” 

A retailer whom we know of was formerly a conductor on a railroad. 


THE OVERDUE TRAIN 


He must be given to see that 





Many of his friends and customers know this. But the letter which he has 
used with great success in making collections by mail would be of great value 
to any retailer just the same. His letter is as follows: 

“Dear Sir: An account is something like a train—they are both late at 
times. We are sending this letter to you because your account with us is a 
little overdue, and we’re asking you—just as you would ask the station master 
about a train that is late—‘What time do you guess she’ll roll in?’ How about 
making out your check and saying: ‘Here she comes now’ ?” 

That is just about long enough for a letter. It has just about enough 
“jolly” in it to make the man feel well-disposed to you; and yet he cannot help 
see, all the time, that you are really out after that money. Try it out on your 
own business. 
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The Sine Syncopators—posed in WTAX studio while radio fans listened for the flashlight report 





HE East Indian magicians 

mystify people with the things 

they make out of thin air. The 
American business man, and partic- 
ularly the American hardware re- 
tailer, is putting the supernatural 
feats of the magicians on the shelf 
for he is not only getting a big 
volume of business right out of thin 
air, but is making a very satisfac- 
tory profit besides. 

One of these wizards is N. B. 
“Chief” Williams, son of Charles 
Williams, of the Williams Hardware 
Co., Streator, Ill. Be it understood 
that Williams Hardware Co. picked 
up $100,000 in six months in radio 
sales and a nice fat margin of this 
came right out of the air. 

Here is the story. “‘Chief” has been 
interested in wireless and radio since 
its inception in this country. During 
summer vacations he operated wire- 
less sets on the boats on the Great 
Lakes. Then, just about the time he 
was through school, the radio craze 
hit the country in earnest so “Chief” 
and his father decided to get into the 
game because the hardware store 
was the logical place for radio dis- 
tribution. 


Broadcasting Station Opened 


Last October business was going 
so good that they decided to open a 
broadcasting station. As far as is 
known this is the first and only hard- 


How Williams Picked $100,000 


from the Air in Six Months 


ware store to operate and maintain 
a licensed broadcasting station. 
“This is WTAX broadcasting from 
the Williams Hardware Co., Streator, 
Ill.,” goes on the air every Monday 
night at nine p. m. Central Standard 
Time. While the letters WTAX were 
assigned officially yet they are sym- 





Left to right—“Chief” Williams, Miss 
Catherine Foster, studio director, and 
J. L. Moulchan 


bolical. The W stands for Williams 
and TAX sounds like tacks. Cer- 
tainly this is a good choice and a 
symbol that sticks in the memory. 

The regular program starts at nine 
p. m. and runs for one hour. Then 
at midnight the siation goes on the 
air again until two a. m. The sum- 
mer schedule will start at 6.30 p. m. 
and continue for one hour. The late 
program is known as the “No Pillow 
Chapter of WTAX Sleepless Won- 
ders.” 


Hardware Age in the Program 


Recently a gala night was held in 
the broadcasting studio of WTAX. 
“Chief,” who’ is the official an- 
nouncer, took the air and gave his 
listeners a snappy number by the 
Sipe Syncopators. Then he asked 
everybody to stand by for the ex- 
plosion as the Foldenauer Photo- 
graphic Studio was going to take a 
flashlight picture of the station for 
the readers of HARDWARE AGE. ~In- 
cidentally this was one of the first 
flashlights broadcasted through the 
air and the picture turned out very 
well as you can see by the illustra- 
tion. 

The broadcasting studio is located 
on the balcony of the store and the 
room has been fitted with the latest 
radio appliances. The microphone is 
placed on top of the piano or directly 
in front, of the speaker or singer. 
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The “works” are located, in what 
“Chief” Williams calls the “shack,” 
on the roof. The accompanying illus- 
tration shows the machinery neces- 
sary for the broadcasting. In this 
room are double decked bunks where 
“Chief” and his helper, J. L. Moul- 
chan stay on Monday nights. The 
programs and studio details are 
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9-A-I-C, and talks all over the coun- 
try to the amateurs both in code and 
in voice. Many a time when he has 
finished the broadcasting program he 
will pick up some amateurs who are 
in the air testing their sets. They 
are often located in remote corners 
of the country and they are anxious 
to have “Chief’’ tell them what to 





Above we see the interior of the Wil- 
liams broadcasting “shack,” containing 
the broadcasting apparatus 





handled by Miss Catherine Foster, an 
accomplished pianist and one who 
knows what the radio public likes. 


Heard All Over the Country 


The WTAX programs are being 
heard all over the country. Maine is 
the only state that has not written 
in. Seattle, California, east coast 
States and Mexico have all written 
about the fine programs while Nice, 
France, and England have also 
picked up the programs clearly. Dur- 
ing broadcasting it is necessary to 
keep a telephone operator on duty to 
handle the local and long distance 
calls which begin coming in as soon 
as the station gets on the air. Mc- 
Millian, in the Arctic Circle, with his 
crew seeking the North Pole, recent- 
ly sent back word that he was re- 
ceiving WTAX clearly. 

The broadcasting station has put 
the name of Williams Hardware Co. 
before hundreds of thousands of 
radio fans. But, the work does not 
stop there. The mail man delivers 
hundreds of letters each week asking 
information, advice and many times, 
radio merchandise. This correspond- 
ence all has to be answered. 

“Chief” has an amateur license, 
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use and consequently he has opened 
a fine market for amateur broadcast- 
ing sets with the connections he has 
picked up. 


Profits in Sets and Parts 


The big end of the business, of 
course, is in receiving sets and parts. 
Catalogs are mailed, letters are sent 
twice a month, windows are trimmed 
and efficient people handle the sales. 
The broadcasting station has helped 
business so much that it is no longer 
a local business. During the season 
it takes from six to ten men to han- 
die the work. 
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Mr. Williams says “Radio is very 
nearly standardized and it is no 
longer the speculative game it was at 
first.” The firm has been handling 
radio for two years but since the 
broadcasting station went into serv- 
ice sales have mounted swiftly. A 
six month’s business of $100,000 is 
not to be taken other than seriously. 
Of course the record for six months 
was during the best season of the 
year and when radio buying was at 
its height. However, with summer 
approaching, Williams expects to 
keep the volume up by getting into 
the air early and concentrating with- 
in a fifty mile radius where the pro- 
yrams can be picked up without a 
great deal of static. 


Large Stocks Not Tolerated 


The illustration of the radio stock 
shows how it is handled on the sales 
floor. Large stocks are never toler- 
ated. The big idea is to turn over 
the merchandise promptly. 

The success attending the radio 





Below is a section of the firm’s radio 
department. “Minimum stock and mazai- 
mum turnover” is the watchword here 
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department of the Williams Hard- 
ware Co. is characteristic of the 
American hardware dealer. It is the 
story of a young man with a little 
knowledge, a father with the ability 
to see profits in business, and an idea 
which can be applied to many hard- 
ware stores. It is not a story of a 
city store because Streator, IIl., has 
only about 15,000 inhabitants. How- 
ever, the Williams hardware store 
would be a credit to either New York 
or Chicago. 

Are you selling your share of the 
hundreds of receiving sets right in 
your own community? 
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Do One Line Windows Pay? 


O concentrated window displays, in which one line of merchandise is 
1) featured exclusively for a week, pay? 

A. Delborn Co. of New York City believes that they do, and after 
four weeks of trial has decided to continue this method of display indefinitely. 
In explanation of this policy, G. Pappo, display manager of the company, 
says: “A concentrated display is like the melody in a piece of music—without 
a central recurring theme people would be unable to identify or remember a 
musical composition. When a large number of miscellaneous items are shown 
in the window, it is difficult for a person to concentrate on any one particular 
article, and while such displays do undoubtedly result in profitable sales they 
do not, in our opinion, build so successfully for future business. 


“For example: One of our windows consisted exclusively of paint, varnish, 
brushes, etc. A person seeing this display once, or during the entire week 
it was in the window, would immediately jump to the conclusion that we spe- 
cialize strongly in paint. There was nothing incidental or half-hearted in this 
uisplay—it was a paint display and nothing but that. The spectator would 
naturally figure that we would not emphasize paint so strongly unless we car- 
ried an exceptionally complete stock. Consequently, when he thinks of paint 
he thinks of us. Our sales have increased in consequence. 

“The same holds true of our other concentrated displays, of which there 
have been four so far. One of these consisted exclusively of one manufac- 
turer’s line of sharpening stones and abrasives, another of cutlery, another 
of electric lamps, each of which, like our paint display. was in the window for 
a week.” 

What has been your success with concentrated displays of this tvpe—let us 
hear from. vou. . 
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Six Turnovers a Year From 
H. D. Thayer, Conneaut, Ohio, Gives Real Advice 


IFTEEN years’ experience with 
i sa electrical department gives 

H. D. Thayer, hardware mer- 
chant of Conneaut, Ohio, the opin- 
ion that electrical departments 
should be divided into two general 
classifications. Selling the various 
appliances, fixtures and bulbs be- 
long to one section—“the merchan- 
dising end of the electrical busi- 
ness,” he calls it. The other is the 
mechanical work of wiring, repair- 
ing motors, installing fixtures and 
making extensions. “The latter 
group,” Mr. Thayer says, “is purely 
technical work and should be con- 
sidered practically another busi- 
ness, or at least a separate depart- 
ment.” 

Thayer’s electrical appliance de- 
partment carries an average stock 
of $5,000, which he turns from five 
to six times a year. This stock in- 
cludes electric light fixtures, iron- 
ers, irons, washers, vacuum clean- 
ers, waffle irons, toasters, curling 
irons, etc. His bulb business is more 
than $2,000 per year. This all hap- 
pens in a 12,000 population town, 
which is a good, average-size Amer- 
ican city. 


Handling Time Payments 


Personal solicitation has built up 
much of this business. Special cam- 
paigns have helped. Last year the 


AGE 


HARDWARE 


May 22, 1924 





NE of H. D. Thay- 

er’s electrical win- 
dow displays. Irons, per- 
colators, grills, toasters, 
lamps and bulbs are all 
shown. The _ passerby 
gets a good idea of the 
extent of this firm’s elec- 
trical merchandise from 
a casual glance. 





firm conducted a twelve working 
day sales campaign, and during that 
period three salesmen sold $5,000 
worth of electric cleaners, six of 
these being sold for cash. These 
salesmen went from house to house 
during the two weeks of the drive. 
Mr. Thayer advises merchants to 
avail themselves of a _ reputable 
brokerage service in the handling 
of time payments. He believes such 
a practice eliminates considerable 
detail and partially serves to remove 
any sting or bite in the terms. At 
least it passes the responsibility of 
the terms and does not put the 
dealer in the light of a hard man to 
deal with on credits. 

“Cheap, inefficient electrical ap- 


electrical appliances. In radio we 
carry only standard parts and high- 
grade complete sets. We carry 
brands backed by reputable manu- 
facturers and thus avoid uncer- 
tainty. 


Selling Electrical Service 


“Most people do not know exactly 
what they want. This proves that 
you sell service and not so much 
wire coil, soapstone and metal when 
you sell an electric iron. The cus- 
tomers seldom have the first con- 
ception of their actual require- 
ments. They think of an iron as 
a modern, nice looking, time saver 
and labor saver. They do think, 
however, in terms of ‘ironing.’ This 








“If you do not want to employ a practical electrician, stay out of 


the repair and technical end. Don’t play with it. 


ly or don’t do it at all.” 


Either do it proper- 








pliances will hurt your business. 
We will not sell inferior merchan- 
dise,” says Mr. Thayer. “We have 
a few lower priced irons on hand for 
comparative purposes. In the. last 
$12,000 worth of irons we sold less 
than one dozen were of the so-called 
cheap type. We find the best is 
really the cheapest in all kinds of 


brings up the main reason for seg- 
regating the technical and merchan- 
dising sections of your department. 
We sell fixtures and quote a price 
covering fixture and_ installation. 
The buyer does not want to buy a 
fixture hung in our store. He wants 
decoration and illumination com- 
bined, but he wants them in his own 
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HE illustration at 

the right shows 
some of the electric fix- 
tures handled by this 
firm. Mr. Thayer states 
that it is not absolutely 
necessary to carry a 
heavy stock in this line, 
but emphasizes the need 
of a good assortment. 








home. We avoid the technical ex- 
planation of fixture construction 
and talk beauty and fitness. On our 
sales floor we display them and sell 
them. 

“Our technical department in- 
stalls the fixtures and puts in base 
plugs and extensions and does other 
small jobs. In fact, we prefer such 
jobs, as these give us the intimate 
contact with the home owner and 
his needs. On complete wiring jobs 
we only meet some contractor who 
haggles over prices. 


Gets the Full Price 


“We sell bulbs to several fac- 
tories and believe it would be pos- 
sible for the dealer to arrange a 


a $5,000 Electrical 


) on How to Merchandise This Live Wive Line 


ployees wish to buy irons or other 
appliances we ask and get full re- 
tail price, even though they repre- 
sent a large customer. 

“Speaking of cheaper grade ap- 
pliances, our work bench in the re- 
pair room proves the best is cheap- 
est. The increased number of 
bobbed heads in the feminine ranks 
has swelled our curling iron sales 
out of all expected proportion. We 
sold quality irons in the majority 
of cases and had no complaints. 
The few cheap types sold required 
subsequent adjustments and re- 
pairs. : 

“In testing bulbs you note we do 
not flash the lamp in the customer’s 
eyes. Our testing slip socket is lo- 








“In soliciting wired homes on appliances we make it a point to spe- 


cialize on one item exclusively. 


In this way we do not confuse either 
the prospect or our own salesman.” 








sub-contract with factories. This 
would be profitable if the business 
were large enough, and it would cer- 
tainly serve to increase his buying 
power. We do a large number of 
repair jobs in local factories, and 
install complete motor equipment 
all through technical departments. 
Yet if factory executives or em- 


cated both behind and under the 
counter. We can see the flash and 
the customer is spared the annoying 
glare. Testing is for the dealer’s 
protection, anyway, and he must 
stand behind every lamp sold in his 
store. 

“In our bulb shelves we make it 
a point to have the packages broken 





Stock 


and the loose bulbs stacked in the 
racks. This saves time, as the aver- 
age purchase is for one or two bulbs. 
A display socket is screwed to each 
section and a sample bulb of type 
and size stocked in that section is 
inserted in it so that the customer 
may actually see the desired type 
and size and be able to ask for it or 
point to it. Price cards are on each 
section.. Few people realize that the 
mill type bulb is not perfectly 
round until they see it compared 
with the round type. The mill ‘type 
is cheaper and people often say a 
competitor sold the round bulb 10 
cents lower than we do. The dis- 
played. bulbs with price cards serve 
to thoroughly correct this misunder- 
standing. 

“The hardware merchant in a 
town of 10,000 population could af- 
ford to hire a strictly technical elec- 
trician, who could handle all repair 
jobs, install fixtures sold, make sim- 
ple home installations and repairs, 
but all his work should be behind 
the scenes. Do not let him sell. 
He will only confuse the buyer be- 
cause he thinks in terms of elec- 
trical efficiency and will seldom 
have the knack of presenting those 
facts in a merchandising way. Let 
salesmen sell your goods and prac- 
tical technicians install and repair. 
Don’t confuse the two. 
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Method of displaying the stock of bulbs 


“If you do not want to employ a 
practical electrician stay out of the 
repair and technical end. Don’t 
play with it. Either do it properly 
or don’t do it at all. An electrician 
can be made a paying proposition in 
any store selling to a town of 10,- 
000 or more, as electrical appliances 
are good sellers during all twelve 
months of the year. 

“If a woman buys socket, plug 
and wire to make an extension cord 
we will assemble without charge 
the parts bought in our store. This 
insures efficiency of the extension 
and this kind of service pleases the 
woman. We know how many homes 
are wired in Conneaut and we know 
the location of each one of them. 
In soliciting wired homes on ap- 
pliances we make it a point to spe- 
cialize on one item exclusively. In 
this way we do not confuse either 
the prospect or our own salesman. 

“The sale of bulbs paves the way 
for selling appliances. Usually an 
iron is the first item bought, then 
comes a cleaner, curling iron, toast- 
er and the other important ap- 
pliances. 


Don’t Overstock on Fixtures 


“If you handle fixtures you need 
not have a heavy stock, but a fairly 
good assortment is desirable. We 
display fixtures from the ceiling and 
have each fixture connected so that 
any specified piece may be lit for 
the approval of the customer. In 
selling fixtures we do not sway the 
customer’s choice from a cluster 
because it is difficult to wire or in- 
stall. We sell him what he wants, 
and look at it from his point of 
view. When a customer buys, hand 
the fixture to your technical man, 
give him the customer’s address and 
say, ‘Wire this.’ Let him rave, but 
give the customer what he wants. 
The technical man is prone to dodge 


installation if 
So don’t let 


any complicated 
given half a chance. 
him sell. 

“In regards to wiring I said we 
would rather handle the so-called 
small jobs. In order to conduct a 
wiring business properly you must 
either be the wiring contractor or 
stay out. We prefer to stay out and 
take the odd jobs which are more 
profitable hour for hour, and which 
lead to business in our appliance 
department. 

“The only places where we have 
sold goods or done work without 
asking full price is in the churches. 
Every church in this town has a 
full electrical kitchen and lighting 
equipment, much of which we sold 
and installed without profit. We 
will make minor repairs on organ 
motors for the cost of material or 
gratis. The community deserves 
this from any merchant who is 
equipped to do it. 

“Fifteen years ago we had an 
electrical stock worth about $2,000 
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at today’s prices. I believe this 
would be a good initial stock invest- 
ment for the hardware merchant 
who is introducing a line of ap- 
pliances. This investment can be 
used to include fixtures and you 
take bulbs on contract consign- 
ment. 

“In the spring of the year we find 
we are also able to talk spring 
cleaning and painting. Mr. Betz, 
who trims the windows, sold a 
woman an electric cleaner and an 
order of paint last week. She had 
said she planned to clean house and 
would soon need a new broom. Mr. 
Betz keeps one of the windows 
trimmed with an electrical display 
all the: time. He keeps our elec- 
trical display table lively looking. 
The stock is changed and rear- 
ranged continually so that neither 
we nor the customers get tired of 
looking at the display. We have 
found that using an open table is a 
good method of display for electri- 
cal as well as many other kinds of 
merchandise. Additional stock may 
be displayed in the wall cases. 

“Remember this: we sell cooking 
by electricity, not electric stoves; 
we sell light, not fixtures, and so 
on. Think of the service performed 
and talk it. You will meet less sales 
resistance and make more sales. 
Electrical goods are more profitable 
relatively than any other hardware 
items we stock.” 


To which we wish to add: Mr. 


Thayer is an electrical expert. His 
technical knowledge is very com- 
plete and his electrical mechanical 
experiences unlimited. For fifteen 
years he has been a successful hard- 
ware merchant, therefore he speaks 
with authority on the merchandis- 
ing of electrical equipment and the 
operation of a mechanical staff. 


Some of Thayer's stock of electrical appliances 
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Geele Hardware Co. during spring stove week 
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$35,000 in Stoves in One 


pasate 


Year 


—That’s the 1923 Record of the Frank Geele Hardware Co., Sheboygan, Wis. 


ET weather and a laté season 
W have mattered little to some 

hardware dealers this spring. 
The fact is that many of them con- 
centrated on stoves and succeeded 
in piling up records higher than they 
did in 1923. One hardware store in 
particular, the Frank Geele Hard- 
ware Co., Sheboygan, Wis., recently 
concluded a six-day sale of stoves 
and ranges, during which time 
forty-nine units were sold. This 
brought in $7,271, less $250 for local 
advertising. 


Two Sales Each Year 


Last September the same firm sold 
forty-three units amounting’ to 
$6,550 during a single stove week. 
In March, 1923, the records show 
that thirty-eight units were sold for 
$5,760. Two stove sales are held 
each year. Each sale during 1923 
showed an increase over the preced- 
ing one and the first sale in 1924 
was ahead of them all. The total of 
gas, combination and coal range 
sales for 1923 was around the $35,- 
000 mark. 

Sheboygan, Wis., has a 30,955 
population according to the _ last 
census and the surrounding trade 
territory adds about 12,000 to that 


number. The Frank Geele Hard- 
ware Co. is forty-five years old and 
it handles only one line of stoves. 
Therefore, it can be seen that the 
firm has a very definite place in the 
buying mind of the Sheboygan pub- 
lic, and that by concentrating on one 
line for a number of years it has 
been possible to build up an enviable 
reputation for stove reliability. 


Department Arrangement 


The arrangement of this firm’s 
stove department is worthy of note 
and adds materially to the success 
of the firm in merchandising this 
line. One entire section of the base- 
ment has been fitted up exclusively 
for stoves. The walls are painted in 
light colors and decorated with at- 
tractive posters furnished by the 
manufacturer. Every corner of the 
room is illuminated in the most ap- 
proved fashion. Four ‘booths are 
arranged down one side of the room, 
some of them having _ slightly 
elevated floors covered with linoleum. 
This makes an ideal arrangement 
for showing off the goods and also 
enables the housewife to picture how 
the range would look in her own 
kitchen. 

A stairway leads from the center 


of the store to the basement, and 
there is no trouble in getting the 
housewife to visit this attractive 
showreom. Comfortable chairs have 
been provided for visitors and cus- 
tomers and the whole atmosphere of 
the room is very pleasing. Oswald 
Wolfram has charge of the stove 
department and prospects do not re- 
main prospects once he takes charge 
of them. 


Circularizing Stove Prospects 


About 1100 letters were sent out 
for the spring stove sale this year. 
Most of them went to good, live pros- 
pects and well rated customers. An 
attractive display shown in the ac- 
companying illustration was trimmed 
with green and yellow crépe paper, 
and the window was set off by the 
manufacturers’ illustrated matter 
and cutouts. A full-page advertise- 
ment was run in the local paper the 
Sunday before the sale was held. On 
Monday small “readers” or short, 
catchy ads, referring to the stove sale 
were used. On Tuesday a half page 
appeared telling folks to hurry in, 
and on Wednesday some of the small 
“readers” were again used. On 
Thursday a quarter page in the local 
paper called attention to the fact 
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that the sale was nearly over, and 
on Friday a full page was used tell- 
ing people of their last chance to buy 
stoves. 


No Prices Mentioned in Ads 


Not a single price was mentioned 
in al] the advertising. In place of 
this the quality of the merchandise 
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depending upon the amount of the 
purchase. If, however, full payment 
is received within thirty days from 
the date of sale, $5 is refunded, 
which makes the price exactly the 
same as if spot cash had been paid 
in full at the beginning.” 

A book is kept in the department 
showing who have purchased stoves 
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A general view of the Geele stove department, 


was stressed. The only outside at- 
traction was a set of dishes offered 
with each sale. Arrangements were 
also made to take back old stoves, 
and this plan turned many visitors 
into live prospects. The amount 
allowed does not cut much of a 
figure because it definitely disposes 
of the old stove for the customer. 

As stated before, the sales made 
during the week totaled forty-nine at 
$7,271. Red “sold” tags were placed 
on each model when the sale had 
been completed, and this had a very 
good effect upon prospective pur- 
chasers as some of the stoves were 
decorated with quite a number of 
tags. Sales ran to the better grades 
of porcelain finishes and about three- 
quarters of the purchases were for 
combination ranges. The figures 
given do not include any oil stoves. 


The Selling Plan 


The 1923 records show that 322 
stoves of one make were sold, and 
during 1924 fifty-seven were sold be- 
fore the stove sale in April and the 
total for 1924 now runs in excess 
of 106 units. J. E. Schmidt, the 
general manager of the firm, says, 
“The beauty of these sales is that 
the installment feature is negligible. 
Our sales plan calls for the payment 
of one-half in cash if the partial 
payment plan is preferred. Six 
months’ time is allowed for full pay- 
ment and payments must be made at 
the rate of at least $10 a month, 





No wonder sales total $35,000 a year 


from the firm, and this not only helps 
in landing new prospects in the 
neighborhood of present users but 
serves aS a record in case repairs 
are needed. The company maintains 
a good stock of the parts which are 
used for replacing from time to time 
and stove customers know that they 
can get a new part at once without 
having to wait until it comes from 
some distant factory. 

If it is not possible to close a 
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stoves covering 322 units will show 
the hardware dealer that money can 
be made from the line. The Frank 
Geele Hardware Co. is not the only 
hardware concern doing a big stove 
business. 


What Other Firms Have Done 


W. C. Stripling Co., Fort Worth, 
Tex., sold sixty-one gas ranges for 
$5,480.50 with an advertising cost 
of $425 in four days in January, 
1924. 

The Walz Hardware Co., Saginaw, 
Mich., sold twenty-eight gas ranges, 
twenty-four combinations and thir- 
teen coal ranges in six days in Feb- 
ruary, 1924. This makes a total of 
seventy-five units, which amounted 
to $9,191. 

Ellwein, Dewald & Co., Freeman, 
S. D., sold sixteen coal ranges and 
two furnaces for $2,650 in two days 
in March, 1924. G. W. Meisen- 
hoelder, Parkston, S. D, sold nine 
ranges in two days in March, 1924, 
for $1,187 in a town of 1230. Quast 
Bros. & Co., Menno, S. D., a town of 
918 people, sold seven ranges in two 
days for $1,036 in March. 

The Holliday Hardware Co., Santa 
Barbara, Cal., sold twenty-three 
ranges for $2,332.75 in five days in 
February, 1924. The Rundle Hard- 
ware Co., Iron Mountain, Mich., sold 
eighteen ranges in two days in April, 
1924, for $2,815. Union Lumber Co., 
Fort Bragg, Cal., sold twenty-two 
ranges totaling $3,370 in three days 
in March, 1924. 

These stove sales show what some 
hardware dealers have done this 
year, and their sales plans have been 
practically the same as outlined for 





Stove department showing the display booths with linoleum covered floors 


sale in the store, Mr. Wolfram goes 
out to the prospect’s home for a little 
visit, and often before he has finished 
the husband has been drawn into 
the conversation and is in a buying 
mood. 

A record of $35,000 a year in 


the Geele Hardware Co. of Sheboy- 
gan, Wis. Fall sales are, of course, 
heavier than spring sales, and now is 
the time for hardware dealers to 
begin thinking about laying a plan 
of definite action toward bringing in 
the stove sales before the snow flies. 
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EDITORIAL COMMENT 





EDITOR’S NOTE—This editorial appeared in Hardware Age in January, 
1920, and attracted considerable attention. The truths it sets forth are as 
applicable today as they were then. As we are again facing that old bug- 
bear, a presidential year, it is reprinted in the hope that it may help to 
prevent another case of “‘nerves.” 


A Case of “Nerves” 





ONFIDENCE is the pulse of business. 
When the pulse beat of public confidence 
is strong, business is healthy and “times 

are good.” When it is weak or erratic it indi- 
cates a tendency toward panicky conditions and 
a business slump. 

Yet, confidence is in itself merely the outward 
expression of faith. It is a creation of the mind 
and may or may not have any basis on fact. It 
thrives equally well on either truth or fiction. 
Its only requirement is a belief, regardless of 
grounds for that belief. The greatest single 
factor in producing business success or failure 
is but a condition of mind. 

The fact that the pulse beat of public confi- 
dence is at present somewhat weak does not 
necessarily prove that the business body is dis- 
eased. It merely reflects a temporary lack of 
faith in ourselves, our abilities and our resources. 
A society physician would diagnose it as a case 
of “nerves.” 

However, we can make the treatment for the 
trouble as expensive as we please. We can make 
the recovery as slow or as rapid as we will. 

There is but one remedy—knowledge, taken 
three times a day until optimistic beliefs develop 
and pessimistic beliefs disappear. 

These are the plain facts: 

In the United States we still have 105 millions 
of people, possessed of the same needs, desires, 
capabilities, ambitions and resources which ex- 
isted when times were at their best. | 

If we are to satisfy those needs, desires and 
ambitions we must produce and market the same 


amount of merchandise we did then. All that is 
needed to restore conditions to a “Good Times’”’ 
basis is the right belief and the proper action. 
We are hampered only by apprehension. 

We have started a vicious circle of business 
loss through a belief that something terrible was 
about to happen. 

Rumors travel faster than truth. Some one 
cried “Hard Times” and we have blindly fol- 
lowed the call. 

There is a crying need for concerted action on 
the part of manufacturers and distributors to 
build up confidence. The great selling organiza- 
tions of the country should bend their imme- 
diate efforts to the selling of “Good Times.”’ 
Traveling salesmen should become, for the time 
being, missionaries of’ optimism. 

Retail merchants must learn to sell faith in 
America and American business with every 
pound of nails. They must by word and ex- 
ample set the pace for their commodities. In no 
other way can the basis of confidence be rebuilt. 

Individually, we have been restraining our 
natural inclinations to purchase the things we 
need or want. This has clogged the business 
system. A thunder storm was needed to clear 
the air. When it came we magnified it into a 
cloudburst. 

It isn’t what is in a cheap watch that makes it 
cheap. It’s what isn’t in it. Likewise, it isn’t 
what is back of business today that causes de- 
pression. It is the confidence which is tempor- 
arily not back of it. 
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“He showed him his settlement for the previous. year” 


N thinking of this period with the Simmons Hard- 

ware Company, through the dim mists of time 

many faces appear to me. Some of these men 
are still living while others have gone to their long 
rest. 

This history would not be complete without refer- 
ring to Harry Hubbard who was house salesman for 
the Simmons Hardware Company for a number of 
years. I mean by that that he sat near the front door 
and waited on the trade that came to the city to buy 
goods. Harry traveled for many years in Nebraska 
with headquarters in Lincoln. He made a great suc- 
cess as a salesman. He saved his money and invested 
every dollar in stock in the Simmons Hardware Com- 
pany. He became quite well off on account of the in- 
crease in the value of this stock. Hubbard was one 
of these steady, conscientious, faithful workers, the 
value of whose work in a business is often overlooked. 
There was nothing theatrical about him. He never 
advertised but he had the knack of handling a large 
buyer or a small buyer and giving just as much at- 
tention and pains to one as to the other. When it 
was necessary for him to stay downtown and work 
late at night selling goods, he never complained nor 
did he tell everybody in the place what he was doing. 
He never asked credit for anything. I take especial 
pleasure in writing about him and expressing my 
appreciation of the value of his work simply because 
I feel that many people in the house entirely over- 
looked the hard and-conscientious work he did. 

Another very pleasant gentleman of those days was 
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By Saunders Norvell 
Chapter X V 


Changing Conditions 


Charlie Smiley. He also waited on visiting merchants 
and handled our railway supply business in its be- 
ginning. Mr. Smiley was a very pleasant, even-tem- 
pered character. He knew hundreds of dealers and 
was always very popular. Many merchants would 
call and sit waiting a long time for Charlie Smiley 
to wait on them. Mr. Smiley retired from business 
many years ago and I understand is still living in St. 
a very successful salesman. 

It is impossible for me to write about all of our 
successful salesmen. It would be just a repetition of 
the tale of energy, intelligence and hard work. 

I cannot refrain, however, from passing a bouquet 
to my old friend, Bert Greenwood. Bert and I went 
to school together at the Stoddard School. When I 
was a boy I remember first seeing gold fish in an 
aquarium at his house. I was intensely interested 
in these fish. What little things pop into our memo- 
ries when we review the past! Then Bert and I were 
stock clerks at the same time. We were also sent out 
about the same year as helpers to establish salesmen. 
You will remember that I went to Missouri and I am 
under the impression that Bert went as a helper to 
some salesman in Arkansas. Later he was given a 
regular territory of his own in Montana and became 
a very successful salesman. 

Now as I heard the story, a thing happened to Bert 
that completely changed his entire life. It was caused 
by another salesman’s doing the “parrot act”—in 
other words—talking too much. It seems that these 
two salesmen left St. Louis on the same train for the 
West at the same time. This other salesman, as some 
very foolish salesmen will insist upon doing, discussed 
his arrangement and salary with Bert. He showed 
him his settlement with Mr. Simmons for the previous 
year. Now it happened that Bert had sold more goods 
and made a larger profit than this other salesman 
but his settlement had not been quite as generous. 
Naturally Bert went up in the air. Mr. Simmons, 
on the other hand, always believed that young men 
just getting a start should not draw the same salaries, 
even for the same results, as older men with families. 
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It happened that this other salesman was in this 
latter class. Bert, however, never felt just the same 
afterward. He could not understand why the house 
should make a little extra profit on a younger sales- 
man. 

Therefore after a while he resigned and became 
the general manager of the hardware department of 
the Anaconda Copper Mining Company in Butte, Mont. 
He still occupies this position and has filled it, I hear, 
with great success for many years. 


A Hard Man to Sell 


Now I have always had the highest regard and the 
strongest friendship for Bert Greenwood but this was 
one of those cases where I could never get any real 
good business out of my friend. I remember when I 
was sales manager I constantly worked on Bert to 
get the lion’s share of his business. If I offered him 
any leader he would snap them up but Bert, like so 
many other salesmen, when he went into business for 
himself became a confirmed factory buyer. It just 
broke his heart if he thought that any jobber was 
making 10 per cent profit on any order from him. No 
doubt all of us in our experiences have had these warm 
friends who never gave us any business. 

So, Mr. Greenwood, after all these years, I am now 
getting even with you by telling you that you can now 
send your hardware orders wherever you please. I 
might even make my language stronger but neverthe- 
less, I am glad that we still remain friends and still 
correspond with each other from time to time after 
all these years. Recently Bert wrote me a letter in 
which he stated that when he read my memoirs, he 
felt as if he were living his own life all over again. 
I am sometimes afraid that these articles are only 
interesting to some of the old-timers who feel like 
Bert. 


Mr. Simmons’ Sons Take Charge 


The sons of Mr. Simmons were now becoming very 
active in running the business. All three of them 
were young men of good habits and they were hard 
workers. Wallace D. Simmons was the president of 
the company and while naturally he lacked his fath- 
er’s experience, his father’s keen judgment of human 
nature and his father’s ability to pick salesmen and 
other employees, still I am glad to bear witness to the 
fact that Wallace was always very fair-minded. He 
was just as straight as a string. I know he always 
desired to do the right thing and to treat everybody 
fairly and justly. I might also say the same thing 
about the other two sons, Edward H. Simmons and 
George W. Simmons. 

Nevertheless, I would not be telling the truth if I 
did not write that the “old guard” in the house, con- 
sisting of the head men in the various departments 
who had been with the business many years, soon 
felt that a great change had taken place in the busi- 
ness. E. C. Simmons and I. W. Morton were advisory 
directors. They came down to work almost every day 
and went to their private offices but the subordinate 
officials, the heads of departments, were put in the 
disagreeable position if they went direct to E. C. Sim- 
mons or I. W. Morton with any matter, or receiving 
a gentle hint that there had been a change in the 
management and that such matters should now be 
referred to the proper officials, which of course meant 
the Simmons boys. 

Then, if one referred some business question to 
one of the Simmons boys and if the decision did not 
seem to be entirely satisfactory and the matter was 
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taken over their heads to E. C. Simmons or to I. W. 
Morton, there naturally was feeling. In other words, 
there was an advisory committee all right, consisting 
of E. C. Simmons and I. W. Morton, but if you took 
anything to the committee, you were very liable to 
get into serious difficulties with the active manage- 
ment. Therefore one had the choice of constantly 
being in hot water with somebody or of simply ac- 
cepting the situation and making up one’s mind to 
draw one’s salary and cause just as little trouble as 
possible. 

Now of course some temperaments can follow such 
a policy. They can see things according to their 
judgment going wrong and still accept the situation 
just as long as they draw their salaries. I, however— 
fortunately or unfortunately as the case may be—was 
not built on these lines. In those days I may say I 
had quite a surplus supply of “pep” and energy. I 
also expressed my convictions in rather an emphatic 
manner. As might be expected, I was soon having 
my share of trouble. 


Serious Then—Amusing Now 


Of course after all these years I look back upon 
those days now with a good deal of amusement but 
at the time to me it was a.very serious condition. 

Then along came another perfectly natural develop- 
ment. The boys very humanly decided to build up 
their own organization inside of the business. Very 
likely they did not feel in the closest possible touch 
with the veterans who had worked with their father 
and Mr. Morton in building up the business. They 
of course, knew the feelings of these veterans toward 
Mr. Simmons and Mr. Morton. They no doubt also 
knew that these men who had been raised in the busi- 
ness and who knew every bolt, screw and rope in the 
ship, could not be expected to have the highest opin- 
ion of the knowledge and ability of the boys just 
fresh from college. 
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“Some of our college friends appeared in baggy- seated, tight- 
kneed riding breeches 
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So very soon after the young Simmons boys were 
placed in charge we began to have an influx of college 
men from the East. These men consisted of two 
classes—those who had real ability and those who 
were perfect dubs. Those of ability made friends and 
did well but in every single instance without an ex- 
ception as far as I can remember, just as soon as 
they had established a good reputation as business 
men, they accepted jobs back in the East. All the 
work devoted to their education in the hardware busi- 
ness was wasted. These young gentlemen seemed to 
prefer the environment of the East to the social at- 
tractions of St. Louis. The other class of college men 
—those I will call “dubs” for short, simply pottered 
around in the business and caused all the trouble and 
confusion and disorganization possible. 

These conditions, as I say, now are very amusing 
but at the time they made 
the old guard get together 
in littl meetings and 
gnash their teeth with 
rage. As a natural result 
the members of the old 
guard began to resign. 

Henry M. Meier, one of 
the vice-presidents and a 
very conservative, careful 
man who was of great 
value to the business, re- 
tired and is still living. 
He has a summer home in 
Harbor Point, Mich., and a 
winter home in southern 
California. 

John E. Pilcher, another vice-president, a man of 
very strong character and one of the most remark- 
able salesman. I ever knew, alsv retired. 

It was becoming daily more evident that oil and 
water would not mix—that the college boys and the 
veterans could not run the business together in har- 
mony. 

One Pair of Riding Breeches for Two Men 


There was a street car strike. All of us had to get 
down to work as best we could. Our young officials, 
being polo players, rode down on horesback. Some of 
our college friends, also being polo players, appeared 
on the scene in baggy-seated, tight-kneed riding 
breeches. This kind of breeches was not familiar to 
the old guard, so a story was passed around to the 
effect that the man who got up earliest in the morning 
put on the riding breeches because it seemed that one 
day one of the new college men would wear these 
breeches while the next day the same pair of breeches 
would be worn by one of our young officials. I was 
curious to find out if there was any truth in this story, 
so I told one of our officials of the gossip that was 
going around and asked if there was only one pair 
of trousers or whether there were two pair. He ad- 
mitted to me witn a laugh that the story was abso- 
lutely true. There was only one pair and his college 
friend and himself were alternately using the same 
pair of trousers. 

Another thing that stuck in the craw of “us veter- 
ans” was the fact that while we were expected to be 
at our desks promptly at 8 o’clock every morning, our 
young college friends ambled in anywhere from 9.30 
to 10.30. 

Then we had the pleasure also of reading all about 
them in the society columns. Upon their arrival they 
were immediately introduced into the “400,” took out 
a special membership in the Country Club and after 
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that no social function was complete without the 
brilliance of their presence. We “roughnecks” of 
course were jealous. 

One of these college men who made good was Fred 
W. Allen. He became one of the head buyers in the 
business. Mr. Allen had a charming personality sea- 
soned with a great deal of New Hampshire common 
sense. He was universally popular, not only in the 
business, but with all the manufacturers with whom 
he had dealings. He would have been a great ac- 
quisition for the business but he married one of the 
richest girls in St. Louis and returned to New York 
to become vice-president of one of the leading banks. 

I speak of these things because, with advancing 
years and experience, I am convinced that back of 
such conditions are fundamental laws that are based 
on human nature. My conclusion is that just as ‘far 
as possible, it is always 
wise to develop your talent 
in your own business and 
to get your men from an 
environment similar to the 
environment in which they 
must continue to live. I 
think this is fundamental. 
There of course are ex- 
ceptions where men are 
brought into the business 
from the outside and make 
good, but I think it will be 
found upon investigation 
that those businesses are 
the most successful where 
they systematically carry 
on a policy of developing young men in the business 
with the idea that these young men are to take the 
higher and more important positions. 

Now I may be all wrong but it has seemed to me 
to be a curious fact that while you can bring western 
young men East and while these men will succeed, 
it is very seldom that an eastern young man will suc- 
ceed or stay in the West. 

Another curious fact is that while you may take 
southern young men and have them succeed in the 
North, it is very seldom that a northern young man 
will succeed in the South. It would be an interesting 
study as to why this is true. I have my own theories 
on the subject but I will not enlarge upon them here. 


The Case of Mr. X 


One of these college men who came out to show us 
how the hardware business should be handled had 
been a “rough rider’ under Roosevelt. I think he 
went to Cuba with Roosevelt or he was in the neigh- 
borhood. Anyhow, he was a rough rider. Now the 
old guard had no rough riders among their number 
but we had some fairly good poker players, so in 
order to be hospitable, this rough rider was invited 
to one of our Saturday evening poker parties. He 


. may have been an expert on a mustang, but he was 


not very strong with the cards! He departed from 
the assemblage that evening short some forty simo- 
leons. He did not take his losses gracefully. He 
seemed inclined to think that some of the old guard 
would raise when they were not justified in doing so 
based upon the actual value of the cards they held 
in hand: 

A few days afterward E. C. Simmons called me into 
his office and asked me point-blank if I played poker. 


Ci OAATERETS DOCDEEhe teem 





(Continued on page 88) 





apy 2 0 AO 
| 5 SS 
We PE. abet 


BP a 











Es oe RI ict xh 


#3 


Bey Tie ee sari ae p 
OU eee ee 
RGAE Sg RES el ee 





espe 


May 22, 1924 















HAT would you think of a fellow who would 

climb ten flights of stairs daily when there was 

an elevator in the building? If you asked him 
why he did it and he answered: “I always forget that 
we have an elevator; besides, I’m used to the stairs 
and they get me there all right,” you wouldn’t have 
a very good opinion of his memory or reasoning 
powers, would you? And yet in a great majority of 
stores there are retail salesmen who try to carry the 
whole burden of selling without taking advantage of 
the high grade helps furnished by those who make and 
distribute the goods they are trying to sell. Their 
excuse is: “I forgot we had those helps. I’m used 
to doing things the other way and I get by all right.” 
They are climbing stairs with a flock of elevators on 
the job. 

I sat in a store meeting recently while the boss 
was talking on this very subject. “Boys,” he said, 
“there were 460 sales in this store yesterday. Every 
package that went out was supposed to have with it 
a piece of advertising matter. As a matter of fact, 
less than 150 packages carried any advertising. We 
had racks full of material on every wrapping counter, 
so there is really no excuse for leaving out those 
printed salesmen. As a rule you are hard-working 
and conscientious. I’m beginning to think that it is 
my own fault. I haven’t made clear to you how 
valuable these circulars and booklets are, not only to 
the business but to you personally. That advertising 
matter is written by the highest salaried men in the 
advertising business. It’s big league stuff. It has 
been tried out and the results prove that it really does 
influence people to buy. It rouses their interest in 
the things you have to sell and makes the actual sell- 
ing easier. It brings people into the store, giving 
you an opportunity to sell more and earn more. I 
want you to earn more. You cannot earn too much to 
suit me, but any salary increases must be earned. 

“There’s one other thing to consider also,” he added. 
“This material doesn’t cost us any money. It’s fur- 





HARDWARE AGE 55 








EV 





4 
VULVIIIL / ff 


SITUTLSS, 
Vitis 4 
S444 s4E , 









—_— 


















~ 4% RA SS 


\ MSS SAe 





NANA 





AN 











Qu Climbing Stairs 


nished free and we can have all we are willing to 
distribute.” 

“Mr. Thomas is right,” piped up the man who 
trimmed the windows. “I had two displays last week. 
One had a background and some attractive cards sent 
by the manufacturer. The other was just trimmed 
with the goods and a show-card. The first attracted 
a lot more people and sold more items. I’m going to 
use more of that material from now on.” 

Both the boss and the window man were right. 
Anything that interests the public in the things a 
salesman has to sell will make his selling easier, and 
more sales properly made will increase his earning 
power. Attractive advertising matter is usually read 
at home, when the prospective customer is in a recep- 
tive mood. He is attracted by the color, the pictures, 
the way things are presented. He receives sugges- 
tions, backed by forceful reasoning, at a time when 
he is in the mood and has the leisure to consider them. 
There is no imaginary wall between customer and 
attractive advertising as there often is between pros- 
pect and salesman. Sales resistance is weaker. There 
is no opportunity for argument or bickering. Often 
two important steps of a sale, “arousing interest” and 
“creating desire,” are completed by the advertising. 
That leaves only a proper approach, a demonstration 
of the article and the closing of the sale. 

If you think this printed matter is not read, you 
are mistaken. It averages so good that it pays the 
manufacturers to produce it, even though they know 
that only a part of it ever reaches the consumer. Mail- 
order catalogs are read, as mail-order sales prove, 
and the printed matter you should distribute is your 
greatest ally in switching mail-order business into 
the store. Cut out the stairs and take the elevator. 
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Llew S$. Soule Urges Need of Better 


Trained Hardware Clerks at 
Jersey Meeting 


Liew S. Soule, editor of HARDWARE 
AGE, speaking on business conditions 
at the reguiar monthiy meeting of the 
North Jersey Hardware and Supply 
Dealers’ Association, at the Elks’ Buud- 
ing, Elizabeth, N. J., May 13, urged 
the New Jersey merchants to “talk, act 
and se:l prosperity,” and to concentrate 
more attention on the education of their 
clerks. Sheron E. Jones, secretary- 
treasurer of the Pennsylvania and At- 
lantic Seaboard Association, following 
Mr. Soule, urged the merchants to 
make greater use of their association 
facilities and to dispose of their dead 
stock. H. L. Imler, president of the 
Jersey association, presided. 

“General conditions are fundamen- 
tally sound,’ Mr. Soule said. “And 
broadly speaking there is no fundamen- 
tal reason why business should not be 
good.” He said that in some respects 
the country is suffering from nervous 
reaction to the political antics of Con- 
gress. 

One of the most important things 
for the retail hardware merchant to 
consider today, Mr. Soule said, is the 
education of the retail clerk. 

“The business of merchandising is 
housed in an imaginary bottle,” the 
editor of HARDWARE AGE stated. “At 
the bottom is the mill or factory which 
produce the goods. Next comes the 
jobbing house in which the goods are 
gathered together to be passed on to 
the retail store which forms the neck 
of the bottle. 

“The manufacturer makes and dis- 
tributes his goods. The jobber’s func- 
tion is one of distribution only. The 
retailer does the actual selling. All 
the merchandise made and distributed 
must pass out over the counters in 
sales before the chain of merchandise 
is complete. If the goods stop on his 
shelves, business also stops, while man- 
ufacturer and jobber fall with the re- 
tailer. 

“In the neck of that bottle is the 
retail salesman, whose function it is 
to keep the flow of merchandise at its 
maximum. He is the key link in the 
chain of merchandising. And—he is 
the most neglected link in the entire 
chain. 

“The manufacturer with his mind on 
problems of making, forgets him. The 
jobber busy with distribution, overlooks 
him. Even the merchant allows prob- 
lems of buying, arranging, accounting, 
etc., to overshadow his importance. 
With the burden of distribution on his 
shoulders he is largely forced to shift 
for himself. 

“Is it any wonder that, according 
to experts, 85 per cent of the customers 
brought into stores by good advertising 
are turned away by inadequate selling? 

“It makes no difference how much a 
bottle holds. It can release its contents 
only through that narrow opening 
known as ‘The neck of the bottle.’ The 





neck is of the right size for the bottle 
so long as it is kept open. Anything 
that tends to choke up the neck impedes 
the flow. 

“There is a vital need for helpful, 
sympathetic, constructive action all 
along the line to keep the neck of the 
bottle open.” 

Following Mr. Soule, Sharon E. 
JoneS advocated greater contact on the 
part of the retailer with his local and 
State associations, the disposal of dead 
stock and the use of association facili- 
ties, such as the dead stock exchange, 
store arrangement plans, the keeping 
of records, advertising helps and simi- 
lar services. 





A. T. Simonds and H. A. 
Black Reelected Directors U. 
S. Chamber of Commerce 


Alvan T. Simonds, president Simonds 
Saw and Steel Co., Fitchburg, Mass., 
and Harry A. Black, president Black 
Hardware Co., Galveston, Tex., have 
been reelected directors of the U. S. 
Chamber of Commerce. 





National Rifle Day 
June 7 


For the purpose of further stimu- 
lating the growing interest in shooting, 
National Rifle Day is to be nationally 
observed, under the auspices of the 
National Rifle Association, on June 7. 
Every rifle club in the country, 1700 
of them, will hold open house on that 
day. The regulars will devote their 
time to instructing the citizenry of 
their community who appear at the 
range in the rudiments of rifle prac- 
tice. There will be novice matches and, 
most important feature of the day, a 
match for boys of high school age. 

National Rifle Day is the first at- 
tempt on a nation-wide scale to show 
America how many riflemen it has 
within its boundaries, and it is the first 
attempt to give every community an 
opportunity to become acquainted, 
under the guidance of competent in- 
structors, with the weapon which made 
America and has preserved it. 





Sharon E. Jones Talks on 


National Convention 


The forthcoming convention of the 
National Retail Hardware Association 
to be held in California was discussed 
by Sharon E. Jones, secretary of the 
Pittsburgh Retail Hardware Dealers’ 
Association, at a meeting of that asso- 
ciation held with the “Save the Sur- 
face Boosters Club” in Pittsburgh. 





W. T. Read Elected 
Treasurer Morse 
Twist Drill Co. 


William T. Read, vice-president of 
the Morse Twist Drill & Machine Co., 
New Bedford, Mass., was elected treas- 
urer to succeed the late Herbert E. 
Cushman, treasurer and general man- 
ager, at the annual stockholders’ meet- 
ing held recently. 

Edward T. Pierce was_ reelected 
president; Frank O. Lincoln, vice-presi- 
dent in charge of sales; Wanton M. 
Gladding, works manager, and Irving 

Cook, clerk. 


Directors elected for the ensuing 
year are: Thomas S. Hathaway, Ed- 
ward T. Pierce, Russell Grinnell, Irving 
W. Cook, Wanton M. Gladding, William 
T. Read and Frank O. Lincoln. The 
annual statement of the company 
showed, after allowing for depreciation 
it operated at a loss. The by-laws of 
the company were changed to provide 
for the company’s year to end with 
the calendar instead of fiscal, as hereto- 
fore, and to provide for an increase in 
the board of directors. 





Simplification 
Not 


Price 


In the issue of May 15 we pub- 
lished an article announcing a 
conference of builders’ hardware 
manufacturers and others, May 
20, at Washington, D. C. This 
conference was called for the 
purpose of extending simplifica- 
tion and standardization to build- 
ers’ hardware. The head on this 
article was “Sweeping Reduction 
in Builders’ Hardware Plan of 
a Conference, May 

t »” 


Some persons seem to have 
misconstrued this head to mean 
a price reduction. Anybody read- 
ing the opening paragraph of 
the article could see immediately 
that no reference to prices was 
made or implied. Anybody in 
the hardware business who has 
been following the progress of 
simplification, that is, the elim- 
ination of unnecessary and slow- 
selling items, could not miscon- 
strue this without deliberate in- 
tention to do so. Anybody with 
business experience knows that 
price discussion by manufactur- 
ers in conference is illegal. 


The article in question was in- 
tended to convey and did convey 
the fact that a simplification con- 
ference on builders’ hardware 
was to be held and any different 
construction of it is erroneous. 
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Crandall Resigns 
from Winchester- 
Simmons Co. 


L. E. Crandall, vice-president of the 
Winchester-Simmons Co., New Haven, 
Conn., has recently resigned from that 
organization. 

Mr. Crandall started with the Sim- 
mons Hardware Co. of St. Louis 
twenty years ago, and after spending 
a year on the road became sales man- 

















L. E. Crandall 


ager and later general sales manager. 
Following the merger of the Simmons 
and Winchester companies, Mr. Cran- 
dall went to New Haven to take charge 
of the sales and merchandising of all 
houses. 

Mr. Crandall, who will continue to 
make New Haven his headquarters for 
the time being, has made no announce- 
ment regarding his plans for the 
future. 





| Obituary 


Peter Herbert 


Peter Herbert, hardware and furni- 
ture dealer of Cincinnati, died at his 
residence in that city last week, aged 
70. Mr. Herbert was a native of Ger- 
many and had been in business in Cin- 
cinnati since 1895. He is survived by 
five sons, all of them associated with 
him in business, and two daughters. 


Charles Moser 


Charles Moser, president of the 
Charles Moser Co., paint manufac- 
turers, Cincinnati, died at his home 
recently after a brief illness, aged 91 
years. Mr. Moser came to this country 
in 1852 and settled in Cincinnati. He 
became affiliated with Peale & Co., and 
later established the firm of Hoffman 
& Moser. On the death of Mr. Hoff- 
man in 1891 Mr. Moser bought out his 
interest. He was the first paint manu- 
facturer in the United States to make 





artists’ color in tubes, and the first to 
make dry colors west of the Allegha- 
nies. His products have been awarded 
prizes at Vienna, Philadelphia and Cin- 
cinnati expositions. In addition to his 
paint business Mr. Moser was inter- 
ested in the Eagle-Picher Lead Co. and 
the Kruse-Bahlman Hardware Co. 





H. A. Winans 


H. A. Winans, assistant treasurer of 
the American Laundry Machinery Co., 
Cincinnati, died at his home in that 
city recently, aged 62. He was inter- 
ested in a number of building and loan 
companies, as well as being a director 
of several banks. 





New Firm to Make 
Steel Wool 


A company to manufacture steel 
wool through a new process will be 
organized by J. K. Williams, president 
of the Ridgely Trimmer Co., Spring- 
field, Ohio. The company plans to 
build three plants. one in the East, 
one in the Middle West and one in the 
far West. Interested with Mr. Wil- 
liams are a number of Chicago capi- 
talists. 





Kodel Mfg. Co. Formed 


Clarence E. Ogden, founder and 
president of the Automatic Electrical 
Devices Co., manufacturer of the 
Homecharger and maker of vibrating 
rectifiers, Cincinnati, Ohio, has recently 
organized and incorporated under the 
laws of Ohio a new concern, the Kodel 
Manufacturing Co., for the manufac- 
ture of a portable radio set, of which 
he is the inventor, together with other 
electrical and radio specialties. 





H. B. Gordon Sails for Europe 


H. B. Gordon, formerly of the Shap- 
leigh Hardware Co.. St. Louis, and now 
president of the Abbott Coin Counter 
Co., New York City, sails with his 
family June 7 for Europe. Mr. Gor- 
don, who will be abroad four months, 
will study European business condi- 
tions. 





Bryan Hardware Co. Moves 


The Bryan Hardware Co., Westfield, 
Mass., has moved to new quarters on 
Elm St., that city. The company re- 
cently purchased what was known as 


the Sprague property and renovated | 


the entire front of the building. 





W. Z. Yates Sells Out to Son 


Yates Hardware & Furniture Co., 
wholesale and retail merchants, Hart- 
well, Ga., has recently sold its stock and 
good will to H. L. Yates. son of W. 
Z. Yates proprietor. The business will 
he continued as heretofore. 
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A. CG. Albrecht Now 
President North 
Bros. 


A. C. Albrecht, vice-president of the 
North Bros. Mfg. Co., Philadelphia, Pa., 
was elected president at a meeting of 
stockholders held recently, succeeding 
R. N. North, who becomes chairman 
of the board. John S. North, who was 
secretary of the company, is now vice- 
president, and H. A. Ormes, secretary. 
A. J. Steltz continues as treasurer. 





Fay Co. Organized 


The Fay Co., with general offices and 
factory at 514-16 West Fifty-seventh 
street, New York City, has recently 
been organized for the purpose of 
manufacturing Fay Floor Machines 
for scrubbing, waxing, polishing, sand- 
papering and refinishing of floors. 





Ohlen-Bishop Move Offices to 
Lawrenceburg, Ind. 


Executive offices of the Ohlen-Bishop 
Co., saw manufacturers, have been 
moved from Columbus, Ohio, to Law- 
renceburg, Ind. The plant at Colum- 
bus will be continued in operation 
manufacturing mill saws, while the en- 
tire capacity of the Lawrenceburg 
plant will be devoted to saws for the: 
hardware division. Extensive improve- 
ments are being made to the Lawrence- 
burg plant to enable the company to 
more efficiently manufacture its prod- 
uct. 





Carling Tool & Machine 
to Build 


The Carling Tool & Machine Co., 
Hartford, Conn. has awarded a con- 
tract for the erection of a manufac- 
turing plant on Capital Ave. 





J. P. Hahn Sells Store 


J. P. Hahn, one of the veteran hard- 
ware dealers of St. Louis, has disposed 
of his store and stork at 3348 South 
Jefferson Avenue. The Piper-Kock 
Stove & Hardware Co. has purchased 
the business. Mr. Hahn was made an 
honorary member of the Missouri Re- 
tail Hardware Association at its last 
annual convention. 





L. A. Dixon Co. Builds 


The L. A. Dixon Co., Beverly, Ohio, 
has recently erected a new building and 
will carry a complete line of hardware 
and kindred lines. It is desirous of 
receiving catalogs from manufacturers 
of paints, hardware, tools, pumps, auto 
accessories and harness. 
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Supply and Machinery 
Association to Meet 
in Cleveland 


The Southern Supply and Machinery 
Dealers’ Association, the National Sup- 
ply and Machinery Dealers’ Associa- 
tion and the American Supply and Ma- 
chinery Manufacturers’ Association will 





hold their conventions, May 19, 20 and | 


21, at the Hotel Cleveland, Cleveland, 
Ohio. 

The Southern Supply and Machinery 
Dealers’ Association will hold sessions 
at 10.00 a. m., Monday, Tuesday and 
Wednesday. The National Supply and 
Machinery Dealers’ Association, will 
hold sessions Monday at 9.30 a. m. and 
2 p. m.; Tuesday at 10.45 a. m. and 
Wednesday at 10.15 a. m. The Ameri- 
can Supply and Machinery Manufac- 
turers will hold sessions at 10.30 a. m. 
Monday, Tuesday and Wednesday. 

Combined meetings of all three as- 
sociations will be held Monday at 2.30 
p. m. and 3.45 p. m.; Tuesday at 2.30 
p. m. and 3.45 p. m. and Wednesday at 
2.30 p. m. 

Speakers include men prominent in 
the manufacture and distribution of 
mill supply equipment. 
obtainable in advance from Fred. D. 
Mitchell, secretary-treasurer, American 
Supply and Machinery Manvfacturers’ 
on 1819 Broadway, New York, 


Sporting Goods Firms 
Merge 


Harry Silverstone & Co., manufac- 
turer of leather and sporting goods. 
1522-26 West Adams street, Chicago, 
Ill., has recently consolidated with the 
International Sporting Goods Co.,.and 
the combined organizations will be 
known as Harry Silverstone & Co. 

Through this merger the company 





HARDWARE AGE 


| will manufacture, import and export 
golf clubs, balls, shafts, wood and iron 


heads, in conjunction with its regular 
a bag, leather and canvas specialty 
ines. 


Weckel Advertising Head 
Martin-Senour Co. 


H. F. Weckel, formerly in the job- 
bing business in Dayton, Ohio, and 
previous to that time connected with 
the Davis Sewing Machine Co., has 
recently taken charge of the adver- 
tising and sales promotion work of the 
Martin-Senour Co., Chicago. 





J. W. Knoop Hdwe. Appraiser 


John W. Knoop, Sidney, Ohio, has 
recently entered the business of hard- 
ware appraiser and invoicer. Mr. 
Knoop has been in the hardware busi- 
ness since 1894, spending four years as 
assistant buyer in charge of stock for 
H. G. Woodward; twelve years as a 
road salesman for the Luetkemeyer Co., 


_ jobbers, Cleveland, and six years in the 











retail hardware business for himself. 


Programs are He plans to give service to the small 


store as well as the larger stores. 


Wickham & Stark Move 


Wickham & Stark, hardware dealers, 
Minneapolis, Minn., formerly located at 
17 West Lake Street, have just com- 
pleted moving to new and larger quar- 
ters at 3035 Nicollet Avenue. 


Uhde Sells Business 


The hardware business of A. E. Uhde, 
Hasbrouck Heights, N. J., has recently 
been sold. This move is the result of 
the recent death of Mr. Uhde, who car- 
ried a complete line of hardware, paint, 
glass and general supplies. 
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Business Curtailed, Politics 
and Weather Blamed 


Evidences of further slackening in 
trade and industry have become clearer 
during the week as additional statistics 
are furnished on the trend of opera- 
tions. Backward weather, political un- 
certainties and saturated demand are 
all factors in the slower movement of 
business. The weekly trade reviews 
dwell on these points. Dun’s says: 

“The course of prices and records 
of production confirm the reports of 
reduced business activity in most 
quarters. A net decline of only 3 per 
cent in wholesale prices this year 
marks a moderate readjustment, but 
it reflects a curtailment of demand that 
has resulted chiefly from political con- 
ditions and weather handicaps. 

“The retarded retail distribution of 
seasonable goods, due to the backward 
spring, has already forced special sales 
in certain instances, and the probable 
effect on consumption of increasing un- 
employment of workers at different 
manufacturing centers is entering 
more largely into calculations.” 

Bradstreet’s reports wholesale trade 
tending to increased quiet, and indus- 
try, aside from building and kindred 
trades, slowing up further. Continuing 
this review says: 

“Such measures of movement for 
April as are already available tend to 
render more clearly visible the sag in 
industrial operations for which that 
month seems likely to become notable. 
Thus, the production of passenger cars 
declined from March and April a year 
ago, and so also did new building per- 
mits, car loading and pig iron and 
steel production.” 








THERE! ITS ACOLD,RAINY DAY 
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Aboard 
the Ship 
of the 
Desert 


By “THE SALES MANAGER” 


EXT morning we are off bright and early for a 
long run to Bou-Saada. We are now near 
Biskra, made famous by Hichens’ book, The 

Garden of Allah. 

On the way we stop for luncheon at quite a town and 
are served with absinthe, a drink now prohibited, even 
in France. It has quite a kick and we are sorry we can 
not bring back a few bottles to some of our friends in 
America. Seems it is still sold in Algiers. 

At dusk after a splendid drive through a barren, 
mountainous desert, we arrive at Bou-Saada and put 
up at an hotel named “La Petite Sahara.” This hotel 
is kept by Judas Iscariot and his wife. We have to 
fight to get fairly decent rooms and then they literally 
rob us on everything we buy. We had this experience 
so seldom that I wish to pin a medal of dishonor on 
just two places on the entire journey—-“La Petite 
Sahara” at Bou-Saada and the “Oriental” at Algiers. 
If you follow our footsteps, give these hotels a wide 
berth. 

Abdulla on the Job 


Bou-Saada is very picturesquely located among 
desert hills in an oasis. Travelers at La Ghouat had 
told us to beware of all guides except Abdulla. They 
said the rest were all first cousins to Judas Iscariot. 
At the hotel Judas immediately introduces a guide. We 
call for Abdulla. He demurs. We insist. Then he 
wants to know how we have heard of Abdulla. We feel 
like sticking out our tongues, but after a poor dinner 
there is a knock at the door of my room. I call out 
“entree” and there, standing in the doorway, is a 
vision. It is Abdulla himself. He bows magnificently, 
then stands at attention, allowing his presence to make 
its proper impression. 

Abdulla is worthy of a description. He wears a large 
headdress or turban, the center being light blue, and 
around this core is swathed soft white linen that falls 
to his shoulders. His dark, handsome, clean-shaven 
face is framed in pure white linen. His neck is covered 
with linen. A long white cloak falls gracefully from 
his shoulders almost to the ground. His close-fitting, 
Zouave jacket is of light sky blue with round gold 
buttons, trimmed with gold braid. His baggy trousers 
are also of blue and gold and he wears boots made of 
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red Russian leather, also trimmed with gold, that come 
just below his knees. In his hand he carries a “‘quirt”’ 
or whip made of red leather. 

Now Abdulla does not look like a circus performer, 
first because he is very handsome, with a straight nose 
and fine features, and secondly because his clothes are 
very fine and well made. He, in short, is and looks a 
gentleman. I afterward learned he was the brother of 
a sheik. 

Feel mighty small in my well-worn, cheap golf suit, 
woolen stockings and heavy shoes. Am sitting at a 
table writing. Abdulla stands. Yes—he will guide us 
tomorrow—50 francs for the day. He is high but 
accepts no tips. (Just takes it all in the beginning!) 
Suggests a walk around the town and into the oasis 
gardens in the morning, a camel ride into the desert 
after luncheon and a visit to the mosque at sundown; 
will also arrange a visit to the Caid and the Marabout 
—they are personal friends of his. Arrangements are 
closed and Abdulla bows himself out with the manner 
of a Chesterfield. Am annoyed to note a tear in the 
knee of my trousers which was made when I fell off 
the ass. Camels are 10 francs an afternoon. We paid 
20 francs for those asses in Ghardaia. Think that 
Ghardaia guide put one over! ° 

Next morning Mr. and Mrs. A., Miss A. and Mr. B. 
sally forth with Abdulla. I sit on my high balcony 
overlooking the oasis, the lovely blue mountains 
beyond, and write stuff for HARDWARE AGE. Writing 
is an awful bore when there is something doing. Oh, 
for my good New York stenographer—how I have 
missed her! 

That Arab Nightshirt 


However, you must not fail to “get” what follows. 
At noon our party return. Abdulla has shown them 
every shop in town. The ladies have bought every- 
thing in sight. There is an orgy of buying. Abdulla 
himself owns a shop. They bought a great deal from 
him. Mrs. A. unties her bundles. “Here is a lovely 
kimona of white wool and silk. Isn’t it cheap at 150 
francs?” I hold it up. It seems very long. Mrs. A. is 
short and fat. Just then our Arab “femme de chambre” 
comes in and listens to the conversation. ““Did Madame 
buy that for a kimona? Why, Madame, that is just an 








60 HARDWARE AGE 


Arab gentleman’s nightshirt!” Mr. B. and Miss A. 
flee. Mrs. A. and I stand by. I calm Mrs. A. and take 
the great bargain off her hands. The shirt is too long 
for Mr. A. 

Note: This shirt is a discovery—one piece; no but- 
tons; hole at top for head; short sleeves; very warm; 
nice little silk and woolen tassels at neck and on each 
side of lower edge; serves for night shirt, dressing 
gown, bath robe. Wore it in France, Germany, Holland 
and England, also on ship. Excites great interest 
among maids and ship stewards, not to mention laun- 
dries. No one ever saw one before. Fine for shaving 
—short sleeves not in the way. Wish I had bought a 
dozen of these night shirts from Abdulla. Will see if 
I can start a fashion on Fifth Avenue, New York City. 
Abdulla is first real Sales Manager I have met in 
Africa. Re-christen him “Ab-dollar’ and innocently 
call him that the rest of our stay. Several times catch 
him eyeing me with a very inquisitive expression. 
Think he knows I am “on.” 


The Camel—Nature’s Anarchist 


After luncheon a caravan of camels hunch down in 
the square before our hotel; others brave as well as 
ourselves. Camels romantic only in books like The 
Garden of Allah. Their heads very small and made up 
of ears, eyes and teeth; these latter always yellow and 
very long. All the camels I saw seemed to be suffering 
from the mange. Their hair grows in spots and tufts. 
They are always covered with fleas. A camel has a 
very bad disposition; is never satisfied and always 
against the government. He kicks when he has to get 
up and kicks when he has to get down. He never wants 
to start and when started, never wants to stop. His 
main advantage is in the fact that he can live on noth- 
ing and only needs a drink once a week. He is a 
natural evolution of desert conditions. I try to make 
friends with a camel but decide it can’t be done. A 
camel is not cut out for friendship. In all literature 
no one ever praised him as man’s faithful friend. He 
works only under compulsion and the only language he 
appreciates is a swift kick. Why a cigarette was named 
after a camel, I can’t see. 

A camel does everything backwards. His saddle is a 
rug on a saw buck. You straddle the buck and your 
camel boy stops him as he reaches around to take a 
bite out of your calf. Then when you expect to go up 
in front, the camel heaves up from behind and you save 
yourself by grabbing the saw buck. Just as you think 
you are safe, he rises up in front and you almost fall 
off behind. When he gets through his various motions, 
you feel as if you were in the “L” train in New York 
City. It looks fully fifty feet to the ground and you 
can gaze into the second story windows as you pass 
along. There are no reins and no stirrups. Your camel 
boy follows and when he kicks the camel you are sup- 
posed not to fall off. My knee still pains me from fall- 
ing off the ass and I wonder what I will break when I 
fall off this camel. However, I am not the only sufferer. 
All around me I hear exclamations in American, 
English, French, German and Russian, not to mention 
Arabic. 

Zamballi and her entire corps du ballet could not 
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have given an exhibition of legs that these Arabs are 
enjoying. Our lady friends have to ride astride; there 
are no side saddles—only saw bucks. Skirts have to 
come up and an exhibition of hosiery and bloomers has 
to be made. All take it good-naturedly except Mrs. A. 
She is turkey red in the face and furious. Six 
Bedouins of the desert surround her camel and attempt 
to carry out her orders. She wants to get off and give 
up the trip. The Arabs of course can not understand. 
Mr. A., Miss A. and Mr. B. are on the way—far up the 
street. I pretend not to hear the protesting—almost 
weeping. Poor Mrs. A. is carried along in the caravan. 
Her camel gravely strides along with his padded feet, 
totally unaware that he carries on his back a lady who 
suffers from every known human ailment! 

Camels are not friendly to men but they are to each 
other. Camels have affinities. In arranging a camel 
journey, this should be taken into consideration. 
Human affinities should be placed on camel affinities. | 
Alas, it is not so! A fat, bullet-headed German is 
traveling with a lovely Viennese. Her camel carries 
her‘alongside of a handsome young Englishman while 
her German cavalier is carried next to Mrs. A. Nothing 
can change this arrangement. The German swears 
under his breath and attempts to steer his camel. It 
is useless—“Kismet”—it is the will of Allah! I envy 
the Englishman. He has the beautiful Viennese all 
afternoon and they seem to enjoy each other. 

But Ab-dollar, he rides all around us in his beauti- 
ful, sky blue clothes on a pure white Arabian stallion 
—and Ab can ride too. He makes a wonderful picture. 

We plod out into the sands of the Sahara. The town 
disappears; nothing around us but the desert. There 
on a sand dune before us poses Ab-dollar. He spurs 
his horse and makes him rear. The caravan is stopped. 
Snapshots are taken. Mrs. A. wildly beckons me to 
come alongside. I can’t—how can I1?—no stirrups; no 
bridle and the camel only understands Arabic. 

In single file we return to Bou-Saada along the brink 
of a dry river bed. Over the mud walls apricot. blos- 
soms brush our faces and shoulders. An Arab with a 
pipe plays the plaintive desert music. The padded feet 
of the camels do not make a sound. It is colorful and 
romantic; golden desert sands; turquoise sky; brilliant 
sunshine and blue shadows. SR 

All through dinner we listen to Mrs. A.’s emotions 
on her first camel ride. Her distress does not seem to 
affect her appetite. I slip up to the balcony in my 
room. Mr. B. and Miss A. disappear under the brilliant 
stars. . 

' . Algiers Again os as | 

The Dash into the Garden of Allah is over.” From’ 
Bou-Saada it is a delightful mountain run on :wonder- 
ful roads to Algiers. The scenery impressive; plenty 
of water now; streams and waterfalls. The wild Kabyle: 
country—a mountain tribe that was never conquered. 

.A delightful calm crossing from Algiers to Mar- 
seilles. Then goodbyes. Mr. B. is going with the A’s 
to Nice. He and Miss A. are engaged. Lonesomely I 
take a night train (a couchette) to Paris. Three days 
later am on my way to Berlin through Holland in a 
heavy snowstorm. One will never forget the Garden 
of Allah! 
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hardware business. 


6“'YHE Sales Manager” has returned to the United States after an extensive 
tour of Europe and Africa. Within a short time he will resume his regular 
“Sales Manager” series touching upon the various problems encountered in the 
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Home-Savers and Profit-Makers 


the retail hardware business. 

Months are spent in preparing 
stocks and stores for the mement 
when action begins. The zero hour 
of the hardware store is the time 
when sales “go over the top.” 

The zero hour for eaves trough 
and conductor pipe has arrived, and 
the slogan is “Up and at ’em!” 
The Barrett Hardware Co., Joliet, 
Ill., ““went over the top” the first day 
of spring, and the accompanying 
illustration shows a window display 
that was responsible for excellent 
sales in this department. The sell- 
ing idea of this window is shown on 
the large card placed in the center 
of the display, which read, “Save the 
Spring Rains.” In the Middle West 
well water is usually hard and con- 
sequently there are many cisterns to 
be filled after the long winters. This 


- HERE are many zero hours in 


selling idea certainly fits right in 
with the thoughts of people at this 
season of the year. 

There is a great deal of repair 
work to be done on eaves trough and 
conductor pipe each spring, and the 
dealer who lets people know that he 
wants the business usually gets it. 
He also increases the income of his 
firm by reminding people to inspect 
the condition of their gutters and 
down spouts. It is surprising the 
number of sales that are made by 
merely reminding home owners to 
protect their property. 


Replacement Opportunities 


Spring rains should be saved be- 
cause of the purity of the rain water. 
Old gutters and pipes and elbows 
not only waste the water but injure 
the wood and sometimes the in- 
terior of the house. Many new 





homes are built in the spring and 
this is the time to line up these new 
jobs. A great number of houses are 
painted in the spring, and the gut- 
tering, elbows and pipes should be 
gone over, repaired or replaced be- 
fore painting. These are some of 
the more important reasons for 
pushing eaves trough and conductor 
pipe at this season. 

Every home owner should be told 
to see that his eaves trough and 
elbows are cleaned out during the 
spring. This serves to remove all of 
the old leaves from last fall, maple 
seeds, ete. When the average home 
owner cleans them out he usually 
finds a repair job for the hardware 
store. 

This is the zero hour for eaves 
trough, conductor pipe and elbows. 
Why not “go over the top” with 
these lines? 


Sells Screen Cloth by Weight 


HE Churchill Hardware Co., 

Galesburg, Ill., has a unique 
way of selling wire screen cloth. 
Other merchants may follow the 
same plan but this one differs from 
the usual procedure. Screen wire is 
not sold by lineal or square foot 
measure by this concern. A price per 
pound is figured out and tabulated 





and when a piece is measured off, 
wrapped with paper and tied up it is 
put on the scale. The tabulation 
shows exactly what price the various 
kinds sell for by the pound and the 
dealer receives pay not only for the 
actual amount of the screen sold, 
which is often a few inches over in 
measure, but receives a compensa- 


tion on his twine and paper as well. 

The Churchill Hardware Co. says 
that this works out very well with 
them and saves them many dollars in 
petty losses on the merchandise. It 
is a fast method of computing the 
amounts customers shall pay and 
also makes them feel that they are 
paying for exactly what they get. 
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Extreme Sensitivity and Selec- 
tivity Features of New 
Super-heterodyne 


The ordinary older super-heterodyne 
receiver, as built experimentally by a 
few advanced radio enthusiasts in the 
past, used from eight to ten tubes, was 
difficult to operate, radiated energy 
continuously, and did not have many of 
the other characteristics of a _ satis- 


Cg: ell r I 2 Z 
hoe «a ae 33 Ned ye: i ©: Pm 
Pe is es sir we AB , ." i. range, 


factory set for use in the broadcast re- 
ception field. Recently, however, the 
Radio Corporation of America has 
placed on the market two Radiolas, 
namely: Radiola Super-Heterodyne and 
Radiola Super-VIII, which use the same 
new circuit in different box and cabinet 
arrangements. These new receivers 
are so radically different from the 
older plain super-heterodyne receivers 
that they really should have a new 
short name, but none has been invented 
as yet. 

All super-heterodyne receivers ave 
members of the well-known heterodyne 
receiver group, and these have long 
been used to receive so-called con- 
tinuous wave radio telegraph and radio 
telephone signals. It is a complicated 
class of receivers which require expert 
radio knowledge for their construction, 
but they may be used by anyone when 
properly built. The new RCA Super- 
Heterodyne receiver is known in full 
by the technical designation of a “sec- 
ond harmonic regenoflex super-hetero- 
dyne receiver.” 





The term “super-heterodyne” means 
that this new set does not depend alone 
on radio frequency amplification, nor 
yet on audio frequency amplification 
alone, nor on regeneration, nor even on 
a combination of these powerful 
methods of increasing the _ signal 
strength. More was required in the 
way of stable and selective amplifica- 
tion than these two previously used 
methods of amplification could alone 
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yield, It became necessary to have a 
third and new frequency at which to 
amplify, namely: the so-called “inter- 
mediate frequency,” which is consider- 
ably higher than the audio frequency 
and much lower than the radio fre- 
quency. The com- 
bined use of these 
three frequencies 
gives an over-all am- 
pliication of an 
amazing magnitude, 
which makes the set 
so sensitive that it 
reaches farther on a 
small loop than the 
existing sets do on a 
large antenna. 

The new receiver is 
distinguished by its 
extreme selectivity 
and its _ unlimited 
no aerial or 

loop being required, 

other than the small 
collector incorporated in the receiver 
itself. 







Washing Machine Is of Advanced 
Type of Construction 


The latest product of the Almetal 
Mfg. Co., St. Louis, is the Pollyanna 
Oscillator. Embodied in this machine 
is the most advanced practice in wash- 
ing machine construction. 

The Pollyanna is full six sheet ca- 
pacity—oscillates 94 times per minute 
—uses a %& hp. splash proof standard 
motor. The tub is constructed of heavy 
copper, and the secret of its great 
washability lies in its design. Size of 
tub 17 in. x 21 in. double seamed. The 
Pollyanna Oscillator is very compactly 
built and takes up only 25 in. of floor 
space. One of its features is the elimi- 
nation of any trouble from grease leak- 
age. Its swinging safety wringer is 
adiustable to four positions, and is 
locked in place by a gravity type lock. 
The entire machine is very simply con- 
structed, and all the parts are easily 
accessible—the tub lifting right out of 
the frame. The color is a light gray, 
trimmed in blue and is designed to at- 
tract the eye much more quickly than 
the usual battleship gray. All the 
moving parts are protected. 





Paint Brush Cleaner Increases 


Life of Bristles 


A paint brush cleaner that is entirely 
non-injurious to either the brush, paint 
or varnish, has recently been developed 
by the Day-Kingsley Dryer Co., Cleve- 
land, Ohio. The new cleaner, which is 
known as “Long Life,” is based on a 
formula perfected by the company, and 
it contains a non-oxidizing, vegetable 
oil that completely dissolves old dry 
paint and renders the bristles clean. 
It renews their original animal life and 
pliability and prevents them from be- 
coming dry and split at the ends. The 
delicate outer layer of a bristle is often 
injured by harsh cleaning methods. and 
it cracks, ruining the brush. “Long 
Life” has proved efficient in cleaning 
the bristles and leaving them tough and 
pliable. It dissolves rather than cuts 
the old dry paint. “Long Life” does not 
swell wood or rust metal, for in contact 
with these substances it is neutral and 
devoid of action; and only when in con- 
tact with paint, varnish or shellac. 
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Low-Loss Condenser Has High 
Efficiency 


A new low loss condenser, recently 
developed by G. M. Proudfoot, chief 
engineer of the Cruver Mfg. Co., Inc., 
manufacturer of Proudfoot Radio Ap- 
paratus, 2456-60 Jackson Boulevard, 
Chicago, Ill., employs a means of 
mounting the stator plates on two rods 
instead of the three usually used and 
thereby has reduced the losses to a 
negligible quantity. The 23-plate con- 
denser showed the same reading at 
maximum capacity, and 290 meters as 
the standard used, which is stated to 
have a loss of only seven one-thou- 
sandths of one per cent at a capacity 
of .001 M. F. This is equivalent to a 
phase angle of 14.2 seconds. The 
model was used in the Trans-Atlantic 
test in the “low loss” tuner designed 
and operated by F. J. Marco of ex- 
perimental station 9 XBA, Chicago, 
who established new long distance 
records with the unprecedented recep- 
tion of six foreign amateur stations on 
100 meters. 


Besides the very high efficiency 





other 


the condenser has 
valuable assets. 

The public is demanding not only 
fewer adjustments, but simpler means 
by which the distant station desired 


obtained, 


can be promptly tuned in. This new 
condenser not only does away with an 
additional knob, required on the ven- 
nier, but has two scales on one dial. 

When the knob is turned either to 
the right or the left, the vernier plate 
lines up with the rotor plates and the 
vernier index reads zero. When the 
group plates are set for the coarse ad- 
justment the reading shows on the 
large scale. The knob is then turned 
in the opposite direction and the fine 
adjustment is read on the inner scale, 
thus an accurate log can be obtained, 
which facilitates tuning in the required 
station. 

All fans are familiar with the 
efficiency of the pigtail connection as 
long as it remains intact mechanically 
and also the great annoyance produced 
by its frequently breaking. The Proud- 
foot condenser gives a perfect elec- 
trical connection between stationary 
and movable parts and does away with 
the pigtail. 


The end plates are made of metal 


and the design is such that the annoy- 
ance of body capacity is eliminated 
entirely when the rotor plates are 
grounded. 
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Keil Lock Is Jimmy-Proof 


The Keil Jimmy-Proof Lock, made by 
Francis Keil Son, Inc., 413 East 
163rd. street, New York City, combines 
a new principle of construction. The 
locking bolts shoot out in a _ perpen- 





dicular position and revolve at right 
angles, making it practically impossi- 
ble to force them back without a key. 

Jimmying or forcing the lock open 
is out of the question, as the wings 
or arms of the bolts prevent their leav- 
ing the nosing or striker. 

The manufacturers state that the 
simplicity of design of the lock makes 
it practically impossible to get out of 
order or be put out by either locking, 
handling or forcing. 





Handy Strainer Gage 
for Ford Cars 


A new automobile accessory is being 
put on the market which will enable 
hardware dealers to offer their cus- 
tomers a handy little device with a nice 
margin of mark-up. 

The Miller-Hess Co., 25 N. Dearborn 
Street, Chicago, is marketing the Miller 
Handy Strainer-Gauge for Ford cars. 
The principal points of the device are; 
the sediment cup at the bottom of the 
strainer to catch and hold all sediment; 
the easy off and on cap for filling the 
tank; the automatic gage; and brass 
screen strainer. 

The device is placed in the opening 
of the gasoline tank and 
screwed into place. The 
old cap is not needed any 
longer, A simple twist of 
the cap removes it for 
filling and it is replaced 
in the same manner. This 
is a specially patented 
feature, but is claimed to 
be constructed so that it 
is fool proof and gives an 
absolute tight fit. The 
cap is the snap on and 
off kind. A twist of the 
gage releases it and by 
means of an extra heavy 
shellacked cork float the 
gage is sent up to show 
the contents of the tank 
and the brass rod is lettered in white 
showing the actual contents. 

The article is heavily nickel plated 
and made of brass with exception of 
the side pieces which are auto body 
steel, and the top which is high grade 
aluminum, die cast. The strainer is 
guaranteed to remove every thing from 
the gasoline except water and yet is 
large enough to permit of rapid filling. 








Sprinkler Covers 35-Foot Circle 


The Saucer Spray Sprinkler, made by 
The B. & J. Mfg. Co., Springfield, Ohio, 
will water a circle thirty to forty feet 
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in diameter, distributing the spray 
evenly and with equal pressure over 
the entire area. The sprinkler is very 
simple and sturdy in construction, and 
bv means of a copper cap supplied with 
it and perforated so as to water only 
half a circle, corners and borders, that 
would otherwise be inaccessible, are 
easily reached without some of the 
water going where it is not wanted. 

The sprinkler weighs 9 ounces and 
has a diameter of 5 in. The sprinkler 
is designed to fit any regular % in. 
hose coupling. Because of its high 
efficiency and low cost the sprinkler 
should prove a popular item with 
householders. 
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Improved Stand for Free Swing 
Sewing Machines 


A new stand has just been put on 
the market by the Free Sewing Ma- 
chine Co., Rockford, Ill., for use with 
portable electric machines. When the 
stand is closed it presents a very 
attractive appearance which can be 
used with any furniture. The stand 
has been suggested for use as a table 
in a reception hall or for holding radio 
receiving sets. 

The top has a lid which turns back, 
underneath this lid are two slides which 
turn out at either end, space between 
these when open gives ample room for 
a portable electric sewing machine and 
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at the same time sufficient room for 
a cutting table at the back. 

The finish is walnut, hand rubbed 
and varnished, and the manufacturers 
claim to be putting out the stand at 
a very reasonable price. 





Marine Decking & Supply Co. 
Catalog on Tackle Blocks 


The Marine Decking & Supply Co., 
manufacturer of Madesco products, 
Easton, Pa., has recently issued Cata- 
log 23, in which its line of tackle blocks 
are fully illustrated and described. The 
catalog, which contains sixty pages, is 
printed on an excellent quality of paper 
and attractively made up. 
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Display Carton for “Red Nut” 
Wrenches 


For the purpose of assisting retail- 
ers in the sale of its line of “Red Nut” 
Stillson wrenches, Henry & Allen, 
manufacturer of steel drop forgings 
and forged steel wrenches, Auburn, 





N. Y., has recently developed an attrac- 
tive lithographed display carton for its 
10 in. or household size wrench. 

The carton is designed for use in the 
window or on the counter, where it is 
sure to attract the attention of pros- 
pective purchasers because of its at- 
tractive colors and general appearance. 

The “Red Nut” wrench is made of 
high grade steel and the finished tool is 
well balanced, sturdy and full hand pol- 
ished. For easy identification it is dis- 
tinctively marked with a red nut. The 
wrench is made in a variety of sizes 
and may be had with either wood or 
steel handles. It is designed to retail 
at a popular price. 

The company, which has manufac- 
tured wrench forgings for years, has 
now recovered from the serious fire of 
last January and again has its produc- 
tion schedule on a normal basis. 





Socket Wrench Set for 
the Radio Fan 


The No. 673 Socket Wrench, recently 
placed on the market by the Goodell- 
Pratt Co., manufacturer of tool, Green- 
field, Mass., is especially designed for 
use in connection with radio receiving 
sets. It consists of a nicely finished 
hardwood handle with a polished shank 
and three interchangeable sockets: %, 
5/16, and % in. between flats, and a 
four jawed socket-for tightening and 
loosening the thumb screws as found 
on dry cells, ete. 

The square end of the shank is split 
and spread so that the sockets are 
held on tightly. The sockets are drilled 
deep enough to allow plenty of leeway 
for screw ends. The hexagon socket is 
broached to size, and then the whole 
socket hardened. The tool is long 
enough to reach into most any corner 
of a set, being 8% in. over all. 

The No. 674 Socket Wrench set made 
by the company consists of a complete 
No. 673 Wrench set and one each No. 
355 614, in. and No. 331 8 in. Screw- 
Drivers. 
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Conference Committee Will Rewrite 
Revenue Reduction Bill 


Strenuous Effort Will Be Made to Avert Presidential 
V eto—Court Holds Chain Stores Not Entitled 


Washington, D. C., May 19, 1924. 


RESIDENT COOLIDGE undoubt- 
Pras would ~2to the revenue re- 

duction bill as passed by the Senate 
if it should be presented to him to- 
morrow. But the Senate bill will 
never reach the White House. The 
conference committee appointed to 
harmonize the diverse provisions of the 
House and Senate drafts is making a 
manful effort to rewrite the measure 
along lines that will justify the Presi- 
dent in signing it as a substantial im- 
provement over the present law. 

In appointing the conference com- 
mittee the presiding officers of the two 
houses selected only regular Republi- 
cans and straight-out Democrats. No 
“insurgents” of either party were 
chosen. 


Task of Conference Committee 


The task of the six Republicans com- 
posing the majority of the conference 
committee therefore has been much 
simplified and consists merely in the 
compromising of certain controversies 
along lines that will be fairly accepta- 
ble to the two houses and warrant the 
President in withholding a veto of the 
measure. The features of the Senate 
bill to which the President is opposed 
include: 

1. Full publicity for income tax re- 
turns. 

2. The maximum surtax of 40 per 
cent on individual incomes. 

3. The graduated tax on undistrib- 
uted profits of corporations. 

All these provisions of the Senate 
bill are subject to modification by the 
conference committee for the reason 
that the Senate and House have dif- 
fered on these questions. 

In making up the three chief points 
of controversy in the bill the conferees 
are likely to give early consideration 
to the amendment of the Senate bill 
requiring full publicity for individual 
income tax returns. This provision 
the President regards as exceedingly 
vicious. 


Would Incite Blackmail 


He believes it would be a constant 
temptation to every form of blackmail 
and would start such a movement for 
the repeal of the income tax law as to 
make it an exceedingly troublesome 
issue in the Presidential and Congres- 
sional campaigns. When the bill was 


to Jobbers’ Discounts 


By W. L. CROUNSE 


before the House an amendment simi- 
lar to that adopted by the Senate was 
decisively defeated, the House accept- 
ing a provision opening the returns to 
Congressional investigating commit- 
tees which were clothed with authority 
to make public the salient features of 
returns if convinced that the public 
interest demanded it. It is believed 
that some such provision as_ that 
adopted by the House will be accepted 
by the conference committee. 

In dealing with the maximum surtax 
the conference committee will be ham- 
pered for the reason that while the 
Senate fixed the top rate at 40 per 
cent the House in the adoption of the 
Longworth amendment put it at 37 
per cent, both houses ignoring Secre- 
tary Mellon’s request for a reduction 
in the present 50 per cent rate to 25 
per cent. The conference committee 
therefore must adopt either the House 
or Senate rate of a figure between the 
two. 


May Take Democratic Schedule 


The Longworth compromise of 37% 
per cent was a somewhat hasty make- 
shift voted into the bill in the closing 
days of the discussion in the House, 
and the brackets embraced in this 
project work out into awkward frac- 
tions which the Treasury Department 
is anxious to avoid. While the Senate 
adopted a 40 per cent maximum, to 
which the Treasury Department is op- 
posed, the brackets of the Democratic 
schedule which the Senate voted into 
the bill were very carefully constructed 
so that the Treasury Department will 
be glad to see the Senate rates sub- 
stituted for the Longworth compromise 
provided the maximum rate is reduced 
from 40 per cent to 38 per cent, which 
is a much more convenient rate for ac- 
counting purposes than the Longworth 
rate of 37% per cent. 

Treasury experts feel that if a re- 
duction from 50 per cent to 38 per cent 
in the maximum surtax can be secured 
at this time it will be a long step in 
the right direction. They also feel 
that the experience of another year or 
two will demonstrate even to Congres- 
sional insurgents that a surtax rate 
as high as 38 per cent will accomplish 
nothing in the way of diverting tax 
exempt investments into taxable se- 
curities and that when the revenue 
laws are again readjusted Secretary 


Mellon’s original figure of 25 per cent 
will be written into the statutes as the 
surtax maximum. 


Worst Feature of Bill 


The most indefensible provision of 
the Senate bill from the standpoint of 
sound economics undoubtedly is the 
amendment imposing a graduated tax 
on the undistributed profits of corpora- 
tions. This tax begins at one-half of 1 
per cent on undistributed profits in ex- 
cess of 10 per cent and runs up to a 
maximum of 60 per cent. 

The President believes that such a 
law would demoralize corporate man- 
agement by placing a tremendous 
premium upon the dissipation of 
profits and upon all forms of tax 
evasion. The House rejected such a 
project and it is believed will never 
accept it. 

The conferees are already consider- 
ing a substitute in the form of a mod- 
erate schedule of graduated taxes on 
all corporate earnings whether dis- 
tributed or not, this plan to take the 
place of the Senate provision heavily 
taxing undistributed profits and the 
House provision which fixed the cor- 
porate tax at 12% per cent on net 
profits. There is no particular objec- 
tion to a graduated tax on all corpo- 
rate earnings provided the rates are 
made low enough. 


Could Not Justify Veto 


If the conference committee makes 
the changes above suggested it is be- 
lieved that both the House and Senate 
will accept the report, and it is diffi- 
cult to see how the President could 
then justify a veto of the bill which 
would have to be based upon the fail- 
ure of Congress to reduce the maxi- 
mum surtax rate below 38 per cent, an 
issue which could hardly be counted 
upon to create much sentiment in 
favor of the Administration, in view 
of the fact that the revenue bill con- 
tains so many other features which 
will constitute important advantages 
to the taxpayers as compared with the 
existing law. 

The prospect that the conference 
committee will revise the bill along 
lines acceptable to the President lends 
special interest to the fact that both 
Senate and House have adopted iden- 
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General Market News 





Demands Sluggish— Buyers 
Cautious—Prices Soft 


in General Market 


Bw in the hardware market are holding to the policy of 
caution which they have been following since the first part of 
April. Price concessions are reported in many places, but they do not 
extend to major staples. Manufacturers are frankly in the market 
for orders, but buyers show little inclination to commit themselves 
beyond thirty to sixty days at the most, 


Retail stocks, generally speaking, are low; jobbers’ stocks for the 


most part are fairly large. 


Dealers are buying only what they actu- 


ally need. Collections are reported to be from slow to fair. 


No major price changes are being made, although individual houses 
are reported to be making concessions on specialties, some seasonable 


lines. 





Rain and Strikes Dull Sales 
in Pittsburgh District 


No major price changes have been 
made in the Pittsburgh district. Bad 
weather continues to hamper sales. 
Excessive rain and street car strike 
have further retarded business activity. 
Steel mills report quite a number 
of small orders, but it is generally 
understood that future bookings are 
light. 

It is more or less generally felt in 
this district that business conditions 
will improve as political conditions be- 
come more stabilized. Current business 
is altogether on a hand-to-mouth basis. 





New England Sales Sluggish 
—Hammers Drop 15% 


The only change reported the past 
week in any one line of standard hard- 
ware was a reduction of 15 per cent 
in hammers. Other changes noted con- 
cerned individual items in various lines 
and have little if any significance. 


Stability of prices is causing a return | 


of optimism in ‘hardware circles. Bad 
weather has placed movement of goods 
out of retail stocks over two weeks 
behind schedule. 


Staple Demands Increasing 
in Cincinnati 


Few price changes were made during 
the past two weeks. Stove and tire 
bolts were reduced slightly, and a slight 
decline was also registered in shot, 
stone wire and wrought washers. Ad- 
vances include linseed oil and wire 
cloth. Local jobbers reduced prices of 
shot 10 cents per bag. Increased de- 
mand for staple lines noted. Hand to 
mouth buying by dealers. Dealers’ 
stocks very low. Prices very stable. 





Demand Slightly Stronger in 
New York 


A slight improvement in demand was 
felt during the past week in the New 
York wholesale market. Buyers are 
still cautious, but jobbers report that 
they are receiving quite a number of 
smail orders. No price changes of im- 
portance were announced. Lawn mow- 
ers are fairly active. Staples are con- 
sistent and specials are more or less 
erratic. Collections are slow. 





Galvanized Pails Short 
in Chicago—Numerous 
Price Changes 


Local houses in Chicago announced 
several price changes this week. Bolts 
and nuts were reduced 5 per cent. The 
new prices on hammers and hatchets 
are quoted in the Chicago market this 
week, as actual prices have just been 
announced. First quality hammers 
show a 10 per cent reduction, while 
the cheaper grades advanced about 7 
per cent to reduce the wide spread 
existing before the change. First 
quality hatchets were reduced 15 per 
cent. Second grades declined 20 per 
cent and fancy grades 10 per cent. Due 
to the shortage of galvanized pails, 
prices were advanced about 5 per cent. 
Solder declined 1 cent per pound, high 
speed babbitt metal $5 per 100 lb. and 
No. 4 $1.50 per 100 Ib. Linseed oil 
advanced 3 cents per gallon and tur- 
pentine declined 1 cent. 





No Major Price Changes 
in Twin Cities 
General business conditions in Twin 
Cities are rather quiet for this season 
of the year, partly because of the un- 
usually cold weather prevailing. As 
soon as warmer weather prevails, a 


decided improvement is expected. There 
have been no price changes of note. 





Electric Washing Machine Sales Show 15.67 
Gain in April Over Last Year; 
Other Types Also Gain 


The American Washing Machine Manufacturers’ Association has 
issued figures of washing machine production which are of interest 
because they show the sales are still increasing. According to E. B. 
Seitz, executive secretary, the April reports were not only gratifying 


but surprising. 











Production Production 
for for 

April,1924, April, 1923, 
Units Units Gain 
Hand power ......... 7,726 aor —~—=C(C ww 
Water power ........ 1,653 RE 
Gas and power....... 1,510 Neuen? ocr 
Ee 55,654 47,704 15.6% 
ger 66,543 64,966 2.7% 


It will be noted that the production of electrics gained 15.6 per 
cent over the same month a year ago. This is 5.4 per cent better 
than the peak month of 1923, which was March. March, 1924, sales 
were 9.4 per cent better than the peak month of March, 1923. 
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Better Weather Improving Chicago Sales 
—Price Changes Numerous 


(Chicago office of HARDWARE AGE) 
HERE is no doubt that the better prevailing weather 
conditions have helped the hardware business during 
the last week. The city trade is said to be very 
good this season but the country trade is not holding up 
In fact, the total business is under 
However, the volume, both in mer- 
chandise and money value, compares favorably with any 
of the good years of the past with exception of the peak 
year 1920 and the exceptionally good year of 1923. 

It is believed that manufacturers have watched the 
situation closely and have not made up excess stocks 
In other words the 
supply has been carefully measured against the demand. 

That the raw material market continues weak is well 
known and already some reflections have been felt in 
Lower prices, in this instance, may bé 


to last year’s mark. 
last year’s record. 


which might have to be sacrificed. 


hardware lines. 
AUTOMOBILE ACCESSORIES.— 


Sales slowly improving; no _ price 
changes reported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark net ge et aVvc each; 
Regular, 58c each; Champion x. 45c 
each; lots of 100, 41c each; Champion 
Blue Box line, 53c each; A. C. Titan, 
58c each; lots of 100, 56c each; A. C 
Special Ford, 44c each. 

Spot Lights.—Anderson, No. 3280, 


Stewart, $5.67 each. 


$6.50 each; 
A. Electric (Ford), $4 


Horns.—E. 
each. 

Jacks.—Reliable Jacks, No. 46, $2.50 
each; in lots of 10, $2.25 each; Sim- 
plex, No. 36, $1.80 each: Ajax, No. 6, 
90c each; National Standard, No. 21, 
$1.20 each. 

Pumps.—Rose 1\%-in. cylinder, $1.55 
each. 

Chains.—Non-skid, 
33% per cent discount; 
40 per cent discount. 

Tires and Tubes.—30x3% nonskid 
fabric, $8.65 each; cord, $11.60 each; 
gray inner tubes, 30x3%, $1.30 each; 
red inner tubes, 30x3%, $1.80 each. 


AXES.—Future demand continues fair 
at unchanged prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes. 3 to 4-Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BASEBALL GOODS.—An excellent de- 
mand is reported now. 


BOLTS AND NUTS.—Local prices re- 
duced 5 per cent to meet other prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 50-5 per cent discount; small 
carriage bolts, rolled thread, 50-10-5 
per cent discount: machine bolts, 
cut thread, 50-10-5 per cent discount; 
small machine bolts, rolled thread, 
60-5 per cent discount; all stove 
bolts, 70-5 per cent discount; lag 
screws, 60-5 per cent discount. 


BUILDERS’ HARDWARE. — Jobbers’ 
market firmer. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: 3%x3% steel butts, old 
copper and dull brass finish, $3.66 per 
doz. pair; 4x4 steel butts, old copper 
and dull brass finish, $4.92 per doz. 
pair; heavy steel bevel inside sets, 
case lots, $7.80 doz.: steel bit-keyed. 
front door sets, $1.90 per set: wrought 
brass bit-keyed front door sets, $3.25 
per set; cylinder front door sets, $7.50 
per set. 


CHAIN.—Good sales on halters, tie- 
outs and other seasonable items re- 
ported. 


dozen pair lots, 
50 pair lots, 


market declines. 


declines. 


We quote 
f.o.b. Chicago: 
= 50 per 100 Ib.; 


from jobbers’ stocks, 
%.-in. proof coil chain, 
American coil chain, 


40-10 per cent off list; No. 00 4% 
electric welded cow ties, $2.75 per 
doz. 


COPPER RIVETS AND BURRS.—De- 
mand continuing good; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


DOOR SPRINGS.—Demand good; 
price changes. 


no 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect, No. 2, 35c 
doz.; No. 3, 40c doz.; No. 4, 44c per 
doz.; No. 5, 52c per doz.; No. 6, 63c 
doz.; No. 7, 70c doz.; Reliance, light, 
1.80 doz.; medium, $2.50 doz:; heavy, 
3.75 doz.; Torrey’s, $3.60 doz. 


EAVES TROUGH, CONDUCTOR 
PIPE, ETC.—Sales more active with 
better weather for building work. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single Bead Lap Joint 
Gutter, 5-in., $4.75 per 100 ft.; Cor- 
rugated Conductor Pipe, 3-in., $5.10 
per 100 ft.; Plain. Ridge Roll, 1%- -in., 
$4 per 100 ft.; Corrugated Conductor 
Elbows, 3-in., $1.36 per doz.- 


ELECTRICAL MERCHANDISE.—No 
price changes; sales good. 

We quote from _ jobbers’ ; stocks, 
f.o.b. Chicago: No. 14 rubber covered 
wire, $7.60 ty Po ee by 1000-ft. lots, 

85; No. lam $15 per 100 

: in 1000- tt ~~ 13. 78. 


%-in. brush 
io key sockets, 0c each; two-way 
plugs, 60c each; in lots of 10, 52c each; 
one-piece attachment plugs, 13c each; 
two-piece attachment plug, 12c each; 
dry cells, boxes of 50, 30%c each; less 
than case lots, 34c each. 


EYE HAMMERS AND SLEDGES.— 
A better volume of orders reported 
with present prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
smiths' sledges, 5-lb. and heavier, 
10c per Ib. 


FIELD FENCE.—Sales are fair on 
most lines, except lawn fence, which is 
selling in unusually large volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 6% per 
cent discount from lists. 


FILES.—No price changes reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5 per cent off list 


GALVANIZED AND TINWARE. — 
Slight stiffening in price reported in 
this territory, due to shortage. 


from two causes—lower raw material costs or price cut- 
ting to meet competition. 

The hatchet and hammer decline was the most interest- 
ing thing that happened in this market during the week, 
although it was announced in last week’s Chicago market. 
Bolts and nuts were also reduced for competitive reasons 
and several other lines followed the general raw material 


On the other hand, galvanized pails 


showed higher prices due to the scarcity of stocks. 

It is evident that intensive efforts will be made to get 
business from now on and other lines may show lower 
prices although no information has been passed out. 
There seems to be an attempt on the part of raw material 
people to hold prices as steadily as possible and if the 
volume is sufficient the market may not show many more 
This volume will depend a great deal upon con- 
ditions and developments within the next few weeks. 


from jobbers’ stocks, 
Competition, galvan- 
ized aftermade, water pails, 8-qt., 
1.95 doz.; 10-qt., $2.20 doz. ; 12-qt., 
2.46 doz.; 14-qt., $2.75 doz.; galvan- 
ized wash tubs, No. 1, $ 

2, $6.85 doz.; No. 3, $8 doz.; 2-gal. 
galvanized kerosene can (tin breast), 
z 50 doz.; 1-bu. galvanized baskets, 


GARDEN HOSE AND LAWN 
SPRINKLERS.—Sales are good with 
prospects for a big season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose—good 
quality, molded hose, 2 = -in., 10%c 
per ft.; %-in., 13c per ft.; 3- ply, good 
quality, wrapped, %4-in., 10 c per ft.; 
%-in., 12c per ft.; 4-ply, good quality, 
wrapped, ¥,-in., 12c per ft.; %-in., 
14c per ft.; 5-ply, good quality, wrap- 
pee, %-in., 9c per ft.; llc per 

wn BR. BGP . 3 4 $28 
Original Fountain Sprinkler, $8 
; Rainbow, 38-in. high, $24 doz. 


GLASS AND PUTTY.—tThe glass in- 
dustry is reported quiet with a slight 
demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25- 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
84 per cent discount; single strength 
A, all other brackets, 83 per cent 
discount; double strength A, all sizes, 
84 per cent discount. 


HATCHETS.—New local prices issued. 
Reductions amount to 15 per cent on 
first quality grades, 20 per cent on in- 
termediate grades and 10 per cent on 
fancy grades. 


We quote from jobbers’ stocks, 
f.o.b. pees he First quality hatchets, 
No. 2 shing ng. $11.25 doz.; first qual- 
ity hatchets, No. 2 broad, ‘$14. 50 
Medium quality hatchets, No. 2 shin- 
gling, $7.25 doz.; medium quality 
hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—New local 
prices announced show a 10 per cent 
reduction on first quality grades, while 
cheaper grades advanced about 7 per 
cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16-0z. 
Nail hammers, $10.50 doz.; first qual- 


We quote 
f.o.b. Chicago: 


do. 


ity, 16-oz. Machinist hammers, $7.80 
doz.; Medium : es 16-oz. Nail 
hammers, $6 
HANDLES, TOOL.—Prices continue 
firm with active demand. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: 

Axe WHandies.—No. 1 hickory, $4 
do.; No. 2, $3 doz.; finest selected 
white hickory, $6 doz.: special white 
second growth hickory, $5 doz. 


Reading matter continued on page 68 
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We have heard of carpenters 
who use one McKinney butt 
to mortise all the doors on a 
job. It 1s not surprising. 


Mc KINNEY 
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Hinges butts 


Accuracy goes hand-in-hand 
with every McKinney hinge. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse — Chicago 
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Garage hardware, door hangers and track, door bolts and latches, 
shelf brackets, window and screen hardware, steel 
door mats and wrought specialties 
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Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 

HANDLES, AGRICULTURAL.—Cur- 
rent business is coming in fine shape 
now. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Ha Fork WHandies. — Straight, 


chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.; XX 
414-ft., $4 doz.; 5- ft., $4.80 doz.; X 
4%-ft., $2.40 doz.; 5- ‘ft. $2.80 doz. 
Hay Ford Handies.—Bent, chucked 
and bored, best — with strap, 
ferrule and cap, -ft., $7.50 doz.; 
5-ft., $8.50 doz.; KX ent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 14: 
ft., $5.75 doz.; XX bent, 4%-ft., $4.50 
doz.; 5-ft., $5.50 doz.; X bent, 4%- 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Ford Handies.—Bent, best 
a 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent, 4-ft., $4.15 doz. 4%- 


oo = 40 doz.; X bent, 4-ft., $2. 60 doz.; 
$2.95 "doz 
aan Hoe Handles Xx Rim -ft., 
$3.45 doz.; X 4%-ft., $2.4 


Garden Rake Handles. om 51%- Eins 
- X 5%-ft., $3.25 doz. 
Shovel Handies.—Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.; D-handle, best grade, 7.95 
doz.; X grade, $6 doz. 
Spade Handies.—D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


a. —Good business reported. 


uote from jobbers’ stocks, 
tom Chicago: Heavy strap hinges. 
in bundles, 4-in., $1.26; 5-in., $1.7 
6-in., $2.12; 8-in., $3.54; 10-in., $6.43 
per doz. pairs; extra heavy . hinges, 
in bundles, 4in., $1.90; 5-in., $2.01; 
6-in., $2.52; 8-in., $4.30; 10- in., $6. 13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales are 
not showing a marked improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
$4.85 list; 2-qt., $5.65 list; 3- a 6.75 
list; 4-qt., $8.25 list; 6-qt., $10.45 list; 
8-qt., $13.50 list; 10-qt., $18 list: 
12-qt., $21.55 list; 15-qt., $25.60 list; 
20-qt., $33.20 list; 25-qt., $42.60 list; 
Artic 1-qt., $4 list; 2-qt., $4.60 list; 
3- 1} $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8- qt., $11.10 list. All the 
above less 50 per cent discount. 


LAWN MOWERS AND GRASS 
CATCHERS.—Volume reported to equal 
last season thus far. 


We quote from jobbers’ 
f.o.b. Chicago: 

Lown Mowers.—16-in. ball bearing. 
5-knife, ll-in. wheels, $13.75 each; 
16in., ball bearing, 4-knife, 10%-in. 
wheels, $10.95 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $9.50 
each; 16-in. ball bearing, 4-knife, 9- 
in. wheels, $9.50 each; 16-in., plain 
bearing, 4-knife, 9-in. wheels, $8.10 
each; 16-in. ball bearing, 4-knife, 8-in. 
wheels, $8.60 each; 16-in. plain bear- 
in 3-knife, 8-in. ‘wheels, $6.40 each. 

Grace Catchers. —Galvanized bottom 
for 14 to 16-inch mowers, full pack- 
ages, $8.80 doz.; galvanized bottoms 
for 18 to 21-inch mowers, full pack- 
ages, $9.60 doz.; plain bottom, canvas, 
for 18 to 21-inch mowers, $7.60 doz.; 
plain bottom, canvas, for 12 to 16- 
inch mowers, $5.90 doz. 


NAILS.—Fair sales reported. There is 
no news on prices, although some weak- 
ness has been reported from certain sec- 
tions. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.40 per keg, base. The extra for 
galvanized nails is now $2.25 for 1-in. 
and longer, $2.50 for shorter than 1-in. 


OIL STOVES.—Sales continue fairly 


active. 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Citenn o: Old line New Perfec- 
tion 2- burner stoves, $17 each list; 
3-burner, $22 each list: 4-burner, $28 
each list; new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2- ‘burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


HARDWARE AGE 


PAINTS AND OILS.—Linseed oil ad- 
vanced 3 cents; turpentine declined 
cent per gal. 


We quote from jobbers’ 
f.o.b. Chicago 

Linseed Oil —Raw, barrel lots, $1.11 
per gal.; 5-barrel lots, $1.06 per gal. 

Linseed Oil.—Boiled, barrel lots, 
$1.13 per gal.; 5-gal. barrel lots, $1.08 
per gal. 

7 roeetne Barrel lots, $1.02 per 
a 


Denatured Alcohol.—Barrel lots, 55c 
per gal. 

noe Nee ae per ted DE 
ee; egs er ‘e 4 - 
lb. Kegs, $2. oF per - * 


stocks, 


Dry Paste. oP nh Tote, 6c per Ib. 


Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100-lbs. 


PYREX WARE.—Dealers are adopting 
the table display method for this line. 
Good business is reported for June wed- 
ding gifts. 








The Salesmen Like It 


“HARDWARE AGE, 
“New York City, N. Y. 


“Gentlemen: 


“You may send the HARDWARE 
AGE to the following salesmen, 
for which we are herewith in- 
closing our check to cover one 
year’s subscription. 

“You will note that some men 
are renewing, and a few addi- 
tional ones included, which mean 
that Gould salesmen enjoy read- 
ing the HARDWARE AGE and find 
it of great benefit to them in 
many ways. They get the gen- 
eral news of what’s going on and 
are always learning something 
new. 

“Yours truly, 


“L. Gould & Co. 
“Chicago, Ill.” 








We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.: 
No. 214, $12 doz. r 
Casseroles.—Round, No. 167, $12 
doz.; No. 168, $14 doz.: No. 183, $12 
doz.; No. 184, $14 doz. 

Casseroles Oval, No. 193, $12 doz.; 
No. 197, $14 doz. 

Pie Plates.—No. 202, $6 doz.; No. 
203, $7.20 doz.: No. 209, $7.20 doz. 
Tea Pots. —2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 d 

Utility Pane. Ho. 231, $8 doz.; No. 
32, $14 doz. 


ROLLER SKATES.—Sales are improv- 
ing. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Chicago boys, ball 
bearing, $1.40 per pair; girls, ball 
bearing, $1.50 per pair. 


ROOFING AND PAPER.—Prices are 
well maintained by a growing demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared rostns. $2 per square; 
best talc surfaced 35 per square; 
medium tale nn ane $1.65 per 
square; light talc surfaced, $1.05 per 
square; red rosin sheathing, $65 per 
ton. 


ROPE.—The market continues strong. 
but without change. 
demand for hay rope is expectea. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, standard 
brands, 17% to 19%c per ib.: No. 2 
Manila, 16% to 18%c per Ib.; No. 1 


A good seasonal 
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Sisal, standard brands, 14% to 16%c 
per jib. No. 2 sisal, 13% to 165%c 
per Ib. 


SASH CORD.—It is thought prices have 
reached lowest point for some time to 
come. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands, 
$10.75 per doz. hanks; No. 8, $12.36 
per doz. hanks. 

SASH PULLEYS.—Sales continue ac- 
-. 


quote from jobbers’ stocks, 
Pe Chi cago: Common sash pul- 
leys, 50c doz.; barrels, 54c doz.; Com- 
mon Sense, 2-in., 60c doz.; barrels, 


54c doz.; No. 105, 52c doz.; barrels, 
48c doz. 
SCREEN DOORS.—Demand shows im- 
provement, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 
266, 2-8x6-8, $23.15 doz.; No. 296, 
2-8x6-8, $28.20 doz.; No. 3il, 2-8x6-8 
$33.20 doz.; No. 515G, 2-8x6-8, $46 
doz.; window screens, No. 3, $5.30 
doz.; No. 2433, $6.50 doz. 


SCREWS.—Market reported weak with 
normal sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list; round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are slightly reduced, with de- 
mand about normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 
solder, $33 per 100-ib.; medium, 45-55 
solder, 32 per 100-lb.; tinners’, 40-60 
100-Ib.; high speed 


ard oa 4 babbitt metal, $12.50 per 


WHEELBARROWS.—Sales continue to 
be better than last season; prices con- 
sidered favorable. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Fairly good sales are 
being made on seasonal items. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 Ib.; catch weight 
spool galvanized cattle or hog wire, 
$4.37 per 100-lb.; 80-rod spool gal- 
vanized hog wire, $3.78 per spool; 
No. 9 galvanized plain wire, $4.15 
per 100-lb.; polished fence staples, 
$4.04 per 100-lb.; catch weight spools 
painted barb wire, $4.07 per 100-Ib.; 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES. — Prices remain un- 
changed with a good steady demand. 


We quote from. jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coes wrenches, 
40-10 per cent off list; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off; 
Stillson, 60-10 per cent off; Trimo, 
60-74% per cent off. 

We quote f.o.b. factory: 

Snap-On Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, 
Heavy Duty set, $8; No. 404, Uni- 
versal Socket set, $7; No. 505B Screw 
Driver set, $3 40. All Snap-On 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 

Gellman Polly Wrenches.—No. 61, 
6-in., $10.20 list: No. 91, 9-in., $15; 
No. 121, 12-in., $21 list. ‘Less 40 per 
eent discount f.o.b. Rock Island, Il. 


Reading matter continued on page 70 
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R-W Steel Folding Builders’ Brackets 


Look at the load supported on three R-W Builders’ Brackets! This is a much 
greater load than ordinary working conditions would ever demand—affording a 
tremendous margin of safety. 


R-W Builders’ Brackets are not only the strongest, but the most practical. They fold into con- 
venient form for handling and take up little room when stored. No more expensive than wood 
brackets, yet last a lifetime. When a job calls for two dozen or more brackets they actually save 
their cost. 





No other steel bracket folds so compactly 

or requires so little space for storage. An 
° exclusive feature with R-W Brackets. iD OG) SY tO A tfQa C h 
R-W Brackets are very easy toattach—the hook or 
tail screw for fastening to sheathing and studding in- 
sures complete safety, while sway braces prevent 


swinging. Made entirely of high-grade steel and 
reinforced to provide strength and durability. 






Illustration shows the No. 231 with sway brace on 
upright. The No. 261 is the same, but has sway 
braces riveted to side of top bar. 


R-W Builders’ Brackets are packed one dozen to a 
crate and are a very profitable item to handle. If you 
do not already carry them in stock, our nearest 
branch can supply you. 


FOLDED 




















New York Chicago 
Boston Minneapolis 
Philadelphia . oe 
Cleveland ansas City 
Cincinnati AURORA, ILLI NOLS .U.S.A. Los Angeles 
; : E ; 
Indianapolis RICHARDS-WILCOX CANADIAN CO., LTD. aes tse ea 
St. Louis Seattle 
Winnipeg LONDON, ONT. Montreal 
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Trading Slow in Pittsburgh District 
—Futures in Steel Light 


. (Pittsburgh office of HARDWARE AGE) 
ECAUSE of bad weather conditions, which have made 
B the season about two weeks late, the hardware trade 
in Pittsburgh reports that some lines which ordi- 
narily would have been bought in May probably will not 
become active until June. Demand generally is fairly 
good but following the course of the iron and steel market 
there have been some recessions in prices of finished goods. 
Manufacturers of hatchets, hammers and enameled kitchen 
ware are quoting higher levels. The easier market for 
hatchets and hammers is attributed to deferred work in 
building construction brought about by weather conditions 
and the softening of prices in enameled kitchen ware arises 
from a lack of demand. In contrast to these lines the 
demand for lawn mowers is particularly active and some 
manufacturers are behind on orders. To a large extent a 
similar situation applies to all seasonal goods which are 
moving in fairly good volume. Floods and the street car 
strike found a quick reflection by hampering business in 
this district but now that these conditions have passed 
early improvement is expected to develop. 

Except for the coal and coke regions, collections are sat- 
isfactory. In these districts they are not so good. This 
condition is due to the widespread closing down of mines 
and ovens. 

The iron and steel market continues dull and opera- 
tions of mills show a slightly further curtailment so that 
the average rate of production is approximately 60 per 
cent of capacity. There have been concessions in prices 
of $1 to $2.50 per ton in semi-finished lines, including bil- 
lets, sheet bars and wire rods, together with an easier tone 
in a number of other lines, including wire products, cold 
finished steel bars and shafting, track supplies and coal 
and coke. The pig iron market also is softer and a reduc- 
tion of 50 cents a ton has been made in Bessemer iron, 


which now is offered at $22, Valley furnace. Additional 
blast furnaces have been blown out and there are now 
forty-nine out of seventy-six operating in the Pittsburgh 
and Johnstown districts. The sheet market is quiet but 
there appears to be a tendency toward the stabilization of 
independent prices to a somewhat higher level, which 
now range from $1 to $4 a ton under prices of the Amer- 
ican Sheet & Tin Plate Co. Makers of bolts, nuts and 
rivets report that new business is light and involves only 
small lots. Their operations vary with the maximum rate 
not over 50 per cent of capacity. In some of the heavier 
lines, including plates, shapes and bars, prices appear to 
be well maintained at 2.25 cents, Pittsburgh, for each of 
these products. Demand is light. 

Some executives in the iron and steel industry insist 
that despite the dullness and softness of the market it 
has, on the whole, developed a better tone. They concede 
that this largely is a sentimental reflection but state that 
there has been a slight increase in actual orders, involv- 
ing small individual lots being placed by the jobbing 
trade to cover replacement requirements. 

The general attitude of all buyers, including the ulti- 
mate consumer, retailer and wholesaler, is to supply cur- 
rent needs only and until this hand-to-mouth policy has 
been displaced by volume purchases, present conditions 
are expected to continue. Some steel producers are of the 
opinion that the political situation plays a large part in 
the halt in business and look for improvement with the 
disappearance of uncertainties surrounding this situa- 
tion. There are those who believe this will come about 
after the adjournment of Congress and consequently defi- 
nite legislative action, and also after the political con- 
ventions. Others do not look for any sharp upturn in 
business until after the presidential election. 











BOLTS, NUTS AND RIVETS.—The 
recent decline of approximately 10 per 
cent in prices of bolts, nuts and rivets 
has not developed any increase in in- 
quiries by distributors and large users. 
Manufacturers claim that they are ad- 
hering to the. revised price schedule 
but it is understood that attractive busi- 
ness would develop concessions. The 
output of some plants is extremely low, 
while the maximum production does not 
exceed 50 per cent of capacity. Prices 
and discounts follow: 


Bolts and Nuts. — Machine bolts, 
rolled threads. 60, 10, 10 and 10 per 
cent off list. Machine bolts, all sizes. 
cut threads, 60, 10 and 10 per cent off 
list. Carriage bolts, % x 6 in., smaller 
and shorter, rolled threads, 60, 10 and 
10 per cent off list. Carriage bolts. 
eut threads, all sizes, 60 and 10 per 
cent off list. Lag bolts, 65, 10 and 10 
per cent off list. Plow bolts, Nos. 
1. 2 and 3 heads, 50, 10 and 106 
per cent off list, other style heads, 20 
per cent extra. Machine bolts, c.p.c. 
and t. nuts. *% x 4 in., 50, 10 and 10 
per cent off list; larger and longer 
sizes, 50, 10 and 10 per cent off list. 
Hot pressed squares or hex. nuts, 
blank, 4.75¢c. to 5c. off list. Hot 
pressed nuts, tapped, 4.75c. to 5c. off 
list. C.p.c and t. square or hex. nuts, 
blank, 4.25¢. to 4.50c. off list. C.p.c. 
and t. square or hex. nuts, tapped. 
4.25c. to 4.50c. off list. Semi-finished 
hex nuts, *%-in. and smaller, U. S. &., 
80, 10 and 5 per cent off list; %-in. 
and larger, U. S. S., 75 and 10 per 
cent off list: small sizes, S. A. E., 890, 
10, 10 and 5 per cent off list; S. A. E., 
&%-in. and larger, 75, 10 and 5 per 
cent off list. Stove bolts in packages, 
80. 10 and 5 per cent off list. Stove 


bolts in bulk, 80, 10, 5 and 2% per 
cent off list. Tire bolts, 60 and 10 
per cent off list. Bolt ends with hot 


pressed nuts, 60 and 5 per cent off list. 


Bolt ends with cold pressed nuts, 50 
and 5 per cent off list. Turnbuckles, 
with ends, %-in. and smaller, 55 and 
5 per cent off list. Turnbuckles, with- 
out ends, %-in. and smaller, 70 and 
10 per cent off list. Washers, 5.75c. to 
6c. off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 Ib., $2.65 #o $2.75: 
— rivets, 70 and 10 per cent off 
ist. 


IRON AND STEEL BARS.—Buyers of 
soft steel bars manifest a cautions at- 
titude and specifications against con- 
tracts cover small lots only, such as 








Everybody Should Have 
It 


“HARDWARE AGE, 

“New York City. 
“Gentlemen: 

“As we sold our business at 
Vernon we will not be interested 
in renewing our subscription to 
the HARDWARE AGB, but think that 
everybody in the hardware busi- 
ness should have it. 

“Please accept our appreciation 
for the work that you are doing. 

“Yours truly, 
“SWARTWOOD & CO., 


“Vernon, Tex.” 








Reading matter continued on page 72 


are required to meet immediate needs. 
Manufacturers continue to quote 2.25 
cents base, Pittsburgh. The market 
for refined iron bars is extremely quiet 
and is quoted at 3 cents base, but in 
the absence of being definitely sounded 
out, this level is more or less nominal, 
and represents a reduction of $2 a ton 
under the previous quotation. 


We quote soft steel bars, rolled 
from billets, at 2.25c. base; bars for 
cold-finishing of screw stock analysis, 
$3 per ton over base; reinforcing bars, 
rolled from billets, 2.25¢c. to 2.30c. 
base; refined iron bars, 3c. base, in 
carload lots or more, f.o.b. Pitts- 
burgh. 


SASH WEIGHTS.—While a great deal 
of building work is being deferred be- 
cause of weather conditions, there is a 
fair degree of activity in this district 
with the result that good demand exists 
for sash weights. Jobbers are quoting 
$46 per ton f.o.b., Pittsburgh, on well- 
finished weights out of stocks. Both 
Northern and Southern foundries con- 
tinue quoting recently reduced prices 
on their sash weights at $35 per net 
ton in carlots and $36.50 in less than 
earlots for the former foundries and 
$32 and $35 respectively for Southern 
foundries on an f.o.b. plant basis. 

SHEETS.—Owing to the light demand 
operations of sheet mills in the Pitts- 
burgh and Youngstown districts have 
been further curtailed and now are 
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SMITH AND WESSON arm inspires confidence. 
You can absolutely depend on this revolver which 
has brought protection to the home and office for more 
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sturdy appearance of each SUPERIOR revolver assure 
faithful performance. 
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SMITH &¢? WESSON 


Manufacturers of Superior ‘Revolvers 
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No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 
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SMITH & WESSON, SPRINGFIELD, MASS. 
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Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 
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rated at about 50 per cent of capacity. 
There appears to be a tendency to 
stabilize independent prices above the 
current levels, but in view of the narrow 
market it is seriously questioned that 
the movement can eventuate success- 
fully under present conditions. This 
trend points to levels of 2.80 cents for 
blue annealed, 3.65 cents for black and 
4.80 cents for galvanized sheets, base 
sizes. It is evident that sheets can be 
bought from independents at 2.75 cents 
for blue annealed, 3.50 cents for black 
and 4.75 cents for galvanized. The 
prices of American Sheet & Tin Plate 
Co., at which it has fair sized bookings, 
are 3 cents for blue annealed, 3.85 cents 
for black and 5 cents for galvanized. 


Prices on No. 28 gage black sheets 
may now be quoted at 3.50c. to 3.85c.; 
galvanized No. 28 gage, 4.75c. to 5c.; 
these prices being for carloads or 
larger lots. For small lots from store 
or warehouse the usual advances over 
the above named prices are charged. 


STEEL PIPE NIPPLES.—This market 
remains quiet with leading makers con- 


HARDWARE AGE 





Very Useful 


“HARDWARE AGE, 
“New York City. 


“Gentlemen: 

“T have found HARDWARE AGE 
very useful as to advertising sug- 
gestions, window-displays and 
merchandising ideas, and I have 
decided to subscribe for a year. 
If you should happen to have a 
few old ones on hand, I should be 
glad to have them. 

“Very truly yours, 
“A. E. Anderson. 
“Quincy, Mass.” 











f.o.b. 


43, 25, 5 
point. 


per cent; shipping 


TIN PLATE.—Independent makers of 
tin plate have adopted the price of $5.50 
for base box Pittsburgh for standard 
cokes for third quarter business, this 
being the same level put into effect on 





May 22, 1924 


WASHERS.—Dealers are quoting 
wrought steel washers in full kegs at 
$3.35 per 100 Ib. off list, the five-pound 
boxes commanding the usual extras. 
Demand is fair. Prices of other grades, 
including cast iron and malleable 
washers, are unchanged. 


WIRE PRODUCTS.—Manufacturers in 
the Pittsburgh district have made price 
concessions in wire product with wire 
nails being sold at 2.90 cents, base, per 
keg Pittsburgh, plain wire at $2.65 and 
galvanized barbed wire at $3.70 per 100 
lb. Some makers still are maintain- 
ing higher quotations but concede that 
they are receiving practically no new 
business. Other grades of wire also are 
easier. The adverse weather conditions 
have been particularly harmful to fence 
building so that demand from the 
agricultural community has been ex- 
tremely limited and the gap has not 
been filled by other sources. 


Jobbers quote retail trade 
stocks as follows: 


Wire nails, $3.40 to $3.50 base, per 


from 


Unuing 0 following prices which be- May 1 by the American Sheet & Tin keg; galvanized, 2-point cattle wire, 
came effective April 28. Plate Co. The market is comparatively $3.38 per spool: eniventsed, 2-point 
> . * bd h 3 
ciizin,, black, ,$6,,25, 6 per cent: quiet due entirely to bad weather con- Sint" Caftie wire, Mad fay moot 
, e 44™ ° . . . Md 
to %-in., black, 63, 25, 5 per cent; ditions which have held up planting zalvanized, *.., el. A ore, 38.90 


galvanized, 60, 25, 5 per cent; %-in. 
to 3-in., black, 64, 25, 5 per cent: gal- 
vanized, 63, 25, 5 per cent: 3%-in. to 
6 in., black, 61, 25, 5 per cent; galvan- 
ized, 57, 25, 5 per cent; 7 in. to 12 in,,. 
black, 45, 25, 5 per cent: galvanized, 


of crops or have held back those al- 
ready planted. Operations of tin plate 
mills in this district are about 80 per 


cent of capacity. 


$3.30 per 100 lb.; No. 9 galvanized 
fence wire, $3.90 per 100 1lb.; woven 
wire fencing, 64 per cent off list. All 
the above prices on spools are for 
80-rod. 





PITTSBURGH BASE RATES 








Note: It should be understuod that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for carload 
shipments from mill or warehouse to retailers. For smaller lots, the usual advances apply. 








Anneaied fence wire, base, No. 9 gage, per 100 Ib... ccc cc ccc ce ee ce reer eeeeees $3.00 
er Ch nn 6 06a 666 6806 66 6us 6 bese wean Vodes Fhe 00 eee od - 2.86 
Chain, pound, aoe, CS ee eet eT 560006 608660 oR 6600Ne . oe 
abvanien barbe d wire, base, per hai a alee al ese Rha ae snk Srinath >ooe Ee 
Galvanized fence wire, No. 9, base, per 100 hs 660 n 6648666 b HO 06h 00084 RE ONSEESEREOO 3.45 
rr rn en i we... nc eses eee eeees 6 e00eeet hte 8080s 66enneoes 3.55 
Machine bolts, small, rolled tl theende See Cie tk ete ae Somme time eae 60 and 10 and 10 and 10 off list 
Machine bolts, all sizes, cut threadS............-ceeeeceee erry 60 and 10 and 10 off list 
Machine bolts, c.p.c. and t. nuts, % xX 4-im...... ce eee ewe ee 50 and 10 and 10 off list 
Nails, steel, oat, base, od sare er see euseeees phe 60000608 wSRC CEES O44 ‘ .10 
Nails, wire, base, Ps the kts ho OS Ob 660060060000 608646-00.660000 6 Ok eee wes ees 3.10 
I I OTT rT TTT TTT TTT TTT tree $2.60 base, per keg 
Common iron cp. eee ee a eReee ke 4 06846 be SN EESS O4660S6 00900 66R CREE OEE 2.40c. 
rr ee Th. 5 6s 6.66 68 R0 UH 66668 ESO CS NOOR ECSU ROSE 2.30c. to 2.40c. 
Sheets, blue annealed, = > WOTTTTTTITIT TTT gutecvecccccvcceses 2.90c. to 3.00c. 
Sheets, black, 28 gage, pe Ry tyne ee .75¢. to 3.85c. 
Sheets, galvanized, 28 L nel 1666 606000000 0490000505 0006800008 0000004 4.90c. to 5.00c. 
ee a eh OS OS WO 68S O-4SO6 OS 6 06d eeeeeneset 2.30c. to 2.40c. 
Cn Me Ty [Ds sco cece cere e see eee eseccncneesseeceseseeeés $3.10 
Staples, polished fence, — i Un. 96000 eeee0ess on se eens 6ee seeeeseeeoees sccee Oe 
Staples, galvanized, base, i shit d tle ks te eet he kh eee ode 600 0660s banmsbeeeneen 3.90 
Steel pipe, black, butt wel ed, Nk: a 0.0 6666606606608 00 006600000 008 60 per cent off list 
Steel pipe, galvanized, butt welded, tt Ciincéeonkenendsebnoh6enes Keun 48% per cent off 1 
i Se Ce 6. c+ cane g ess 606 e Ub 0b 6066 $06 00909006 000040086006SR08 $5. 
rr rr, rs 2. i, ca cee ee eees eee eeeedesocceoososeees 65 per cent off ‘iat 
ee i ee Ce i. . oo 65g noses s6eeneeeeseesceees 29 Der cent off list 
Wrought iron pipe, galvanized, l-in. to LM-in....... cece ee ee ee ee eee 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 
carload, per 100 lb. 





Philadelphia, domestic. $0.32 DD scoueseseosewt $0.265 i i + <ctesene den $0.43 *Pacific Coast ........ 1.15 
Philadelphia, export... 0.235 Cleveland ............ 0.215 GE so cccccovce 0.73 *Pac. Coast, inde plates 1.20 
Baltimore, domestic... 0.31 Cleveland, Youngstown Kansas City (pipe). 0.705 Birmingham seeeeoons 0.58 
Baltimore, export..... 0.225  seccevesonees 0.19 in SE eeseceeoeensss 0.60 DTT «¢%0060s.6se¢.¢ 0.56 
New York, domestic... 0.34 DE ssa¢oseess¢se% 0.29 Dn <ser.¢6ee6e0 06 .735 Jacksonville, all rail. 0.70 
New York, export..... 0.265 Cincinnati ........... 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 Indianapolis ......... 0.31 DeNver ....--cceccece 15 Water ....ceceecens 0.415 
Boston, export........ eee Gee weedccceuessus 0.34 tDenver (pipe) ...... 1.17 New Orleans ......... 0.67 








*Applies minimum carload 80,000 lb. tMinimum loading 46,000 Ib. 

Rates from Atlantic Coast ports (i.e. New York, Philadelphia and Baltimore) to Pacific Coast ports of call on most 
steamship lines, via the Panama Canal, are as follows: Pig iron, 35c.; ship plates, 40c.; ingots and muck bars, structural 
steel, common wire products, including cut or wire nails, spikes, and wire hoops, 40c. ; sheets and tin plates, 40c.; sheets 
No. 12 gage and lighter, 50c.; rods, 40c.: wire rope cables and strands, 45c.; wire fencing, netting and stretcher, 40c.; pipes 
not over 12 in. in diameter, 55c.; over 12 in, in diameter, 2c. per in. or fraction thereof additional. All rates per 100 Ib. in 
carload lots, minimum 36,000 Ib. : 
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$52 in farWest; 
$7 in Canada. 
ster green 


baked-on enamel 


Keep an Aladdin 


in your Window! 


Everybody’s Reading Aladdin Ads These Days. 
Let the Public See You Have Them! 


Full page advertisement on Aladdin Jars in this week’s 
Saturday Evening Post! Big ads in other magazines, too 
—and in newspapers reaching your locality. 


Cash in on Decoration Day outings! Many people want 
Aladdin Jars right now for week-end trips and picnics. 
Put an Aladdin in your window today (it has all its “sell- 
ing helps” on it!) Keep it there—and enjoy steady sales 
as a result of the big, continuous Aladdin advertising 
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x Malware eJ ar 


“eps Food or Liquids 


“i028 Or Cold 








campaign. 

The Aladdin is the only rustproof, leakproof, wearproof 
and thoroughly sanitary jar—and the only well-known, 
heavily advertised jar. Don’t lose sales and disappoint 
customers with imitations. 





No. 405. Green enameled, steel jacketed, gallon size jars, retail price $5. 
“De Luxe” jars (polished aluminum, Pyrex glass lined). No. 410 (gal.), 
$8.50. No. 208 (2-qt.), $7.50. All jars 50¢ more in Far West; $2.50 more 
in Canada, 









7 


On a day’s outing or a 
me | tour, Aladdin Jars 
will keep your food and 
liquids real hot orrealcold, 











ALADDIN INDUSTRIES, Inc. 


































old a a 
PT oil-drillers, ilu - 
DE P CHICAGO men, farmers and all 
who are far from home. 
Husky ! Steel- 
jacket; thick in- 
sulation; stands 
knocks, bumps. 
Sold by 
all the 
leading 
jobbers 
Easily filled, emptied, 
cleaned, wi dry— 
due to Hand Size 








Opening and glassy- 











For home parties! Plenty of pipi 
hot coffee or iced pen y bone 
in advance! Ice cream kept solid 
until needed—then easily served. 





} smooth inside. 
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Spurts and F'lurries Feature 


New York Buying 


USINESS in the New York wholesale market is on what a New 


York jobber describes as a “spurt and flurry basis.” 


In other 


words, when the weather is favorable sales are fairly active, and 


demands forge ahead. 


But the weather has been so unfavorable 


lately that buying enthusiasm has been dampened. 


No important price chamges were announced during the week. 
There are numerous price concessions being made, but few of them 


are on major or staple lines. 


Sales managers and officials of large manufacturing companies 
are visiting jobbers frequently for the frank purpose of booking 


orders. 


In this connection, it may be said that the amount of future 


business being booked by manufacturers and jobbers is relatively 
light, in spite of the fact that retail stocks are low. 


In the opinion of some market authorities, there has been a ten- 
dency since the war, when war gardens were popular, to overestimate 
the demand for garden tools and seed. Besides this it has become 


customary to place orders nearly 


as large as when factories were 


unable to supply enough merchandise to meet the exceptional demands 
that existed two or three years after the war. 


The unfavorable weather conditions this year, combined with the 
political uncertainty that is alleged to exist, are likely, in the opinion 
of many jobbers, to make future buying more conservative. 


rr 


Lawn Mowers Active 


Lawn mowers are very active in the 
local market. The rainy weather dur- 
ing the past couple of weeks has helped 
the grass, and as a result, more sales. 
Prices are unchanged. Stocks are 
ample. 


Jobbers’ quotations 
f.o.b. New York: 

Lawn Mowers.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 
14-in., $5.85 each; 16-in., $6.25 each; 
18-in., $6.65 each. 

Ball-bearing lawn mowers, self- 
adjusting 8-in. drive wheels, 5%-in. 
diameter reel, screw adjusting cut- 
ter bar, 3 steel knives, 12-in., $7.25 
each; 14-in., $7.60 each; 16-in., $7.95 
each; 18-in., $8.30 each. 

Ball-bearing lawn mower, selif- 
adjusting 9-in. drive wheel, 5%-in. 
diam. reel, 4 self-sharpening knives, 
14-in., $9.15 each; 16-in., $9.60 each; 
18-in., $9.85 each. 

Ball-bearing lawn mowers, self- 
adjusting hardened cones, 10%-in. 
open drive wheel, 4 self-sharpening 
knives, 6-in. diameter reel, 14-in., 
$10.35 each; 16-in., $10.90 each; 18- 
in, $11.45 each; 20-in., $12.10 each. 

Self-adjusting, ball-bearing lawn 
mower, 10%-in. wheels, 6-in. diam- 
eter reel, 5 shear cutting self-sharp- 
ening knives, 16-in., $14 each; 18- 
in., $14.65 each; 20-in., $15.30 each. 


'  Serew Market Quiet | 


The situation in the local market, as 
far as screws are concerned, remains 
on a more or less conservative basis. 
Dealers are only showing interest for 


to retailers, 


immediate needs. 
Jobbers’ quotations to _ retailers, 

f.o.b. New York: 
Screws, at head, steel machine 


screws, 66% to 70-5 per cent. 
ound head, steel machine screws, 
66% to 70-5 per cent. 
Flat head brass machine screws, 
60 to 60-10-5 per cent. 
Round head brass machine screws, 
60 to 60-10-5 per cent. 


Flat head, steel wood § screws, 
bright, full packages, 75-20-5-5 per 
cent. 


Galvanized iron, 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

Round head blued, 72%-20-5-5 per 
cent. 
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Round head, nickel plated, 621%-20- 
5-5 per cent. ; 

Round head brass, 67%-20-5-5 per 
cent. 

Cap screws, 80 per cent. 

Prices vary in different sections of 
the city. 


Rumors of Lower Nail Prices 


Rumors persist nail prices will be 
lower in the near future. None of the 
local jobbers, however, have as yet 
made any reduction on wire nails. De- 
mands are moderate and stocks are 
apparently ample. 


Jobbers’ quotations 
f.o.b. New York: 

Nails.—Wire nails, $4 base per keg. 

Cut nails, $4.35 base per keg. 

Wire nails and brads in small lots, 
70-10 per cent off list, in 1-Ib. papers. 

Roofing nails, 1 x 12, plain, $5.20 
per Ib.; galvanized, $8.20 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galva- 
nized, $9.50 per keg. 


to retailers, 


Bolts Steady 


Although there is still talk about 
a possible upward movement of bolt 
prices, no signs of it have appeared. 
Jobbers are still holding to the quota- 
tions put into effect two weeks ago. 
Demands are light for the most part, 
although in some sections it is reported 
that interest is fairly keen. Stocks are 
adequate. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Bolts. — Common carriage bolts. 
small, 50 per cent: large, 40-10 per 
cent. 

Machine bolts. small. 50 to 50-10 


per cent; large. 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 75 to 75-5 per cent; 
both flat and round head. 
Sink bolts, 75 to 75-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 33% per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields. 80 ner cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
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Jobbers Receive New Ham- 
mer Prices in N. Y. 


New York jobbers have received new 
list prices on Stanley, Germantown, 
Maydole, Kelly and Plumb hammers 
and hatchets which represent a decline 
of approximately 10 per cent, as stated 
in these pages in the issue of May 8. 
Jobbers say that the new prices have 
neither stimulated nor hampered buy- 
ing. It is considered unlikely that 
there will be price reductions in other 
lines of tools for some little time. 

The sale of both carpenters’ and 
mechanics’ tools have been fairly active 
all year, although they are not at pres- 
ent brisk. They are among the more 
active of the staples. 


Shovel Demand Fair 


Shovels continue in fair demand. 
Prices are unchanged, but it is under- 
stood that the market is more or less 
open as far as large buyers are con- 
cerned. 


At present long and D handle, 
round and square point shovels and 
spades are being quoted at various 
prices in different places, the most 
frequent quotations being about 
$12.91 a doz. 


Barrow Demand Mild 


The demand for wheelbarrows is 
moderate. Prices are unchanged; 
stocks are ample. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Laborers’ Canal Barrows.—Half 
bolted, handles and legs of 2-in. 
maple wood, tray 18 in. wide on bot- 
tom, steel wheel, 16-in., $3.25 each. 
Same, full bolted, extra strong, larger 
tray. $3.65 each. 

Wheelbarrows.—Steel tray, 33 x 27 
in., depth 11% x 7% in., holds 3 cu. 
ft., strong bolted wood frame, steel 
wheel, $5.25 each. All steel tubular 
wheelbarrows for coal, cement, sand, 
etec., width of tray 29 in., length of 
tray on top 32 in., weight 70 Ib., $8 
each. Same, with tray 50 in. wide, 
length of tray on top 38% in., 
weight 80 Ib.. $8.75 each. Same, with 
tray 33 in. wide. 41% in. length on 
top, weight 100 Ib., $11.50 each. 

Mortar Barrows.—Angle steel legs 
and braces, tray measures at top 
26 x 34 in., bottom 15 x 19 in., depth 
wheel end 16 in., handle end 7% in., 
tray edge rolled over steel rod, 
capacity 3% cu. ft., 16-in. steel wheel, 
hardwood handle, $7.30 each. 


Handles Sluggish 


The demand for agricultural tool 
handles is sluggish. although some job- 
bers report fair out of town interest. 
Prices are fairly steady. 


Jobbers’® quotations to 
f.o.b. New York: 

Tool Handles (Agricultural).—Hay 
fork handles, bent, 5-ft., 33c. each; 
6-ft., 51c. each. 

Manure fork handles, bent, 4%-ft., 
29c. each. 

Snading fork handle, 4%-ft., 36c. 
each. 

Hoe handle, shank or socket style, 
4%-ft., 22c. each. Mortar style, 6-ft., 
15¢e. each, 

Long shovel handle, bent, 4%-ft., 
27¢c. each. 

Long spade handle, 4%-ft., 37c. 
each. 

Bent D handle. manure fork style, 
46c. each. Spading fork style. 46c. 
each. Shovel style, 50c. each. Spade 
style, 50c. each. 

Malleable D fork handle, manure 
fork style, with strap ferrule and 
cap, 58c. each. Spading fork style, 
40c. each. 

Spading style, with strap ferrule 
and cap, 63c. each. 


retailers, 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 





























“It Works This Way 


‘‘A man comes in for some of the little 
hardware items which every householder 
needs. He sees the container full of 
GOOD LUCK Hose Washers on the 
counter; he picks out one of the little red 
boxes and adds it to the parcel the sales- 
man is doing up. Twice last week we had 
to put out a new 2-gross container before 
night. GOOD LUCK hose washers had 
literally sold themselves to more than 
twenty-four people. 


‘“‘People forget to buy a little item like 
this unless it forces itself upon their at- 
tention. ”’ 
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Batteries Interest Radio 
Fans 


Radio fans are still buying batteries 
at steady prices. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Red Seal Batteries.—26c. each, in 
cases of 50 and 125. 
Radio Batteries. — (Eveready) No. 
763, voltage 22%, $1.05 for less than | 
10; $1 for quantities of from 10 to 
49; 90c. for more than 50; No. 764, 
voltage, 22%, less than 10, $1.35; 10 
to 49, $1.27; 50 and more, $1.13; No. 
+ a eee 22 ih» less than 10, $1.75; 
49, $1.6 7; 50 and more, $1.50; 
No. "767, voltage 45, less than 10, 
$3.50; 10 to 49, $3.34: 50 and more, 
$3; No. 771, voltage, 4%, less than 
10, 42c.; 10 to 49, 40c.; 50 and more, 
c. 








Glass Cutters in Demand 


The amount of construction work 
being done keeps up the demand for 
glass cutters. | 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 

Glass Cutters.—‘‘Red Devil,’’ $1.40 
to $1.50 per doz. 


Wire Goods More Active 


Demands for wire cloth and poultry 
netting are slightly better, although 
not as yet heavy. Some local firms are 
still quoting 45 per cent off list, de- 
livered, for poultry netting. Jobbers’ 
stocks are ample to meet all demands. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Poultry Netting.—From New York 
stocks, 40-42% per cent; f.o.b. Pitts- 

burgh, 45-5 per cent. 
Wire Cloth. — Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 
per 100 sq. ft. 

Galvanized wire cloth, 12-mesh, 
$2.75 per 100 sq. ft.; 14-mesh $3.25 
per 100 sq. ft. 

Copper wire cloth, 14-mesh, $7.25 
per 100 sq. ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 
per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
3,-in. mesh, $5.25 per 100 sq. ft.; 
%4-in. mesh, $5.50 per 100 sq. ft. 





; 


Pails Steady 


Galvanized pails and watering pots 
are in fair demand. Stocks are fair 
and prices steady. 

Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Galvanized Pails.—Galvanized pails, 
§-qt., 19c. each; 10-qt., c. each; 
12-qt., 26c. each; 14-qt., 29%c. each; 
16-qt., 37c. each. 

Fire Pails.—35c. each. 

Watering Pots.—Galvanized, 4-qt., 
52%c. each; 6-qt., 59c. each; 8&-qt., 
70c. each; 10-qt., 8le. each; 12-qt., 
93%c. each. 


Flash Light Bulbs Firm 


Flash light bulbs are in good demand. 
Prices are firm and stocks are said to 
be balanced. 


Bulbs.—Jobbers are quoting in lots 
of 50 or more, 35 per cent discount; 
in lots of less than 50, 30 per cent 
discount. 


Solder Unchanged 


Solder is in fair demand. Prices are 
unchanged. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 








as yet. 
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Solder.—Kester string solder in 
1-lb. spools, 62c. per spool. 

Bar solder, commercial grade, 35'<c. 
per lb. Strip solders, in 5-lb. boxes, 
40c. per Ib. 

Soldering Coppers.—% Ib. to pair, 
28c. per pair; 1 lb. to pair, 36c. per 
pair; 1% Ib. to pair, 48c. per pair; 
2 lb. to pair, 62c. per pair; 2% Ib. 
to air, 76c. per pair; 3 Ib. to pair, 
90c. per pair; 4 Ib. to pair, $1.20 per 
pair; 6 lb. to pair; $1.80 per pair. 


Oil Buying Better 


Linseed oil buyers are ordering on 
a slightly more liberal margin. 
are reported to be small. 
tinue to hold. 


Jobbers’ quotatjons to. retailers, 
f.o.b. New York: 

Linseed Oil.—In lots of less than 
5 bbl., 98c. per gal.; in lots of 5 bbl. 
or more, 95c. per gal. Calcutta lin- 
seed oil in bbl., $1.07 per gal. Boiled 
oil, 2c. extra; double boiled oil, 3c. 
extra; oil in half bbl, 5c. per gal. 
additional. 


Sash Weights Holding 


Sash weights are being quoted by 
local jobbers at $3.15 per 100 cwt. 
Local prices are obtainable, it is said, 
for large quantities. 
are moderate. 


Sash Cord Sales Fair 


Sash cord is in mild demand. No 
price changes are reported. 


Sash Cord.—First grade, 48c. to 
55e. base per Ib. Prices vary in dif- 
ferent sections of the city. 


Stocks 
Prices con- 


Jobbers’ stocks 
holding, although there is talk in some 
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Little Interest for Hose 


Little interest is being manifested 
for hose. Prices are steady; stocks 
are ample. 

Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Garden Hose.—4- ply, 8c. per ft.; 
5-ply, 9%c. per ft.; 6-ply, llc. per 
ft. Good Luck brand, lle. per ft. 
Milo brand, 12%%c. per ft. Bull Dog 
brand, 13%c. per ft. 

Nozzles.—d3c. each; less 5 per cent 
for boxes. 

Couplings.—Brass, %, % and %-in., 
10%c. each. 

Hose Clamps.—Galvanized, %, 
and %-in., $2, $2.05, $2.15 respectively 
per 100; brass, same sizes, $3, $3.10, 
$3.20 respectively per 100 

Hose Menders.—(Cooper’s), % and 
%-in., 6c. each; (Perfect Clinch), %, 
5 and %-in., 7%c. each. 


Hods Still Active 


Interest is still reported for brick 
and motar hods, although they are not 
as active as they were. 

Jobbers’ quotations to _ retailers, 

f.o.b. New York: 

Brick WHods.—Wood, $2 to $2.35 
each; mortar hods, wood, $2.35 to 
$2.60 each. 





Rope Quiet 
Rope continues quiet and prices are 


sections that there might be a slight 
decline. 

Jobbers’ quotations to. retailers, 
f.o.b. New York: 

Rope.—First grade Manila rope, 
18%. base per Ib.; hardware grade, 
16%¢. base per lb.; first grade sisal, 
51, per Ib.; second grade sisal, 

14144c. per Ib. 








STEEL GOODS DEMAND CONSERVATIVE 


Steel goods are slow, but out-of-town 
dealers report fair sales on warm days, 
of which, however, there have been few 
Dealers’ stocks are light and 
jobbers’ stocks are fairly large. 


Jobbers’ quotations to. retailers, 
f.o.b. New york: 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash 
handle, 4 12-in. tines, $1.58 ch; 
5 13-in. tines, $1.75 each; 6 I3-in. 
tines, $2.05 each: 5 13-in. tines, 4-ft. 
handle, $1.50 each; 6 13-in. tines, 4-ft. 
handle, $1.70 each. (Lots of six, 5 
per cent off.) 

Hay Forks.—3 oval 12-in. drop- 
forged tines, bronzed and _ polished, 
select ash handle, strapped ferrule, 
5-ft. bent handle, $1.12 each; 6-ft. 
bent handle, $1.35 each. (Lots of six, 
5 per cent off.) 

Spading Forks.—Malleable D han- 
dles, strapped ferrule, angular drop- 
forged tines, 4 tines, 76c. each; spad- 
ing forks, wood D handle, strapped 
ferrule, 4 heavy tines, $1.64 each; 
5 heavy tines, $2.08 each. - 

Wooden Rakes.—Wooden hay rake, 
12 teeth, two bows, 40c. each; same 
with three aluminum steel bows, 14 
teeth, varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 
24 teeth, 55c. each: same with 3 
a steel bows, 24 teeth, 72c. 
each 

Ladies’ Lawn Rake.—Two wood 
bows, 18 teeth, varnished head, 5- 
ft. handle, 50c. each. 

Wire Lawn Rake.—24 wire teeth, 
20-in. head, malleable socket, _ se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 

Genuine Yamada lawn rake, 95c. 
each. 

Steel Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth; 
5%-ft. ash handle, 12 teeth, 77c. each; 
14 teeth, 8lc. each; 16 teeth, 89c. 
each. Malleable, 12 ‘teeth, 32c. each; 
14 teeth, 36c. each; 16 teeth, 40c. 
each. 








Garden WHoes.—7-in. steel blades, 
black finish, 444-ft. ash handle, solid 
shank, 36c. each; 7-in. blade, bronze 
finish, 7lc. each; 6-in. blade, bronze 
finish, 77c. each. Mortar hoe, forged 
steel blade, bronze finish, solid shank, 
6-ft. ash handle, 9-in. blade, 95c. 
each. (Lots of six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. 
blued steel blidaes, black-enameled 
handle, riveted tang, 7c. each; heavy 
solid steel 6-in. blade, half polished, 
riveted shank, hardwood handle, 10c. 
each; 1-piece socket, 6-in. forged 
steel blades, polished and enameled 
red, length over all, 13% in., 29c. 
each. All steel trowel, 17c. each. 
Socket pattern solid forged one-piece 
blade and socket, wood-grip handle, 
60c. each. 

Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, 
black-enameled handle, 10 in. over 
all, 10c. each; 4%-in., malleable tines, 
half polished, brass ferrule, polished 
handle, 10%c. each. 

Lawn Weeder.—3 steel spring tines, 
tinned, black-enameled handle, 10c. 
each; 4 steel tines, 42-in. handle, 
44c. each. 

Weeding WHooks.—Malleable iron, 
tinned, .8%c. each; Magic weeder, 
three steel spring tines, tinned, 
black-enameled handle, 10c. each, 
Same with 42-in. handle, four steel 
tines, tinned, 44c. each. 

Grass Hooks. — Tempered § steel 
blade, black-enameled handle, 25c. 
each; same, forged from bar tool 
steel, raised hardware handle, 43c. 
each; same, high quality steel, ribbed 
back, polished edge, 35c. each: same, 
tempered steel blade, 46c. each: En- 
glish grass hooks, 54c. to 57c. each. 

Hedge Shears.—Plain, 6%-in., 8-in., 
9-in., “1. 05, $1.80, $1. 95 each respec- 
tively. Notched, 8, 9 and 10-in., $1.95, 
$2.10 and $2.30 each respectively. 

Border Shears.—With wheel, 9-in., 
$3.45 a pair; without wheel, $2.85 per 
pair. Lawn shears, two wheels, 9-in., 
$3.60 pair. Disston utility pruner, 
$1.55 pair. 








Reading matter continued on page 78 














May 22, 1924 HARDWARE AGE 17 


LEA 


KOO 


STOVE 











KITCHENKOOK DEALERS: 
Let us send you free sales helps 
and suggest to you how you can 
tie up with Kitchenkook adver- 
tising now reaching your trade. 





last 


aw 
fa's here Ook stove 


bé 
A Sure 


“The GaFETY) Kitchenkook is a sure fire cook stove and a sure fire 
TEST seller. And Kitchenkook not only sells and stays 
sold but it requires no service calls after the sale is 
made. 














Kitchenkook is made by the Kampkook folks; oper- 
ates on the same efficient principle. Has no chim- 
neys or wicks, one or all burners going full speed in 
two minutes from the scratch of the match. It’s 
hotter and more economical than city gas, 50 to 100 
percent faster than common oil or gasoline stoves. 





i 
4° fEB3°\ 





This test shows the re- 
markable safety of the Al- 
bert Lea  Kitchenkook 


with its air-tight fuel Would the exclusive sale of such a stove, selling 
Sas. SOS Seren ee at an attractive price interest you? Then write to- 
reproduction of an actual ? i ; ; 

photograph made while day for details and name of jobber in your territory. 


the stove was burning. 


American Gas Machine Company, Inc. 
Makers of the Kampkook 
Albert Lea, Minn. New York, N. Y. 
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Increased Demand for Staples, Low Stocks 
and Firm Prices in Cincinnati 


(Cincinnati office of HaRDWARE AGE) 
ONSIDERABLE improvement in the demand for 
staple lines is noted. The backwardness of the 
season has ‘hhurt business somewhat, for goods now 


moving from jobbers’ stocks should have gone out a month 
However, this month promises to be a good one, 


ago. 


even exceeding the month of May last year. 
turns for the month of April show a slight drop in vol- 


ume as compared with last year. 


There is little forward business being placed, dealers 
continuing the hand-to-mouth policy of buying. 


AUTOMOBILE ACCESSORIES.—Ac- 
cessory business continues to improve. 
During the past few days, orders for 
bumpers, spotlights, motor meters, seat 
covers have been exceptionally heavy, 
indicating a better movement of new 
cars. Tire business has also been ex- 
ceptionally good this year, one jobber 
reporting sales during the first four 
months as running 30 per cent heavier 
than for the same period last year. 
Prices are steady. 


2 Plugs. — Champion X, 45c. 
eac in lots of 100, 43c. each. 
Spotlight. — Delta, No. 20 $2.75 


each: in lots of 12, '$2. 60 each; Delta, 
No. 24, $2.10 each; in lots of 12, $2 
each; Delta, No. 25, $2.70 each: in 
lots of 12, $2.60 each. 

Fenders.—Ford complete set, one 
set to crate, $7.60 set: five sets to 
crate, $7. 35 set; commercial fenders, 
$0.95 pair. 

Shock Absorbers.—H. & D. 
absorbers $4 per set. 

Milwaukee Timers.—Less than 106, 
$1.38 each; in lots of 10 or over, $1.35 
each. Resale price, $2 each. 


BUILDERS’ HARDWARE.—Demand 
is improving, as a large number of 
residences are under construction and 
ready for installation of hardware. In- 
dications are good for future business. 
Prices are firm and stocks in fair shape. 


BALE TIES.—Fair business reported; 
prices steady; stocks ample for im- 
mediate requirements. 


We quote from Cincinnati jobbers’ 
stocks: Single loop bale ties 8% ft. 
15-ga., $1.45 bundle; : ft. + iy $1. os: 
914 ft. 15-ga., $1.60; 9 ft. 14 -ga., $1.7 
91% ft. 14-ga., $1.85; 10 ft. 14- -ga., 319 


BOLTS AND NUTS.—Prices are some- 
what unsteady, and some jobbers have 
reduced prices on stove and tire bolts. 
Demand fair; stocks good. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 and 10 off; small, 
45 and 10 off: stove bolts, 70 and 10 
i semi- finished nuts, ¥ and small- 

, 75 off; large sizes, 65 off. 


CLIPPING AND SHEARING MA- 
CHINES.—Fair number of orders; un- 
changed prices; stocks ample. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1, clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list: top plates, 
No. 90 and No. 360, $1.25 each list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


COASTER WAGONS.—Spring demand 


shock 


Final re- 


tions point to extremely low inventories, and some deal- 
ers have been forced to place more than the usual amount 
of business during the past month in order to have an 
assortment of goods. 
ness during May and June, and is confident that the year 
as a whole will be a profitable one. 

Stability of prices is noteworthy. There are far less 
than the normal number of changes being made, one job- 


The trade is expecting a good busi- 


ber reporting that during the past two weeks he has only 


Indica- 


has been fair, backward season mili- 
tating somewhat against heavy busi- 
ness. Prices steady; stocks good. 


We quote from Cincinnati jobbers’ 
stcoks: Auto coaster wagons, No. 
1, $5.45 each; No. 2, $5.95 each: No. 
3, $6.60 each; ae 132, $5.20 each; No. 
138, $5.80 each 


COTTERS.—Demand fair; 
steady; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Spring cotters, 25 off. 


DRILLS.—Demand fairly good; prices 
as last quoted. 


We quote from Cincinnati jobbers’ 
stocks: Carbon drills, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
PIPB.—Sales continue favorable; prices 
steady; stocks adequate. Indications 
are for good business several months 
ahead. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage 5-in., eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
ates conductor pipe, $4.65 per 100 

.; 8-in. corrugated conductor el- 
bows, $1.51 per doz. 


FILES.—-Demand slowing up consider- 
ably, with corresponding slowing up in 
metal working industries. Prices un- 
changed; stocks ample. 

We quote from Cincinnati jobbers’ 
stocks: Disston files, 60 and 10 off; 
Northwestern and Silver King, 65 off. 

GALVANIZED WARE.—Sales have 
been uniformly good; prices bejng well 
maintained; stocks in good shape. 

We quote from Cincinnati jobbers’ 





prices 


stocks: Galvanized pails, 10-qt., $2.40 
er doz.; 12-qt., per doz.; 14-qt., 

3 per doz.; 16-qt., $3.60 per doz.; 
galvanized tubs, No. 1, $6.80 per doz.; 
No. 2, $7.60 per doz.; No. 3, $8.85 per 
doz. 

GARDEN HOSE.—Demand has not 


been up to expectations owing to back- 
ward season and much rain prevailing. 
However, demand will improve. Stocks 
in good shape; prices being held firm. 


We quote from Cincinnati jobbers’ 
stocks: Leader i coupled hose, 
1% in., 9c. ft.; %-in., 1 %c. ft.: Silver 
%-in., 10c. ft.; 5%-in., lie. &. 

. Continuous length, 


grade, %-in., 

%-in., 12%c. ft 
GLASS (CWINDOW).—Little change in 
window glass, demand continuing fairly 
good with prices steadying, and stocks 
in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first three brackets, 86 per cent 
discount; over first .three brackets, 
84 per cent discount; double strength 
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received three changes from manufacturers. 
Collections this month are exceptionally good. 


A, 85 per cent discount; double 
strength B, 87 per cent discount. 


HAMMOCKS.—Forward sales have 
been fairly good, and will improve with 
better weather. Prices unchanged; 
stocks in good shape. 
We quote from Cincinnati jobbers’ 
stocks: Swing hammocks, $1.75 to 


$2.40 each, according to size; couch 
hammocks, $3.75 and $4.50 each. 


HANDLES (AGRICULTURAL).— 
There has been talk of lower prices, 
but this apparently is unconfirmed. 
There has been some price cutting of 
inferior grades, it is true, but on best 
grades of hickory prices are being 
maintained. Demand fairly active; 
stocks ample. 
We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, ft. 
$3.35 doz.; 6 ft. Straight, 
7 ft. straight, Ne 50 doz.; 5 
ft. bent, $3. 35 d o% f t. bent, $3.95 
doz.; 6 ft. bent, $5 doz.; Long manure 


forks, $2.85 doz.: D-shovel handles, 
6 doz.; D-shape handles, $5.85 doz. 


ICE CREAM FREEZERS.—Demand 
has been good the past two weeks, or- 
ders which should have been taken care 
of weeks ago coming through. No 
changes in prices reported. 


We quote from Cincinnati jobbers’ 
stocks: White Mountain, 1-qt., .85 
list; 2-qt., $5.65 list; 3-qt., $6.75 list; 
4-qt., $8. 25 list; eat. $10. ; &-qt., 
$13 3.50 list; 10-qt., 12-qt., 
$21.55 list; 15-qt., $25.60 list: 20-aqt., 


.80 li 
list; 8-qt., $11. 10 list. All of the above 
less 50 per cent discount 


LANTERNS.—Contractors’ lanterns 
moving well from dealers’ shelves. 
Jobbers report orders only for fill-in 
purposes. Forward orders light; prices 
steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 240, $12.75 doz.; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow, $10 doz.; D-Lite, 
$13 doz.; Little Wizard $8. '50 doz.: 
Blizzard, No. 2, $13 doz.; Blizzard, 
brass fount and to op, $18 doz.: Buck- 
eye Dash, $14 doz.; Railroad, No. 39, 
$15 doz. 


LAWN MOWERS.—Sales have been 
heavy the past two weeks, and stocks 
are now rather light; prices steady and 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 
$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each; better rade, 13- in., $7: 
14-in., $7. 25: 16-in., .50; cheap pall 
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“TI Wish I Had a Knife That Would Cut Like That” 





BUTCHER: “Madam you can buy one at any good hard- 
ware ‘store—just ask for a Foster Bros. Butcher Knife for 


home use.”’ 





Other Knives 

Besides Butcher Mr: Dealer, if anyone knows real Butcher Knife quality, it’s the butcher, 

Knives the Foster : ‘ ; ‘ ‘ 

Bros. Line includes himself. He cuts meat from morning till night and must have knives that 

Bread Knives, Carving 

Knives, Kitchen cut perfectly and hold a keen edge. 

Knives, Ham and 3 

Bacon Slicers, Fish 3 

Knives and Scalers, All Foster Bros. Knives cut perfectly and hold a keen edge, so you see 
yster and Clam ; ; rn : ° ‘ 

Saaven Cleavers, etc. the liberal profit is not the only reason for selling them. Besides there’s 
nives for every re- : : Se . 

quirement. a world-wide reputation back of every knife that Foster Bros. make. 


In styles, sizes and fin- 
ishes to suit the pref- 








ple. All fully Guaran- SELL MORE KNIVES 
ic PY Selling The Right Knife For Each Purpose 





Please order from your jobber. Send for Catalog 
No. 17. It shows the complete line of cutlery. 


JOHN CHATILLON & SONS 


Manufacturers 


Established 1835 
85-99 Cliff Street New York City, N. Y. 








ae 
































80 
bearing, 14-in., $7.75; 16-in., $8; reg- 
ular ball bearing, 14-in., $9; 16-in., 
$9.55; 18-in., $9.75; high-heel ball 
bearing, 14-in., $10.25; 16-in., $10.65; 
18-in., $11; high grade, ball bearing, 
with 5 knives, 16-in., $12.75; 18-in., 
$13.50; 20-in., $14.25. 

MECHANICS’ TOOLS.—Carpenters’ 


tools have been fair sellers, but little 
activity in other lines; prices steady; 
stocks adequate. 


NAILS.—Talk of price shading by 
mills, but nothing authentic, demand 
fair; warehouse prices unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.40 per 


keg, base; cement coated nails, $3 

base. 
PAINTS AND OILS.—Linseed oil has 
been advanced 6 cents per gal. since 
last report. Turpentine is unchanged, 
as is lead. Demand for paints and oils 
continues good, and stocks are in fair 
shape. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, single bar- 
rels, $1 per gal.; turpentine, single 


barrels, $1.05 per gal.; white and red 
lead, 15%c. per Ib. 


POULTRY NETTING.—Current de- 
mand fair; prices showing a slight re- 
cession due to some jobbers being over- 
stocked. 


We quote from Cincinnati jobbers’ 
stocks: Poultry netting, galvanized 
before weaving, 45, 10 and 7% off; 
— after weaving, 45 and 7% 
or. 


RIVETS.—Demand rather light at 
present; ample stocks; prices as last 
quoted. 


HARDWARE AGE 


We quote from Cincinnati jobbers’ 
stocks: Rivets, all sizes, 60 off. 


ROLLER SKATES.—Demand continues 
very good; prices unchanged; stocks 
rather broken. 

We quote from Cincinnati jobbers’ 


stocks: Ball bearing, No. . $1.60 
pair; No. 5, $1.60 pair; No. 6, $1.70 
pair. 


ROOFING PAPER.—Sales have been 
fair. Prices are inclined to stiffen up 
a bit, but no actual advances received; 
stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Standard brand, light, $1.10; 
medium, $1.35: heavy, $1.65; Hold- 
fast brand, light, $1.35; medium, 
$1.65: heavy, $2. Slate surface roof- 
ing, $2. 


ROPE.—Fair volume of orders for im- 
mediate shipment; prices steady; stocks 
fair. 

We quote from Cincinnati jobbers’ 


stocks: Best grades Manila, 19c Ib.;: 
sisal, 13%c. Ib. 


SHOT.—Local jobbers have reduced 
prices 10 cents per bag. Demand has 
been fair and stocks are fairly good. 


We quote from Cincinnati jobbers’ 
stocks: Regular geal $2.25 per bag; 
air rifle shot, $2.80 p bag. 


SASH CORD AND SASH WEIGHTS. 
—No changes in prices noted; demand 
fair; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Best grades sash cord, 34c. 
lb.; medium grades, 48c. Ib.; cast 
iron sash weights, $2.50 per 100 Ib. 


STONE WIRE.—A slight reduction 
made by manufacturers has been put 
into effect by local jobbers. 


We quote from Cincinnati jobbers’ 
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stocks: Annealed wire in stones, No. 
18, $7.80 per 100 lbs.; No. 20, $8.10 per 
100 lbs.;' No. 22, $8.50 per 100 Ibs. 


SHEETS.—Despite lower quotations by 
mills, no changes in warehouse prices 
have been made; demand fair; stocks 
in good shape. 


We quote from Cincinnati jobbers’ 
stocks: Blue annealed, No. 10, $4.19c.; 
black, No. 28, $4.80c.; galvanized, No. 


28, $5.85c. 

WASHERS (WROUGHT).—A slight 
reduction has been put into effect in 
wrought washers. 


We quote from Cincinnati age ry 2 
stocks: Wrought washers, %-in., $4.7 
per 100 Ibs.; %-in., $5 per 100 ee. : 
%-in., $6.25 per 100 lbs. 


WIRE CLOTH.—A slight advance in 
wire cloth has been made; demand con- 
tinues fair; stocks in fair shape. 


We quote from Cincinnati jobbers’ 
stocks: Black painted wire cloth, 12- 


mesh, $2.10 per 100 sq. ft.; opal, $2.65 
per 100 sq. ft. 
WHEELBARROWS.—Demand _§ still 


heavy; prices strong; stocks light. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; contractors’ barrows, $5.46 
each; concrete barrows, $5.90 each. 


WRENCHES.—Demand fair; prices 
unchanged; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 off; 
Coes wrenches. 40 and 10 off; Still- 


son, 60 off; Trimo, 60 off; Snap- -on 
wrenches, No. 101, Master Service 
sets, $15.25 each; 202, heavy duty 
sets, $8.80 each: No. 404 Flexible 
socket sets, $8.75 each; No. 505B 
screw, driver sets, $3.40 each; less 40 
per cent on all Snap-on wrenches, 


f.o.b. Milwaukee. 


Price Stability in New England 


Occasions Increase in Optimism 


(Boston office of HARDWARE AGE) 


EATHER conditions of late have been sufficiently 
free from rain to permit the movement of hard- 


ware in larger volume. 
however. 


outlook. 


tionably would be pessimistic. 


in many localities. 


There is one disturbing element in the situation that 
cannot be overlooked—an economic one—which 


AUTOMOBILE ACCESSORIES.—Pos- 
sibly one of the most active lines, from 
the retail dealers’ viewpoint, is_ the 
automobile accessory. Some of the 
manufacturers of tires have cut prices 
on certain types, but the movement is 
by no means general or is any informa- 
tion to be had that it is liable to be so. 
Tires just now are selling freely, say 
jobbers. 
We 
stocks: 
Automobile Accessories.—Apco line. 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 3&c.; rear 
wheel puller, $2.25; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30c.; ratchet wrench, $2.25; 
windshield wiper. $3.75; crankcase 
arm, 48c., and battery charger, $13.50. 
Springs.—Vulcan line, all makes, 35 


quote from Boston jobbers’ 


It is by no means normal, 
Yet the hardware trade as a whole is recover- 
ing some of the confidence heretofore lost in the business 
Possibly the redeeming feature in the whole 
situation is the comparative steadiness of prices. 
prices were being cut every few days, sentiment unques- 
It is by no means so today, 
although confidence in 1924, as a whole, has been shaken 


If ent wage scale. 


in the 


per cent discount; ty sizes, 7-leaf 
front, No. 2000, $1.25, net; leaf 
front, No. 2004, $2; 9 leaf rear, No. 
2009, 25. 

Pressure Gages.—Balloon tire, in 
lots of less than ten, $1.13 each; in 
packages of ten, $1.08 each. 

Oils and Greases.—Mobiloil, cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal.; five gallons, $1. 08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95¢. 
per gal.; Cylinder, B, 1- gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C, 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c per Ib.; lu- 
bricant grease, in 5-pound lots, $11. 50 
per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 


cent. 

Tires.—Hartford line, mem 30 x 
3%-in., $9.95 each; 30 x 3%-in. ex- 
tra, $11.40. Straight- side tires, 30 
x 3%-in., $11.60; 31 x 4-in., $14. 70; 
32 x 3%-in., $12.80; 32 x 4-in., $16.20; 
33 x 4-in., $16.75; 34 x 4-in., $17.20; 
32 x 4% -in., $21; 33 x 4%-in., $21.50; 
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end will be the best thing for business in general, 
refer to the question of wages. 
lems confronting the business man today is overhead. 
Wages constitute a large percentage of general overhead. 
In New England’s shoe industry initial steps have been 
taken to, reduce wages. 
faetories will operate, whereas they cannot on the pres- 


We 
One of the greatest prob- 


If smaller wages are accepted, 


A wage reduction has also been an- 


nounced in the carpet industry. Reductions in other lines 
unquestionably will follow. They must follow or people 
will not be employed. 
more money will be placed in circulation even if wages 
are sheared off 10 or 15 per cent. 


The more people employed the 


34 x 4%-in., $22; ~~ $22.60; 
36 x 6%-in., ip is; °3 x 5-in., $26.10; 
35 x 5-in., $27.4 

Richland ven — Oversized cord, 


clincher, 30 x 34%-in., $10.50; straight- 
side tires, 30 x 3% -i $11. 50; 32 x 


34%-in., 14.65; 31 x 4-in., $16 85; 32 x 
4-in., 8.55; 33 x 4-in., $19.15; 34 x 
4-in., $19.70; 32 x 4%-in., $24.05; 33 x 
14-in., $24.60; 34 = 4%-in., $25.20; 35 
x 4%-in., $25.90 x 4%-in., $26.50; 
33 x 5-in., $29 pes "38 x 5-in., $31.40; 
37 x 5-in., $33.15. Truck tires, 32 xX 


4%-in., $30.90 each. 
BARBED WIRE.—Although not brisk, 
some improvement in the demand for 
barbed wire is reported in wholesale 
circles. Current sales, coupled with 
those made much earlier in the season, 
have reduced stocks quite a little. 


We Boston jobbers’ 
stocks: 
Barbed Wire.—From store, galvan- 


quote from 
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Wiz Cash Drawer won't let you 


forget to enter every kind of 
cash transaction because you issue 
a check to open the drawer. The 
locked up copy is a check sheet 
which no one can dispute because 
it is handwritten, 


WIZ USES 


Cash Transactions 
Charge Sales 

Cc. O. D’s 
Warehouse Orders 
Delivery Receipts 
Shop Orders 
Bills of Lading 
Express Receipts 
Receiving Records 
Requisitions 
Invoices 
Purchase Orders 


autographic reg- 
the sales book in 


carbon paper. 
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At the left is the flat 
audit strip after it 
has been removed from 
the register. 
how convenient it is 
for reference. 
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Above is the Wiz 
Flat Packet load. 
Formed of two, three 
or more strips inter- 
fm lieaved and folded 

@ zigzag. 









Simple, Complete, Checkable 
Records with Less Work 


Wiz Flat Packet Registers simplify record making 
in hardware stores. Any handwritten hardware 
record that requires one or more copies can be 
made on the Wiz Register. You write the entry, 
turn the crank, tear off a set of tickets. This 
places the next set ready for the next entry. All 
tickets are issued or one is retained in the register. 


The Wiz,load is a single packet of flat printed 
tickets which are delivered to the user in contin- 
uous form, folded zigzag and ready to place in the 
register. What a contrast to the old-fashioned 
register with three or more rolls to insert! Wiz 
is loaded in half a minute. 


For reference, checking, posting, or other pur- 
poses, one unbroken strip is automatically refolded 
zigzag in the reference compartment, which may 
be kept locked. It is as easy to refer to as the 
pages of a book, even while still in the register. 


No tickets are voided or lost when the checking 
strip is removed. It needs no binder for filing 
because the refolded packet is complete to file away. 


The Wiz packet may be printed on different colors 
or different qualities of paper. The checks are 
printed in perfect registration and the Wiz Register 
keeps them in alignment. 


Wiz tickets do not curl. No waste of tickets at ends 
of a Wiz packet. 


To provide simple, adequate records between store 
and warehouse, ta insure receiving the money for 
every sale, to provide the customer with his mer- 
chandise when he wants it—all without argument or 
criticism—is easily possible if you use the Wiz Flat 
Packet Register, 


The coupon, pinned to your letterhead or to the 
forms you are now using, will bring full information, 


American Sales Book Company, Ld., Elmira, N. Y. 


West of the Rockies 


In Canada 


Pacific Manifolding Book Co., Pacific Coast Sales Book Co. F. N. Burt Company, Ld., 
Emeryville, Cal. 


3 , } 


nee 


“JM. Is . a 
———— 


Imira, NW. 


My name 


Dept. 7255 


Los Angeles, Cal. 


Pin to forms now used or to letterhead 
for information without obligation. 
[] Cash Transactions 
[]? Charge Sales 
[] Cc. O. D.’S 
[] Warehouse Orders 
[] Delivery Receipts es 
[] Shop Orders 


Toronto, Can. 


[] Bills of Lading 
[] Express Receipts 
[} Receiving Records 
[}) Requisitions 

™] Invoices 


[] Purchase Orders 
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ized, Waukegan, 80-rod reels, com- 
mon, $4.30 per reel; two-ply, $3.78 per 
reel; catch-weights, common, $5.10 
per 100-lb.; two-ply, $5. 

From the mill, f.o.b. Pittsburgh, 
galvanized catch-weight, in car lots, 
$3.90 per 100-lb.; in less than car lots, 
$4.15, two-ply is quoted the same; 80- 
rod ‘reels, galvanized four-point in 
car lots, $3.30 per reel; in less than 
car lots, $3.55; Lyman, four- point, in 


; two- ply, 
$2.84; in less than car ‘lots, $3.09. 


BICYCLES.—Although not up _ to 
normal, sales of bicycles have been 
quite satisfactory so far this season. 
More of them are in use than the aver- 
age hardware dealer realizes. 


We quote from Boston jobbers’ 
stocks: 

Bicycles.— Men's, $30 to $32. 50 each 
net; boys’, $29; women’s, $32.50; 
girls’, $29. 50. 

> tees es.— 1, $9 net; No. 2, 
$10; No. eth ‘Ko. 4, $15. 


samen. dies those retail hardware 
stores depending largely on summer 
trade there is a comparatively good 
movement of vacuum bottles out of 
jobbers’ stocks. Otherwise, however, 
little is doing. 
We quote from Boston jobbers’ 
stocks: 
Bottles. —Vacuum, Landers, Frary 
& Clark line, No. 21, $1. 7 each list. 
No. 22, $2.75; co 70, 85; _ 71. 
$1.95; No. ay $2.9 - No. si $2.7 No. 
82, $4: 191, $9, 35; No. 192, at 60. 
eek “35 and 10 per cent. 
Fillers.—No. 00, 90c. each list; No. 
1, $1; No. 2, $1.60. Discount 25 and 10 
per cent. 


CROQUET SETS.—Weather conditions 
have not been conducive to the sale of 
croquet sets the past week, yet it is 
confidently felt in jobbing circles de- 
mand will improve with weather condi- 


tions. Retail stocks, it is reported, are 
small. 
We quote from Boston jobbers’ 
stocks: 


Croquet Sets. —— .," four ball, 
$1.40 per set net five ball, 
$1.90; No. H, eight ball, $2. 35; No. B 
eight pen, be 75; No. N, eight ball, 

.75; A, four ball, $4.25; No. 
AA, eight ball, $5.50. 


FARMING TOOLS.—While business in 
other departments of the hardware 
trade has been dull, that in farming 
tools is about normal. 


We quote from Boston jobbers’ 
stocks: 

Forks. —Manure, four-tine, malle- 
able D-handle, $13.60 a doz. net; five- 
tine, malleable D-handle, $16.15; five- 
tine, strapped D-handle, $17.35; fi 
tine, wood D-handle strapped, cord 
six-tine, malleable D- oe $19 
six-tine, 
six-tine, 
$23.75. 
dle strapped, $15. 0; 
strapped, $19.90. 


FENCING.—Those retail dealers here- 
tofore not covered on fencing are order- 
ing more freely. In fact, the movement 
out of jobbers’ stocks this week has 
been exceptionally good, all things con- 
sidered. 


We 

stocks: 

Fencing.—Keystone Steel & Wire 

Co., line, Blue Ribbon from street, 50 

per cei ——_ discount; factory shipments. 
$6.10 per roll, net; No. 

$3. $0. No 846, $4.90; No. 1047, 6-in. 


wood i D- handle, 


quote from Boston jobbers’ 


stays, $7.90; No. 1047, 12- in., stays, 
Staples, Blue Ribbon wire, $5.10 per 
100 it, in full packages. 


FLOWER BED GUARD.—In common 
with the demand for fencing, there is a 
good call for flower bed guard. Jobbers’ 
stocks are ample for all requirements, 
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however. There are no delays in ship- 
ments. 
We quote from Boston jobbers’ 


stocks: 

Flower Bed Queré. 4 in., $1.09 per 
rod; 22-in., $1.29 pe 

Trellis. mn th B0C. pond rod. 


GARDEN TOOLS.—Weather  condi- 
tions have been such that sales of 
garden tools have dropped to a mini- 
mum. Warmer weather is necessary 
to spruce up business. 


We quote from .Boston jobbers’ 
stocks: 

Hoes.—Shank, 7%- Oy $8.70 a doz. 
net; socket, 7. in., $9.60; round wy 
$9. 90; socket pin Peng 9-in., 
Rhode Island, shank, 9-in., 
10. 05; socket, $10. 

Rakes. —Light steel, 12 teeth, $4.80 
oe a. net; 14 teeth, $5.10; 16-teeth 


lar garden, 12 teeth, $8; 
ie mth, ee oe $9.35; steel 
tety 14 oath $10.9 5; 16 teeth, 


$11. 
Ege ers. — long handle, $10.80 


per doz. ne 
HAMMERS.—Some of the manufac- 
turers of hammers have reduced prices 
about 15 per cent. This move, accord- 
ing to jobbers, will be general before 
thesclose of another week. 


HAMMOCKS.—This is the time of year 
when hammocks should be in excellent 
demand. Business conditions are quite 
the opposite, however. 


We quote from Boston jobbers’ 
stocks: 

Hammocks. — Standard makes of 
couch styles, No. 600, windshield, Na- 
tional spring, boxed mattress, deep 
valance, $11 each net; No. 640, $11.88; 
No. 700, with adjustable back, made 
in two colors, $15.65; No. 703, striped, 
two colors, 9. 

Canopies.—No. K7, green and gray, 
$6.50 each net. 

Stands.—No. Al, angle iron, 5-ft. 
8-in. high, $4 net each. 

Chai np—-9-ft., $2.50 per doz. 
net; 6-ft., $4. 


HAN GERS.—The building industry ap- 
pears to be going on merrily, although 
on a somewhat smaller scale than here- 
tofore. All things, including hangers, 
entering into the building industry 
therefore are in good request. 


We quote from Boston jobbers’ 
stocks: 

Hangers.—Timber or joist, No. 300, 
for 2 x 6-in. timber, 18c. each, net; 
for 3x 8-in. timber, 20c. 
; No. 302, for 2 x 10-in, tim- 
'28¢e. ‘each, net: No. 403, for 2 x 
12-in. timber, 56c. each net; No. 213, 
for 3 x 8-in. timber, 23c. each net: 
No. 214, _ is 3 x 10-in. timber, 31c. 
gy net; 315, for 3 x 12-in. 7-- 
ber, ‘ p—-4 net: No. 319, for 4 x 
8-in. timber, 36c. each, net; No. 320, 
for 4 x 10-in. timber, ‘46c. each, net; 
No. 321, for 4 x 12-in. timber, 64c. 
each, net. 


LAWN MOWERS.—It is an ill wind 
that blows nobody good. All the recent 
rains, followed by warmer weather, 
have been wonderful grass-growers and 
have created a larger demand for lawn 
mowers. 


pair, 


_ quote from Boston jobbers’ 


bes 

Lawn Somere. — Tas 14-in., $6 

each, $6. net; a oe 

14-in., ty 15 oist? 16- i6-in., $14.50 Co- 

nial, 8-in. Wheel, ball one, 16- _ ~ 
318, 25: e 


$17. 50 list; 18-in. 
9-in. wheel , Pla in * bearing, 1 — 
$16.50 list; 18-in., $17.25; Lakewood. 
9-in, wheel ballbeari . 16-in., $19.25 
list; 18 plain - 
ing, hi h wh eel, fi blades, 14-in., 
2 ‘50 list; 16-in., $28. 60: 18-in’ 30. ~£ 
mperial ballbearing, 14-in. 
16-in., $31; 18-in., $33; 20-in. 
Caldwell lawn trim, 8-in., $16. do Yi 
Discount, 50 per cent. 

Motor Lawn Mowers.—wNo. lL, 
$292.50 net; No. H, $360 net. 


LAWN ROLLERS.—Lawn rollers like- 
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wise are enjoying a freer movement, 
which nevertheless is far from brisk. 


a. quote from Boston jobbers’ 
stoc 

Lawn Rollers. — Water weighted, 
18-in. dia. x 24-in. long, $14.84 each 
net; 24-in. dia. x 24-in. long, $17.17. 


LUNCH KITS.—There is, perhaps, a 
slightly better call for lunch kits. Much 
of it comes from retail hardware deal- 
ers who cater largely to summer trade. 


We quote from Boston jobbers’ 
stocks: 

Lunch Kits.—Universal line, No. 
310, $3.25 list; No. 320, $3.75; No. 


410, $3.50. Discount, 25 and 10 per 


cent. 
NAILS.—The recent cut in wire nail 
prices has stimulated the demand. The 
movement out of stock so far this 
month is approximately 50 per cent 
larger than that for the corresponding 
period in April. 
We quote from Boston jobbers’ 


stocks: 
Nails. —Wire, $3.90 an keg, 
from store; from mi in less than 
carl ots, $3.35 per keg, base, and 
in carload lots, $3.10 per keg, base, 
f.o.b. Pittsburgh. Galvan. Ra 
ay 1-in. and longer, add ag per 
keg: shorter than 1-in., -75; cut 
ails, from store, $4.55 per or base; 
direct shipments car lots, $3.60 per 
et base; less than car lots, 
5; chen. cut nails, from store, 
ett per keg eacent hardened steel, 
as Re are $8.1 ~ gag" A. 4.05, 


aS aaah see, an ee 
cut nails, direct shipments only, $3.75 
base, f.0. b. Pittsburgh; galvaniz 
four pennyweight and smaller, $6.30 
f.o.b. factory base, larger, $7. 05; from 
store, four pennywei ht and smaller, 
$6.80 base, larger $7.55; cement coated 
nails from mill, in less than carloads, 
$3.75 per keg, base; in carloads, $3.45; 
hard steel nails, from store, $8.10 per 
keg, base; from factory, $7.60; biued 
3-pennyweight, light sterilized lath, 
$2.05 per keg. 

POSTS.—AIl kinds and makes of posts 

are moving in moderately large volume. 

With better weather conditions, sales 

are bound to increase, is the opinion of 


jobbers. 


base, 














quote from Boston jobbers’ 
stocks: 

Posts. —Line, steel, galvanized, 6 
os 63c. each net; 7-ft., 69c.; 7%-ft., 


Cc. 
End.— Steel, galvanized, 7%-ft., 
$3.94 each net. 
galvanized, 7%-ft., 


Corner.—Steel, 
$5.70 each net. 


REFRIGERATORS.—Good sales of 
refrigerators are reported by jobbers 
and stocks are going down perceptibly. 


ane _ quote from Boston jobbers’ 


"feelibasreneve.—tnaay line, in lots of 
less than five, 50 per cent discount. 
eveeee. Eaape from $24.50 to $170.50 
eac 


ROOFING MATERIAL.—Some 
changes have been made by manufac- 
turers in prices on roofing material, but 
hardly enough to warrant a revision in 
jobbers’ lists. Roofing material is in 
demand. 


We 
stocks: 
Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 roll; 
in standard. $2.40 and Lead- 


; heavy bs.), 
Rockroid, light, $1.05; sedis, 1.45; 
heavy, $1.60. 

ge ght ng line, lock A 
$5.2 super giant, 12%- 
ts "so: individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 

Paper.—Bermico sheathing, $85 a 

ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; "smaller 
$65. 50 a ton. 

Roof Coating. Sen aa liquid, 
green and red, 5 per gal.; 
l-gal., $3.50; Ra oat cement, me 


quote from Boston jobbers’ 
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The only heater with a 


porcelain enameled fire bowl 


More intense, safe heat is not the only important 
feature of the new Florence. 

It has another unique feature—the porcelain 
enameled fire bowl. 

This new Florence porcelain enameled fire or 
heater bowl is rust-proof, sanitary, and ever- 
lasting. Its color will not change. Moreover, 
porcelain-enamel is a_ better heat-radiating 
material than is plain steel. Its lustrous finish 
radiates more heat sideways and downward into 
the room at practically body level, where it does 
the most good. 






MNONseeagaeoecongacono™ 
MEL Locus 












The New Florence Air Distributor 


The air distributor or spreader is the heart of any 
heater. This new Florence Air Spreader is a marvel 
of efficiency. It delivers an unusually large volume 
of heated air to the flame at its hottest point. And 
because this supply of oxygen is perfectly balanced 
and controlled, Florence heat is safe heat. 

Your eye will prove to you that the new Florence 
is very beautiful. It is made of materials that insure 
this beauty will be everlasting. The Florence sales- 
man will gladly demonstrate this new and better 
heater. 


FLORENCE STOVE COMPANY, Dept. 754, Gardner, Mass. 
Makers of the Famous Florence Oil Ranges 


FLORENCE 


OIL HEATERS ...... 
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gal., 32c. list; 
33% per cent. 


SHEET LEAD.—The down swing in 
pig lead quotations appears to have 
been checked, for the time being, at 
least. Sheet lead prices therefore ap- 
pear steadier. 


l-gal., 35c. Discount 


We quote from Boston jobbers’ 
stocks: 

Sheet Lead. — Per lb., 15%c. base 
ist. 


SPRAYERS.—Continued buying by 
those retail dealers have served to keep 
interest in sprayers alive in wholesale 
circles. 
We 
stocks: 
Sprayers.—Compressed air galvan- 


quote from Boston jobbers’ 


ized, four gallon, $4.85 each; brass, 
$6.50; continuous atomizer, 1 qt., $7 
per doz. net; tin, 1 pt., $3 


STEP LADDERS.—A really good 
movement of step ladders out of job- 


Minnesota Has 


(Minneapolis office of HARDWARE AGE) 


ALES of hardware as well as all general lines con- 
S tinue to be held back materially by cold and unusual 


weather, 


AXES.—Fair demand; stocks good; 
prices steady. 
We quote from jobbers’ _ stocks, 


f.o.b. Twin Cities: 

base weights. $14; 

base weights, $19. 
BOLTS.—Sales show a steady gain; 
stocks ample; prices steady. 


Weé quote from jobbers’ stocks, 
f.o.b. Twin Cities: Small and large 
carriage bolts 50-10 per cent; small 
and large machine bolts 50-10-10 per 
cent from lists. Stove bolts 70 per 
cent; lag screws, 60 per cent from 
standard lists. 


BRADS.—Good demand; 
cient; prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—The total 
volume of builders’ hardware sales is 
not keeping up to that of last year. 
There is as much or more in the way 
of individual orders, but the construc- 
tion of apartment houses is way below 
that of last year and these buildings 
are heavy users of builders’ hardware. 
However, the season is just getting 
under way. 

CHURNS.— Average demand; 
good; prices stationary. 


Single bit axes, 
double bit axes, 


stocks suffi- 


stocks 


-“"We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel Type 
naman 40 per cent from standard 
ists. 


COASTER WAGONS.—Steady demand 
and good volume; stocks ample; prices 
firm as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Auto Wheel coast- 
er wagons No. 60, $5.50 each: No. 61, 

6.44 each; No. 62, $7.03 each; No. 63, 

7.72 each; Overland coaster wagons 

33% per cent from factory list. 


EAVES TROUGH, CONDUCTOR 


snow having fallen pretty well over the 
entire State of Minnesota within the past few days. 

A decided improvement is exnected as soon as more sea- 
sonable weather prevails, especially for garden hose, lawn 
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bers’ stocks is noted. Wholesale stocks 
are fast becoming depleted. 


We quote from Boston jobbers’ 
stocks: 

Step Ladders.— Paris line, 3-ft., 
$2.70 each, list; 4-ft., $3.60; 5-ft., 
$4.50; 6-ft., $5.40; 7-ft., $6.30; 8-ft., 
$7.20; 10-ft., $9. Discount from store, 


33% per cent; from factory, 40 per 
cent, 


TOILETS.—Sales of chemical toilets 
are on- the increase, but nevertheless 
are behind those for the corresponding 
period last year. 

We quote from Boston jobbers’ 


stocks: 
Toilets. — Chemical, No. 160, $10 
Liquid 


each net; No. 162, $7.33. 
chemical, $1.34 a can. 


WALLBOARD.—tThe use of wallboard 
is increasing. This material is found 
the most practical, in view of the high 
cost of lumber, for work in cottages 
and for temporary home work. 
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so quote from Boston jobbers’ 


ocks: 

_  aliearé: —Regular, ,-in. thick, 
$32.25 per 1000 sq. ft. way fs -in. 
thick, $36 per 1000 sq. ft. net 

WINDOW WEIGHTS.—Most of the 

foundries making window weights have 
reduced prices slightly, yet jobbers have 
taken no action in this. direction. 


bor _ quote from Boston jobbers’ 
stock 


Winaew Weights. — From _ stock, 
weights under 5 lIbs., 3%4c. per Ib.; 5 
Ibs. and more, 3c. 


WIRE CLOTH.—Although the average 
order for wire cloth received daily con- 
cerns a small amount of stock, business 
in the aggregate is increasing. 
We 
stocks: 
Wire Cloth.—Black, 12-mesh, 24 to 


quote from Boston jobbers’ 


48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; 14 mesh, 24 to '36- -in., 
$2.90; pearl, $4.25. 


May Snow Storm 
—Staples Slow, Specials Fair 


equipment. 


freely. 


PIPE AND ELBOWS.—Sales_ good; 
stocks ample; prices remain unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
— single bead, 5-in., $5.25 per 100 
-in., 28-gage conductor pipe, 
$5.40 per "100 ft.- 3-in. conductor el- 
bows, $1.73 per doz. 


FIELD FENCE.—Better demand; 
stocks good; prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Field Fence, 56% 
per cent from lists. 


FILES.—Sales of good volume; stocks 
ample; prices as last quoted. 


/ 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50 per cent; second grade files, 60 per 
cent from standard lists. 


FREEZERS. — Unseasonable weather 


continues to hold back sales; stocks 
good; prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: 
and Arctic Freezers, 50 per cent 
discount from respective lists: Alas- 
ka Freezers, 20-10 per cent from 
lists; Auto vacuum freezers, 3314 
per cent from lists. 


GALVANIZED WIRE.—Somewhat bet- 
ter demand, especially for galvanized 
pails and garbage cans. Stocks good; 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1, 
ag oe Bc $6.85; No. 2, $7.75; 
No. 3, 5: heavy galvanized tubs, 
No. i sho: ONO'S $13.25; No. 3, $14.50; 
standard galvanized ‘pails 10- at., 
$2.55; 12-qt., $2.90; 14-qt., $3.30: 16-qt., 
stock pails, $5; 18-qt., stock pa 
$5.75 per doz. 

HAMMERS AND HATCHETS.—De- 
mand now fairly active; stocks good; 
prices steady. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%, $13.50; 


‘hite Mountain 
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mowers and garden tools and other seasonal goods. 
With the opening of the fishing season just a few days 
away there has been a good demand for fishing tackle and 


Fairly steady demand for carpenters and mechanics’ 
tools. Automobile accessories and supplies are selling quite 


Plumb HF$91 
$12; 


, $12; Riverside 611%, 
Plumb broad hatchets No. 2, 
$17.15; Plumb shingling No. 2, $13.15; 
Plumb claw No. 2, $14.40 per doz. 


HOSE.—Some demand being felt, al- 
though weather conditions retard sales; 
stocks good; no price changes. 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Garden hose, 
competition grade, 3-ply, %-in., 9c 
per ft.; 5-ply, 10%c per ft.; %-in. 
moulded hose, 12c per ft.; %-in. is 
about one ce nt less per ft 


LANTERNS. — Fairly good demand; 
stocks good; prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.; 
No. 130, Midget vehicle lanterns, $17 
per doz. 


LAWN MOWERS.—Demand expected 
to open up with first warm spell; stocks 
good; prices as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best standard 
grades of lawn mowers 25 per cent 
from lists; 16-in. ball bearing mowers 
in ordinary grades, $9.00 to $10.50 
each according to quality. 


MILK CANS.—Sales fair; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad milk 
cans, 5-gal., $2.60 each: 8-gal., $3.10 
each; 10-gal., $3.20 each 


N AILS.—Good demand for nails; stocks 
good; prices show no further change 
since decline noted on cement coated 


nails. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard wire 
nails, $4.10 per keg base; cement 


coated nails, $3.40 per keg base. 
PAINTS.—Demand for paints remains 

good; stocks good; prices as last. 
We 


quote from jobbers’ stocks. 
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The penetration test shows 
how firmly Viskalt is knit- 
ted together internally to 
resist years of weather 
strain. This severe test 1s 
only one of many which 
prove its fitness as a vital 
part of Richardson Roofing 
Products 


HARDWARE 


AGE 


Note under the microscope 
how the sturdy Duramen 
fibres interlock to catch 
and bind the Viskalt intoa 
solid weatherproof armor. 
Billions of these tiny fibres 
give Viskalt Roof Coating 
and Viskalt Cement super- 





RIc 


PAINTS - 





i Sin ee La 
OC ak oy Drege 


gee 


Your customers will be quick to appreciate 
these methods of renewing old roofs at a 
small fraction of the cost of reroofing jobs. 
And you can easily show them why Viskalt 
Roof Paints, Cements and Coatings are su- 
perior to ordinary kinds. That means ready 
sales—with generous profits for you. 

The unusually durable materials of these 
products give you definite selling points. 

The waterproofing base is Viskalt, un- 
usually durable because vacuum-processed 
and 99.8% pure bitumen. With it are mixed 
Duramen fibres by the patented Woodley 
method, to give a reinforced protective coat- 
ing between the old surface and the weather. 

Look over the forms of Viskalt products 
listed here and recommend to your customers 
the one best suited for each job. 


Viskalt Roof Coating (Fibrated) 


When the felt in a roof has dried out and is 
breaking down, Viskalt Fibrated Roof Coat- 
ing will renew and protect it. 


iskalt 


w~Pliant Under Stress~ 


CEMENTS - 





HARDSON 


COATINGS 


endurance 


Viskalt Roof Paint 


Where the felt in an old roof is firm, but needs 
resaturation, use Viskalt Roof Paint. Its 
sturdy Viskalt base makes one coat outlast 
about four of ordinary roaf paint. Easy to 
apply. Will not crack nor melt. 


Viskalt Cement (Fibrated) 


For resurfacing old composition, tin or metal 
roofs, this product is unusually durable and 
can be applied by unskilled labor. It is also 
unexcelled for general repair work, rustproof- 
ing and waterproofing. 

Why not enjoy the profits from these un- 
usual products! Write us. We will send you 
details on other Richardson products which 
are making profits for hardware dealers. Just 
use the coupon below. 


ke RICHARDSON COMPANY 


Dept. 61-F Lockland (Cincinnati) Ohio 


Chicago New Orleans New York City Atlanta Dallas 


© 1924, The Richardson Company 


Definite selling points make these 
roof preservers profitable 





Lockland, Ohio 








Pe i 





The Richardson Company Dept. 61-F 


BRIER es Le eh el Vee 


Gentlemen: Please send me furtlier informa- 
tion on Viskalt Roofing Products, Lok-Top 
Asphalt Shingles and Rubbertex Roll Roofing. 
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Are you displaying Arcade 
Crystal Coffee Mills on this 
attractive stand? It not, see 
your jobber about it immedi 


ately—-it means more sales 
for you. 
National advertising 


has made Arcade hard- 
ware and toy items 
popular’ sellers for 
dealers everywhere. 
You, too, can cash in 
on profitable merchan- 
dise backed by 40 years 
of manufacturing ex- 
perience in producing 
test-proof products at 
a minimum cost. 


ARCADE 
Manufacturing Company 


Freeport, Illinois 









Ask your nearest 
bber for he 
mmediately. Write 


ple ne oOo 
Squeezers cade hardwWare and 
famous cast-iron 


toys. 














HARDWRRE 
and Torys 
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f.o.b. Twin Cities: First quality house 
sn pg $5 80 per gal.; second quality 
ret 2.10 per gal; white lead, 
13.53 A cwt. 

POULTRY NETTING.— Sales good; 
stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: exagon Poultry 
netting, 45-5 per cent from standard 
price lists. 

ROPE. — Sales remain good; stocks 
ample; no further price changes since 
last issue. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 


manila rope, 19% cents per lb. Best 
— of sisal rope, 16% cents per 


SANDPAPER. — Steady demand for 
sandpaper; stocks good; prices remain 
as last quoted. 


We quote from jobbers’. 
f.o.b. Twin Cities: Best grade No. 1 
Sandpaper, per ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1, per ream, 


SCREWS.—Sales in general are good; 
stocks ample; prices show no change. 


stocks, 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round heac 


L 
blued screws, 72% per cent; flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 


SASH CORD.—Fairly active demand; 
stocks ample; prices remain as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades No. 8, 
86c per lb.; ordinary grades No. 8, 
56c per Ib. 


SASH WEIGHTS. — Demand improv- 
ing; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 


SOLDER.—Market remains quiet, with 
fair demand; stocks good; prices un- 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed Half 
and Half solder, 35 cents per Ib. 

STEEL SHEETS.— Fairly good de- 
mand; stocks good; prices remain sta- 
tionary. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 


steel sheets, $5.95 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TIN PLATE.— Sales about average; 
stocks ample; prices steady. 
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We quote from jobbers’ stocks, 
f.o.b. Twin ee: Tin plate, Furnace 
Coke, ICL. 20 4.75 per box; 
Roofing tin, IC 20 x 28, 8-lb. coating, 
$14.25 per box. 


TRANSPARENT WARE.—Demand re- 


mains good; stocks ample; prices 
steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: re oven ware: 
No. 101 casseroles, $1.33 each; No. 
197 casseroles, $1. 17 each; No. 202 pie 
~~? 50c; No. 210 pie eaten, SF 
212 bread pans, 60c; 231 
utility pans, 67c; t 
cup, $1.67 each; No. 24, 4-cup, 
each; No. 36, 6-cup, $2.33 each. 


WHEELBARROWS. — Sales good; 
stocks ample; prices remain unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: ood stave bar- 
rows, fully bolted, $37.50 per doz.; 
Tubular steel, No. 1, $6.75 each; 
wood garden barrows, $6.25 each. 


WINDOW SCREENS AND SCREEN 
DOORS. — Demand is small because 
of unseasonable weather; stocks good. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 24-in. Sherwood 
adjustable window screens, $7.40 per 
doz.; 24-in. Wabash extension, $6.50 
per doz.;: Common _ screen doors, 
2-8x6-8, $28 .20 per doz.; Fancy screen 
doors, 2-8x6-8, $32.30 per doz. 


WIRE.— Sales show some improve- 
ment; stocks good; prices remain as 
last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70; 
galvanized cattle, $3.97; painted hog 
wire, $3.96; galvanized hog _ wire, 
5.25; smooth black annealed No. 39, 
4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WIRE CLOTH.—Good demand now 
opening up; stocks good; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12x12 mesh, $2.20 per 100 sq. ft.; Gal- 
vanized cloth, 12x12 mesh, $2.70 per 
100 sq. ft. 


WRENCHES.—Sales of wrenches con- 
tinue to be good; stocks fairly well 
— ; prices remain firm. 


uote from jobbers’ 
PP Mg win Cities: Agricultural 
wrenches, 65 per cent; Coes wrenches, 
40-10 per cent; engineers’ wrenches, 
62% per cent ‘from new lists; knife 
handle wrenches, 40-10 per cent; Still- 
son and Trimo wrenches, 60 per cent. 
Snap-on wrenches in sets, No. 101, 
$15.25; No. 202, $8.80, No. 404, $8. 15: 
No. 505B, $3.40, less 40 per cent, f.o. b. 
Milwaukee. 





stocks, 





How Do They Know? 


HILE the HARDWARE AGE re- 

porter was waiting in the store 
of the Williams Hardware Co. in 
Streator, Ill., a short time ago, he 
noticed a great many children com- 
ing and going. Becoming curious, 
he followed a group down the aisle 
to the rear of the store, as they 
seemed to know just where they were 
going. “Two cents’ worth of jacks, 
please,” said the little miss of eight, 
and a clerk sprang over to the “no- 
tion” counter, as it is called, and 
carefully counted out ten jacks and 
placed them in the grimy little hand. 
As she waited for the nickel to be 
changed, she very carefully counted 
over her purchase to be sure she had 
full measure and perhaps was hoping 
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that the salesman had given her one 
or two too many. 

Later in the day we had the oppor- 
tunity of asking “Chief” Williams 
about the jacks and his drove of 
diminutive customers. He _ said, 
“Father has always kept a supply 
of jacks in that particular case and 
year after year the youngsters come 
trooping in and we wait upon them 
just as seriously as if they were 
spending a dollar.” 

If anyone thinks that children are 
not good advertisers it will be neces- 
sary to show what brings these little 
customers each spring to this par- 
ticular store. Each spring there is 
a new crop of children between the 
ages of eight and twelve, and they all 
seem to pass on the good word to 
their friends. 
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Union Hdwe. Co. Booklet for 
60th Anniversary 


The sixtieth anniversary of the in- 
corporation of the Union Hardware Co., 
Torrington, Conn., was recently com- 
memorated by the issuance of a book- 
let, in which the history of the company 
is outlined. 

The business to which the company 
succeeded was established in 1854, and 
at that time the principal, if not the 
only, product was ice skates. The com- 
pany was incorporated in 1864, and the 
manufacture of roller skates was 
started in 1876, and a catalog issued at 
this time listed numerous other prod- 
ucts. The manufacture of tackle locke 
was started about 1886 and steel fish- 
ing rods in 1905. The Tower & Lyon 
Co., of New York City, at one time 
agents for the company, and carrying 
an extensive line of tools and police 
goods, was taken over in 1911. In 1922, 
the company began to manufacture fish- 
ing reels and in the same year it pur- 
chased the T. H. Wood Co., of South 
Coventry, Conn., manufacturers of silk 
fishing lines, and silk cords. 

The present officers of the company 
are: President, Thomas W. Bryant; 
vice-president and general manager, 
Frank J. Damon; secretary, Christian 
G. Hoerle; treasurer, William M. Clark; 
assistant secretarv and sales manager, 
Frederick J. Rudden. The company has 
recently established a stock of tackle 
blocks at 116 Walnut street, Philadel- 
phia, in charge of John S. Tyler. 





Devoe & Raynolds Executives 
Return from Trip 


Phillips, Wg resident and 
general manager and E. D. Peck, direc- 
tor of sales of Devoe & Raynolds Co., 
Inc., New York City, have just returned 
from an extended visit among branch 
offices and dealers in Chicago, Cin- 
cinnati, Minneapolis, Des Moines, 
Omaha, Kansas City, Dallas, New Or- 
leans and Atlanta 

Mr. Phillips and “Mr. Peck made selec- 
tions for the opening of two new Devoe 
stores, one to be located in Minneapolis, 
which will be opened at once, and the 
other to be located in Dallas, Tex., to 
be opened about July 1. 


E. S. 





Baumgarten Stock Closed Out 


The stock of the W. B. Baumgarten 
hardware store, Dubuque, Iowa, has 
been closed out. Mr. Baumgarten 
failed in health and his sons decided 
to close out the business. Both stock 
and fixtures were sold to other hard- 
ware dealers in the State, 





Gifford & Son, Inc., Sold 


John A. Gifford & Son, Inc., auto- 
mobile hardware, forgings, trimmings 
and carriage and wagon supplies, 42 
West Broadway, New York City, has 
recently disposed of its business to 
Edgar A. Barker and Otto E. Stelter, 


who have been connected with the com- 


pany for many years and who will 
continue under the name of Barker & 
Stelter, 104 Greenwich Street. 

John A. Gifford & Sons will continue 
only for the purpose of disposing of 
its remaining stock and liquidating its 
affairs, preparatory to retirement from 
the business which has been carried on 
by it and its predecessors for seventy- 
five years. 





Bommer Spring Hinge Co. 
Issues Unusual Novelty 


An ingenious novelty, by means of 
which a set of questions are automati- 
cally answered in an altogether mysti- 
fying manner, is now being distributed 
by the Bommer Spring Hinge Co., 
Brooklyn, New York. The novelty may 
be obtained on request. 





Kautenberg Co. Increases 
Lines 


W. E. Kautenberg Co., Freeport, IIl., 
has recently increased their line to in- 
clude such items as vacuum washers, 
juvenile golf sets and an assortment of 
toys and games. 





Vigna-Rodgers Incorporates 


The Secretary of the State of Illinois 
has issued incorporation papers to the 
Vigna-Rodgers Hardware Corp., 124 E. 
Main Street, Collinsville, III. The in- 
corporators are: Marie Huffendick; 
Moritz Rodgers and Louis E. Vigna. 
The company is_ incorporated for 
$12,000 





M. & M. Co. Adds Sporting 
Goods 


The M. & M. Co., 500 Prospect Ave- 
nue, Cleveland, jobbers, radio supplies 
and auto accessories, have added a 
sporting goods department, which will 
be in charge of C. V. Brown as man- 
ager. 





Jarrett Sells Out 


E. F. Jarrett, who recently disposed 
of his hardware business at Boyers- 
town, Pa., has ae associated him- 
self with the J. S. Krause Hardware 
Co., Bethlehem, Pa. 





Wilson Hardware Seeks Catalogs 


The Wilson Hardware Co., wholesale 
and retail hardware, No. North 
Mechanic Street, Cumberland, Md., 
whose store was ‘damaged as a result 
of the recent flood in that city, is de- 
sirous of receiving catalogs from 
manufacturers and jobbers handling 
hardware, sporting goods and automo- 
bile accessories. The company’s entire 
library of trade catalogs was destroyed. 





DULUTH 





Duluth 880-L is doubling 
both paint and brush sales 


in progressive hardware 
stores everywhere. 


Sell a Good 
Brush withEvery 


Sale of Paint! 


With Duluth equipment you can sell 
a real brush with long profit to just 
about every family that does any 
spring or summer painting—not a 
fifty-cent one either. 


Cash in on the national advertising 
the big paint companies are doing, 
by displaying paints and varnishes. 
The big manufacturers are spending 
hundreds of thousands of dollars to 
tell people what paint to use inside 
and outside the home, for wicker and 
porch furniture, for the nursery or 
play room, for the garage, the auto- 
mobile, the motor boat, and for 
everything else paintable. 


Display your shelf goods alongside 
your brushes, so that paint customers 
will ask about the right brush for 
the jobs they are going to do. Good 
brushes really sell themselves, when 
they are displayed this way. Result: 
your customer does a better home 
painting job, and your cash register 
rings up doubled profits! 


There’s a wealth of sales-making 
suggestions about ponte and brushes 
as well as other 
merchandising in 
“Showing Is Sell- 
ing,” which we are 
sending free and 
postpaid to deal- 
ers who are 
anxious to speed 
up their turnover | LO" 
and make larger 

profits. It contains 48 pages of prac- 
tical, usable ways of doing a bigger 
business on your present investment, 
and more than doubling your turn- 
over. Tell us where to send your 
copy. Ask for catalog 19, too. 


DULUTH SHOW CASE CO. 
DULUTH. MINN 






Selling 
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New Factory Shows Growth of 
Camp Equipment Field 


The American Gas Machine Co., Al- 
bert Lea, Minn., has just moved into a 
large addition to their plant and the 
announcement has brought to light some 
interesting facts relative to the rapid 
growth of camp accessories in the hard- 
ware fields. Today the auto owner can 
place beds, tables, stools, chairs, tents 
and stoves on the running board of his 
car. All of them are so compact and 
light that they add little to the weight 
of the car. When he reaches camp he 
is surrounded by all the comforts of 
civilization and yet is thoroughly able 
to enjoy the great outdoors without an- 
noyances or discomforts of any kind. 

C. Hanson, the president of the 
company, is one of the pioneer motor 
campers and an ardent outdoor en- 
thusiast. In the old days of single 
cylinder automobiles he first began to 
take motor camping and fishing trips 
us the limitations of the “horseless car- 
riage” and highways of that day would 
permit. | 

The cooking problem was a serious 
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one until Mr. Hanson conceived the idea 
of building himself a portable gasoline 
stove. This first camp stove attracted 
considerable attention and in 1911 “the 
furnace in a bucket,” which was the 
name by which this first camp stove 


was generally known, was placed on the. 


market and it is said some of them are 


‘still in use. Out of this beginning grew 


the present American Kampkook which 
was placed on the market in 1917. 

The manufacturer claims that the 
increasing popularity of the Kampkook 
brought in requests from dealers for a 
gasoline stove operating on the same 
principle and the Albert Lea Kitchen- 
kook is the answer to that demand. 

Many businesses have grown from 
more humble beginnings and the recent 
addition to the plant of this concern 
shows one of the interesting develop- 
ments which has come to the hardware 
trade in the past decade. What this 
firm has done in its particular field will 
he done by others in their own lines and 
as we pass from year to year it is in- 
teresting to watch the development of 
the hardware lines that start in a small 
way and gradually claim for themselves 
a permanent place in our business. 
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B. F. Avery & Sons Sponsor Fair 


For the purpose of fostering a 
greater spirit of cooperation between 
manufacturers, dealers and consumers, 
an agricultural exposition and fair was 
recently held at the Central Sales 
House, Campbellsville, Ky., under the 
auspices of B. F. Avery & Sons, manu- 
facturer of “Trojan” agricultural im- 
plements, Louisville, Ky. 

-The exposition was largely attended 
and the program included speeches on 
farm topics, illustrated by moving pic- 
tures, and the awarding of prizes to 
farmer contestants for the finest ex- 
ample of farm products and live stock. 





Jordan Remodeling 


The Jordan Hardware Co., Ottawa, 
I]l., is remodeling its store and finishing 
up a large household display room. The 
house furnishings department will be 
moved to the rear of the store and wil! 
be displayed entirely throughout on 
rew fixtures. The larger items such as 
washing machines, stoves, ranges, etc., 
will be displayed in the new room ad- 
jacent to the new department. 


Forty Years of Hardware 


I admitted that I did. He expressed his sincere regret 


(Continued from page 54) 


one. 


It developed, however, that Mr. X. with his 








and said that he thought the game demoralizing. Then 
he inquired if I had invited Mr. X to one of these 
poker parties. I also admitted that this had happened. 
Then he said to me—‘What happened?” I told him 
that while Mr. X. may have had all kinds of rough 
riding war experiences, he had not yet learned the 
art of knowing when to lay down three of a kind. 
Mr. Simmons’ gray eyes twinkled. “Now, Sank,” he 
said, “I recommend that you learn to play whist. It 
is a much nicer game than poker and I also think it 
was not just the nice thing for you to invite Mr. X. 
to play cards with your gang of hardened criminals.” 
I promised him that it would never occur again and 
it didn’t but just the same, the gang did not think 
that Mr. X. was a very good sport for running to the 
president of the company and telling him about his 
card losses. 

This gentleman also resigned and wended his way 
back eastward. He married the daughter of the 
president of one of the largest corporations in the 
country. He was an ambitious and attractive fellow. 
A few years afterward a certain manufacturer in 
Connecticut sent me a telegram asking what I thought 
arout Mr. X.—reply immediately and confidentially. 
I simply wired back—‘Put the firm’s books in the safe 
and turn the combination.” Later I was in New York 
and I received a telegram from the president of this 
factory asking me to come up and pay them a visit. 
I went. It seems that Mr. X. secured a positien with 
them. It was a very old business. The management 
of the business had been in one family for many years. 
My friend the president had held that job for a quarter 
of a century. However, the president did- not control 
the stock but no one all these years had ever thought 


of ousting him as the business was a very profitable . 


father-in-law’s money had started in quietly to buy 
up the stock of the company. He had decided to make 
himself president. At the time his little scheme was 
discovered, the president wired me. As a matter of 
fact, the president and the entire’ board of directors 
of this old company came very near to being ousted 
by this young gentleman who came West to learn how 
to play poker. 

I have never heard of Mr. X. since and possibly 
if he reads these lines, he may not be fond of me any 
more. The story, however, I think is too good to 
keep. Anyhow it was a long time ago and possibly 
my young college friend since that time may have 
been able to capture some corporation and fix himself 
permanently in a satisfactory job. 

I am briefly referring to these conditions that ex- 
isted in our business because they had a very decided 
bearing upon what happened to me and also to a 
number of the other veterans in the Simmons busi- 
ness. They also, I think, had a great deal to do with 
what happened to the business itself, although it took 
a number of years for things to work out to their 
inevitable conclusion. 

It may not be out of place for me to digress at this 
point long enough to say that Tom Dymond from his 
beautiful home in Los Angeles, Cal., writes me that 
on that momentous occasion in the basement of the 
hotel in Milwaukee, described in a previous article, 
he was dealing stud poker and not faro bank. He says 
that he objects to my statement. that he was dealing 
faro bank as that is gambling while dealing stud poker 
is a lead pipe cinch! 

Mr. Dymond, allow me to greet you and say that 
you have now had your hearing in court! 

(to be continued) 
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Wake Up Your 


Weatherstrip Business! 


If your weatherstrip business is not good, it is because you are 
not handling the right kind of weatherstrip. 


The definite superiority and sales possibilities of Economy Metal 
Weatherstrips have been recognized by live dealers from coast 








$ 

c to coast. These hardware men are cashing.in double profits on the 
é distinctive features of Economy Strips that instantly appeal to 
_ 1S weatherstrip purchasers. 

$j a. ‘ 

zi v4 Permanent, Efficient, Economical and Easy to 
; le Install 


Economy Metal Weatherstrips are made of bronze; therefore do not rust 
and are guaranteed to last a lifetime. They keep out dust, dirt, drafts, 
rain and snow. They cost no more than cheap, temporary strips. They 
do away with storm windows and save coal. They can be easily installed 
by anyone without removing windows. Can be applied to all doors with 
equal ease. 


Complete Equipment in Attractive Carton 























WOODEN Complete equipment for door or window, with instruction sheet and nails, 

BLOCKS is contained in a handy carton. To make handling easy for dealers, they 
are put up in boxes of two dozen cartons. 

\\ Economy Strips come in two sizes of windows, 36” x 36” x 36” and 
42” x 42” x 42”, and two sizes of doors, 36” x 84” and 42” x 84”. 


The carton for 36” window retails at $1.89 and 42” window at $2.21; car- 
ton for 36” door retails at $2.01, and 42” door at $2.14. Subject to regu- 


lar jobber discounts. . 


Our Sales Plan with Advertising Leaflets makes selling easy. Hardware job- 
bers and dealers are furnished small sample windows completely equipped 
with “Economy” for display purposes, and to assist their salesmen. 


Place an order for “Economy” today and 
make your weatherstrip business boam! 


Sager Metal Weatherstrip Co. 
162 W. Austin Ave. Chicago, Ill. 


SAGER METAL WEATHERSTRIP CO. 5-22-24 } 
162 W. Austin Ave., Chicago ; 


‘ 
‘ 
' 
' 
1 ” 
, ,_. 86" x36"x36” ; 

' Send prepaid 1 box Economy Metal Weatherstrip size 49°249"242" containing 
: 24 cartons, complete equipment for 2 doz. windows. 

: : 3 » 6”x3 ” ; ‘ 4 
: 1) Send prepaid 6 carton, size rt v2 Base A complete equipment for 6 windows as 
a sample order. 
‘ 
' 
' 
' 
' 
' 





[] Send full information with samples. No obligation whatsoever. 
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Washington News 
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tical provisions under which the taxes 
on 1923 incomes paid in 1924 will be 
reduced 25 per cent. Under this pro- 
vision the payments to be made on 
June 15 will be cut 50 per cent to make 
up for the fact that March 15 pay- 
ments were made in full. The pay- 
ments due Sept. 15 and Dec. 15 will be 
reduced 25 per cent. 

Even should the revenue bill fail to 
become a law at the present session it 
is believed a joint resolution would be 
rushed through both houses before ad- 
journment enacting the substance of 
the House and Senate provision re- 
ducing the payments to be made in 
1924 on 1923 incomes. 


Business Fears Harmful Legislation 


For the purpose of acquainting 
President Coolidge with the viewpoint 
of business on the economic needs 
facing the country, President Julius 
H. Barnes of the Chamber of Com- 
merce of the United States called at 
the White House during the past week 
and spent an hour discussing the legis- 
lative situation with the President, em- 
phasizing strongly the fact that there 
is now a perceptible hesitancy in busi- 
ness in all directions which cannot be 


‘ 
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arrested until the misgivings over 
harmful legislative measures are dis- 
pelled. Upon leaving the White House 
Mr. Barnes said: 

“It must be kept in mind that the 
fundamental conditions of business to- 
day are sound, but there is manifest 
slowing up of the spirit of enterprise, 
which feeling needs to be eliminated at 
the earliest possible moment. 

“Industry needs steadily for its ex- 
pansion and development the annual 
reinvestment capital of large incomes. 
The business world had hoped for a 
surtax policy that would attract capi- 
tal for this expansion, with its en- 
larged employment and earnings, but 
that hope has gradually ebbed. De- 
clining security and declining com- 
modity prices have reflected this loss 
of confidence. 

“Industry needs reassurance that 
there will be no backward step in the 
policy of railroad regulation such as 
the Howell-Barkley bill would be, elim- 
inating as it does a public voice in rail- 
road labor disputes. 


Transportation Must Not Be Tampered 
With 

“Industry needs assurance that rail- 
road transportation, which last fall for 
the first time rose to the full needs of 
American commerce, should not be 
tampered with but allowed to demon- 
strate its effectiveness under the pres- 
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ent transportation act by further ex- 
perience. 

“Industry needs the utmost economy 
in all Government expenditures, and 
certainly no additional burden such as 
the bonus grant would lay on national 
finances. 

“Industry needs a definite termina- 
tion of all proposals that Government 
shall buy or sell or manufacture in 
competition with established private 
industry. The effect of such proposals 
as the McNary-Haugen bill and Nor- 
ris-Sinclair bill is destructive far be- 
yond the industries particularly in- 
volved and undermine the confidence of 
all activity. 

“There is no real reason why this 
business hesitance should develop into 
unemployment if there is intelligent 
team play between Government and in- 
dustry; that is, understanding of the 
economic laws that rule in the business 
world and appreciation of the fact that 
the American home rests on sound ob- 
servance of those laws. 

“It would be a great pity if efforts 
for partisan advantage or inability to 
appreciate the real needs of American 
industry which provide employment 
and earnings for the American home 
should result in unwise and destruc- 
tive legislation where the opportunity 
is present to display a high grade of 
statesmanship in measures which will 
lay the firm foundation for business 












The OILER 
That SELLS Itself 


Wherever Shown 





Patented Valve 


The HARDING O-No- 
Drip Oiler is made with 

\ a Patented Valve which 
positively prevents oil 
from leaking out of can. 
even when can is held 
bottom side up. 


The Aarding O-NO-DRIP 


Oiler is built of the finest material that ever went 
The Spout is of Seamless Brass— 
Thumb pressure on the 


into an oil can. 
practically unbreakable. 
heavy steel cup regulates flow. 


Our capacity is 20,000 Oilers per day. 


ARTHUR S. HARDING CO., Manufacturers 
WEST SOMERVILLE 


We make a complete line of Oilers for every purpose 
in % and 1 pint sizes, with 3, 5 and 9 inch straight 
or curved spouts. 


We allow Dealers a profit that makes handling the 


HARDING Line worth while. 


MASS. 
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“recovery which will reach all sections 
of our people.” 


May Restrict Quantity Discounts 


A manufacturer who elects to em- 
ploy a system of discounts based on 
quantity purchases does not violate the 
Clayton act, the Federal Trade Com- 
mission act or the Sherman act when 
he denies such quantity discounts to 
chain stores and cooperative buying 
associations composed of independent 
retailers. This important doctrine is 
laid down in a decision of the United 
States Circuit Court of Appeals, Sec- 
ond Circuit, which reverses an order 
of the Federal Trade Commission 
against the National Biscuit Company 
and the Loose-Wiles Biscuit Company. 
The full text of this decision has been 
received by the Department of Justice 
and is well worth the perusal of any 
business man. 

It is an interesting fact that the 
court which has decided this case is 
the same one which reversed the Fed- 
eral Trade Commission in the Gratz 
and Mennen cases, each reversal being 
subsequently sustained by the United 
States Supreme Court. It remains to 
be seen whether the Commission will 
again apply to the Supreme Court for 
a writ of certiorari. 

The opinion of the court is an elab- 
orate analysis of the business methods 
now employed by manufacturers and 
jobbers in the distribution of merchan- 
dise in all lines. Referring to the 
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chain stores the court makes this com- 
ment: 


Cost of Selling Does Not Govern 


“It may be that the cost of selling 
the chain is the same as the cost of 
selling to the owner of but one store, 
but that does not sustain the charge of 
price discrimination, for there is no 
provision in the Clayton act or else- 
where that the price to two different 
purchasers must be the same if it 
costs the seller as much to sell one as 
it does to the other.” 

That the public interest does not 
suffer as the result of the apparent 
discrimination against the chain store 
and the cooperative pool the court 
definitely asserts, and in summarizing 
its argument on this point it says: 

“We conclude that the sales policy 
of the petitioners as to their discount 
plan as well as the refusal to sell co- 
operative or pooling buyers, is fair in 
all respects as to all its competitors 
and customers. This policy obviously 
does not affect the public interest nor 
deprive it of anything it desires. It is 
a practice which is recognized by 
manufacturers of bakery products and 
is inoffensive to good business morals. 
It was error to direct the petitioners 
to sell to individual grocers who pooled 
their orders of purchase or who bought 
on a cooperative basis.” 

In concluding its opinion the court 
emphasized the principle that the 
courts and not the Commission are em- 
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powered to determine what is and what 
is not included in the term “unfair 
methods of competition.” 


Broadbent & Hawkins, Inc., 
Organized 


Broadbent & Hawkins, Inc., Boston, 
capitalized for $50,000, has taken out 
a Massachusetts charter to deal in 
timber and hardware. Vernon M. 
Hawkins, Plymouth; Wilfrid O. Broad- 
bent, Wollaston, Quincy; and Joel S. 
Fawcett, Melrose, Mass., are the offi- 
cers of the company. 





W. B. McLean Mfg. Co. 
Publishes Book 


The W. B. McLean Mfg. Co., 3040 
Bigelow Boulevard, Pittsburgh, Pa., 
has published a very instructive book 
entitled ‘Merchandising Methods and 
Equipment.” It deals with store fix- 
tures, stock arrangement and other 
factors pertinent to successful retail- 
ing. 





Reizen Opens Brooklyn Store 


Max Reizen has bought the business 
of the Kopstieg Hardware & Supply 
Co., 786 Broadway, Brooklyn, N. Y 
Mr. Reizen formerly conducted a store 
in Detroit, Mich., under the firm name 
of the Reizen Hardware Co. He re- 
quests manufacturers to serd catalogs, 
price lists, circulars, ete. 





Are YOU interested? 


send you ONE— 


You will sell it for 75c. 


them for $9.00, by Gum! 





Then send 25c in silver or postage stamps, and we will 


BYGUMAGRAM 


200%, PROFIT ON ONE! 
175% PROFIT ON MORE! 






Post Paid. 


Then you will order by the dozen at $3.25 and sell 


NORTH WAYNE TOOL CO. 


HALLOWELL, MAINE 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 











President and Sales Manager 








Reading matter continued on page 92 
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Concentrated Selling of Garden Goods 
the Antidote for Unseasonable Weather 


the dealers in the North are 

sending in rush orders for some 
of the items which have run short 
or were forgotten in the rush. It 
is up to the hardware dealers to 
hit this spring business right with 
a good healthy blow. There is no 
time to be wasted. Everybody was 
slow in starting and a blue air of 


S lithe a is actually here. Even 


BOVE is a dis- 

play of the Halil 
Hardware Co., Oak 
Park, Ill., featur- 
ing garden essen- 
tials. The _ trellis 
background puts 
this window in the 

usual class 


Reading matter continued on page 94 


quiet prevailed for several weeks. 
The farmer could not get to town 
in the Middle West because of mud; 
he couldn’t dig garden and he 
couldn’t repair fences. The people in 
northern sections were hampered by 
late heavy snows. 

Once the sun got on the job, the 
farmer had to take to the field to 
prepare the ground for seeding. 


+ 





& 


Everybody was several weeks late 
except the hardware man, who had 
his back room full of lawn mowers, 
seeds, steel goods, poultry netting 
and rubber hose. Of course there 
was a big rush, for people had waited 
until the last minute. But, due to 
other circumstances, it is doubted 
whether the rush of the first few 
weeks of good weather brought in- 


a 


4 the left is 
<+ another display 
of seasonal essen- 
tials used by A. 
Weber Co., Keokuk, 
Iowa. Poultry wire 
and supplies have 
been displayed to 
advantage 
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Io assure cleanliness - 961 






* 


an idea you can’sell” 4 
to your customers — 










Handles will not 
pull out or break 
Wood grip has steel rod through its cen- 
ter, firmly copper riveted between 
steel arms, which are triple riveted 
to boiler and soldered. They 
fit over edge of tub, sup- 
porting boiler when 
emptying. 







K Now is the time to buy 
Rome Copper Wash Boilers 


In relation to other commodities copper at present, is at a very low 
price level, lower in general than it has been for three years | 

It behooves the dealer to anticipate his future needs and buy Rome 
Copper Wash Boilers now—for as we save, you save. 

“To assure cleanliness—boil clothes” is an idea many dealers are ‘ 
“selling” their customers—and thereby doing a nice business in Rome 
Copper Boilers. 

You, too, can buy these boilers now and have a very profitable 
wash boiler business for months to come. | 

Rome Copper Boilers are built in every respect for the “abuse ot 
frequent use,” in small, medium, large sizes of 12-, 14-, 16-, 18-, and 
20-0z. copper. 

See your jobber or write us. 


ROME MFG.CO., Office and Factories: ROME, N.Y. 


Branches: 
NEW YORK, 342 MADISON AVE. BOSTON, 60 INDIA STREET. 
CHICAGO, 1431 LYTTON BLDG. SEATTLE, 302 PIONEER BLDG, 
SAN FRANCISCO, 610-614 WELLS FARGO BUILDING. 









COPPER 6& ALUMINUM UTENSILS 





94 


ase & 
‘Ss 
ug 


LF 
i; a < 





PRICELESS 
KNOWLEDGE 


The Crystal Globe can re- 
flect and is not a bad pastime. 
But you want action—action 
so the pocket will jingle and 
there can be more pastime 
and success. 


It took an egg to convince 
a lot of folks that the world 
was round, and an apple had 
to prove the Law of Gravita- 
tion. Which means that 
Columbus and Sir Isaac, like 
your good self, must “get it 
across.” 


HarpwaRE ACE CLASSIFIEB 
OPPORTUNITIES are not gazed 
at like a Crystal Globe! No 
siree! They’re not gazed at! 
They’re studied! Looked at! 
Used for ACTION! They 
act as direct stimulant to 
over 19,000 weekly subscrib- 
ers, reaching throughout the 
Hardware Field—Wholesale, 
Retail, Manufacturing, Sell- 
ing and Traveling. 

When you are in the market: 


Buying or Selling a store— 


Increasing your sales 
force— 
Looking for a_ business 
partner— 


Seeking a new position— 
Personnel problems—Want 
experienced and com- 


petent help— 


Your “want” will be brought to 
the right place and promptly, 
through this economical high class 
means, you will get results to your 
best satisfaction. 

The sooner you make the contact, 
the quicker you connect. 


ADVERTISING DEPARTMENT 
CLASSIFIED DIVISION 


HARDWARE AGE 
239 W. 39th St., New York 


Sce back pages of this issue—NOW. 
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as many sales as would have been ac- 
cumulated over the longer period if 
the weather had opened up four 
weeks sooner. 


Do It Now! 


This leaves only one thing for the 
hardware merchant to do, and that 
is to move as much in the short 
season as he would have sold in the 
longer one. Spring goods should 
occupy the thought and attention of 
every dealer to the exclusion of 
almost everything else for the next 
few weeks. Every window and 
every inch of display space should be 
made to talk. Good clean displays, 
good sized price cards, clean window 
glass and plenty of newspaper ads 
will turn the trick. 


Try These Ideas! 


There are many plans to be worked 
out to induce more people to put in 
gardens. The first big thought to 
be sold them is “Have Your Own 
Garden and Reduce Living Cost.” 
People feel a lot better and work 
a lot better with the fresh grown 
things from gardens, so play up this 
idea. Then awards could be given 
for the first vegetables of certain 
kinds which were planted on a cer- 
tain date. The ladies would be in- 
terested in a flower garden prize, 
providing you sold them the seeds. 
The youngsters would turn over 
every inch of sod in the place if 
they thought they had a chance of 
winning a sweater or a pair of roller 
skates or a coaster wagon for the 
best garden made from your seeds. 

Horticulturists force plants when 


‘they do not grow quickly enough. 


Business men force sales by various 
means when they are not heavy 
enough. The hardware man’can do 
a lot of legitimate forcing and it 
might be justifiable this spring if 
he expects his sales records to run 
as heavy as last year. People have 
as much or more money than they 
had a year ago, so the argument of 
no money will not hold. There is no 
road open but the short one which 
requires a lot of swift thinking 
coupled with swift action if sales 
are going to be as good as last year. 

The two accompanying illustra- 
tions show how some hardware 
dealers are going after this busi- 
ness with good window displays. 
The A. Weber Co., Keokuk, Iowa, 
started early. This display covered 
a wide range of spring items which 
appealed in some respect to every 
person passing the store. Out around 
Keokuk they make a lot of money 
out of chickens, and poultry sup- 
plies is a big item. This firm sells 
a world of poultry supplies. It 
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carries buttermilk and egg mash for 
feeding, as well as waterers, incu- 
bators, hovers, etc. Leg bands and 
rings are little items but big sellers, 
and they bring in a lot of people who 
need other supplies. 

Usually chickens and gardens are 
not far apart in mO6re ways than 
one and it is sometimes hard to keep 
them separated successfully, so the 
combination window of steel goods, 
garden seed and poultry supplies is 
not out of line. At least, both de- 
partments are usually in the back 
yard and are taken care of at about 
the same time. 

The other illustration shows how 
hardware merchants have to meet 
different problems. The Hall Hard- 
ware Co., Oak Park, Ill, is located 
in a big suburb of Chicago. People 
in Oak Park live in small homes with 
large yards, small apartments with 
gardens and large apartment houses 
without garden spaces of any con- 
sequence. But they have lawns and 
flowers are grown there, so this firm 
has a somewhat different problem 
than the Iowa store. The window at 
Hall’s runs more to seeds, lawn and 
garden equipment. They probably 
sell many items such as hedge clip- 
pers and special things which would 
not be in demand in Keokuk to any 
great degree. 


Youngsters Not Forgotten 


One thing is to be noticed in each 
window. Neither dealer has for- 
gotten the youngster. Toy spades 
and rakes and hoes are to be found 
in each display. These windows ap- 
peal to man, woman and child. Hall 
Hardware even shows some toy lawn 
mowers, but then they do a year 
around business in toys that is sur- 
prising to a lot of folks. The trellis 
covered with artificial flowers makes 
a mighty attractive background. 
Many hardware dealers have been 
pocketing some nice spare change 
the last two or three years from two 
or three standard styles of trellises. 

There is a big opportunity for 
sprays and insecticides from now on. 
Window displays and _ circulars 
through the mail will build up these 
sales. There is.one thing evident— 
that some spring merchandise will 
be carried over and spring sales will 
fall under last year’s mark if mer- 
chants do not use every effort to sell 
the goods. It means that all the sell- 
ing work and promotion ordinarily 
done over a full season will have to 
be crowded into a few brief weeks 
if sales are to keep up the average. 
The hardware dealer needs as much 
or more business than he had last 
year at this time, and he can get it 
if he puts the effort into it. 
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‘“Set’’ Idea on 
Wrenches 


Your Line 


aN 


Night Siadeas 
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LACKHAWKS sell 
themselves by the 
_—— oo = Quicker turnover 
See a “Hex” ‘ror you — and more 
Think of money in your pocket! 
Blackhawk Garage men and motorists 
appreciate Blackhawk fea- 
tures. Tough, all black fin- 
ish, baked on—unbreakable, 
welded sockets (exactly 
1/64” oversize) — over- 
strength handles. 


No. 112—One of the best latches ever sold 
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Is it complete? The Fraim Line in- 
cludes five latches. With them in 
stock you can meet all needs. 


ee, 
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Attractive display boards 
help you sell sets of Black- 
hawk Wrenches. “When 
you see a ‘Hex’ think of 
Blackhawk” — build your 
wrench business on _ that 
idea. And use Blackhawks 
yourself! 


JOBBERS: Write for cat- 
alog and discounts. 





Retail Prices 


Our New Latch 


Is No. 112, illustrated above—a beautiful 
latch in Antique Copper Finish with con- 
cealed screws. It has five pin-tumblers, is 
equipped with four keys, unlimited key 
changes, bolt head of cast bronze, with 
nickel silver springs and a device by which 
it can be dead-locked by slipping a bronze 
knob so it cannot be unlocked from the 
outside. 





No. 73 No. 71 


75c | | 1-90 
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AMERICAN GRINDER MFG. CO. 
Dept. E Milwaukee, Wis. 


SIRO. RRB 


St 


Blackhawk Set No. 46 — 
Ford Cars 

Takes care of practically § all 

Ford bolts and units. * Black- 

hawk quality—weight 7 Ibs. List 

price, set, $5.75—liberal dealer’s 

discounts. 


Ye 
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The Easiest Way to Sell 


night latches is from a FRAIM Dis- 
play Board—all ready to hang on 
your shelves. 


E. T. FRAIM LOCK CO. 
LANCASTER, PENNA., U. S. A. 





Selling Agents in 


New York Boston Montreal Nashville 
Chicago Seattle Vancouver Atlanta 
Detro y Ogden, Utah Philadelphia New Orleans 
San Francisco Los Angeles Baltimore Winnipeg 
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Welded@wrenches 


Copyright 1924—A. G. M. Co. 
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BELT RIVETS TRUNK RIVETS 


AND BURS AND BURS 
Nos. 3 to 15. a 
All lengths 


boxed, uniform No. 9 in all 
and assorted 
sizes. 4, 4,1, 
3, and 5 pound 






Allith 


‘‘Ten-len”’ 





lengths from 
M4" to 114" 


















packages. 
HOSE RIVETS BRAZIERS’ RIVETS 
AND BURS OVAL HBAD 
SS Nos. 00, 0, and. 
Nos. 7 and 8 in 1 to 10 inclus- 






all lengths from ive, in all 
144" to 1”. lengths from 
7 ad to 14", 5 
pound cartons. 


BRASS JACKET BRAKE BAND 

RIVETS. RIVETS 
Nos. 7, 8, 9, 4%” W Nos. 7, 8, 9, 10, 
length, shank diam- 12, in all lengths 
‘eter 14,", 50", %”. from 34" to 1”. 



























SPECIAL RIVETS. 
Flat and Cone Head Braziers’ Rivets, 
and Copper or Brass Rivets of special 
shapes and sizes, made to order. 






Sliding Door Hangers J os 
with m Be specific— 
“Ten-Ten” Watershed § and profit by it 


Round Tread Track '/ When a customer asks for “rivets and burs”— 
/ | determine the nature of the job for which they 
Weather, dirt and bird proof. Self cleaning. are to be used, and sell rivets made for that 
S Hangers are of rust-resisting, non-breakable specific job. 

\ certified malleable construction. | Machine Your customers will thank you for your interest 
“a turned wheels—roller bearing—frictionless. and advice—you will profit in the repeat sales 
im 6. Adjustable features keep doors snug—they that inevitably follow when they have once used 

\ can’t drag or bind. , “Rome Quality” rivets. 






Rome Quality rivets are made right—for specific 
jobs—“husky’—and to “stay put.” 
Send for price list. 


ROME BRASS & COPPER CO. 


ROME, N. Y. 


Branch Warehouse: 3649 So. Racine Ave., Chicago, Ill. 
Member Brass and Copper Research Association 


Track is of one piece steel. Has great 
strength. No rivets or welds—no parts to as- 
semble. Rounded wheel tread for hangers 
makes for ease of door operation. Weather- 
strip feature prevents rain, snow and dirt from 
entering building. 











Write for full facts on the ‘“‘Ten-Ten” and other A-P 
Hangers—the most satisfactory line in its particular 


Allith-Prouty Co. 
Danville, IIl. 


Representative Jobbers Distribute A-P Hardware 
throughout the United States 
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“THE SIGN 
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We were the originators 
of both the Tubular and 
Clinch rivets and have 
devoted over 50 years 
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to their production. It 
naturally follows, there- 








Simply Tack On 
Turn the Corners 
Anybody can apply it. 


fore, that we have a 
genuine pride in the 


roduct. Our interest Every housewife wants to cut down her ice bills. That's 
P ; gee “— a —— DOOR 
oes. It stops cold air leaks, thereby saving ice. 
BOes bey ond the mere It is : rubberized flexible strip, that, when applied ° the 
. : overlap on a refrigerator door, forms an airtite cushion. 
making of a profit and Put the display reel on your counter. You'll be sur- 
; : I] prised at the number of extra dollars it will bring in, 
is concerned essentially because the “AIRTITE” Refrigerator DOOR SEAL 
: . sells on sight. We are advertising the SEAL to the 
with the quality of the consumer in the leading national magazines. 
: The SEAL has proved itself: for several years some of 
rivets. the largest manufacturers of household refrigerators have 
used Wirfs’ ‘‘AIRTITE’’ DOOR SEAL as standard 
equipment. 
It retails for 7c a foot and you can make as high 
as 114% profit. 


Price to dealers in U. S. A. and Canada. (One 
price to ail.) 


SS Ree Pe Pare 3%4e per foot 
Wr VW pS res 3 lée per foot 
| a f Prices F, O. B. St. Louis 
If check aeeompanies order we'll stand transpor- 
tation charges in U.S. A. 
The handsome display stand will be sent you free of 


TUBULAR RIVET & STUD charge with your initial order. 


COMPANY 66 WIRFS’ 
eet ArRTITE” 




































REFRIGERATOR 
R&S DOOR SEAL 
O j= Sole Manufacturer and Patentee 























— Sy _IF_ E. J. WIRFS, 128 S. 17th Street, St. Louis, Mo. 
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| BABCOCK-LADDERS 7 
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jor BABCOCK— MEANS ; 
PAINTERS HEUSEWIVES 
DEC2ERATERS FARMERS 
MACHINISTS WINDeW- 
MILLWRIGHTS CLEANERS 
STEAM nn ale <) | AF ; jen CARPENTERS 
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SEND 1E- 
FOR CATALOG WE PAY THE 
AND LATEST PRICE LISTS" FREIGHT 








W. W. Babcock Co., Bath, N.Y. 

































“There is likewise a reward for faithful 
stlence.”—Horace. 


Crate HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


ae Griffin Manufacturing Company 
0S - Warehouse Erie, Pa., U. S. A. Warehouse 
45 Warren St.,N. Y. 74 W. Lake St., Chicago, Hil. 
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BRASS das Run 
the Gantlet 
of Destruction 





The enduring quality of this Everlasting Metal has resisted the 
great natural destructive process of Time—RUST. The longev- 
ity of Brass is equaled only by the parent metal, Copper and its 
alloy, Bronze—Connecting links in the progress of the Ages. 


Other metals have “gone to dust,” consumed by years of corro- 
sion or decay. Brass has predominated as the utility of the sciences 
through the pages of man’s recording of history. 





The “Ringco” catalog of Bath Room Their construction is Solid Brass, 
Fixtures contains close to 300 selec- Highly Polished and Heavily Nickel 
tive items for the Hardware Dealer. Plated. In selling this line to the trade 
They are designed on artistic lines in you are fortified against any inferior 
individual pieces or in sets and combizia- quality. “Ringco” fixtures cannot rust. 
tions to outfit a complete up-to-date They are made on a foundation of 
Bath. Eternal Brass. 
No. 3498 Combination Let us send you a copy of our catalog. Just drop a line to nearest office. 


AMERICAN RING COMPANY _ © 2:2 omces: sostsn—170 summer st. New York—2 Hudson 


San Francisco—116 New Montgomery St. Chicago—29 E. 
Waterbury, Conn., U. S. A. 


Madison St, 




















WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
: PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC MONEL WIRE 


STEEL WIRE 





9 : STEEL AND BRASS SCRATCH 
RIDGEPORT, CONN. 
RESISTANCE WIRE BRIDGE BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George &. Quigley, Detroit. 
Dan M. Bell, Dailas, New Orleans. 
Milton Pray Co., San Francisco, Los Angeles, Seattle. 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentioning 
here week after week are getting into action. We under- 
UDL AW: sno stand they have been boosting “Perfect” Screen and 
Hardware Cloth. All the neighbors are talking about its 
quality and fine appearance and passing it on to their 
friends. 

It started some time ago when our Dealer Friends in- 
sured themselves against dissatisfied customers by selling 
better Wire Cloth. 

And now all their efforts are being rewarded by repeat 
sales and new customers. 

If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


WUHNILNLUUUTW AQUIRIUM ATA 


LUDLOW-SAYLOR WIRE CO. 
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Push The Sale of Things Electrical 


N view of the fact that Elec- 

‘tricity is becoming more and 
more a vital factor in the home 
—why not push the sale of 
things Electrical? 


In this connection do not over- 
look the importance of timely and 
attention compelling displays. 


The illustration shows how the 
Jacob Kornely Hardware Co., of 
Milwaukee, Wisconsin, do it. 


Hardware Age shows how many 
others do it successfully by fol- 
lowing the examples of hardware 
merchants who have “cashed in” 
on Electrical Goods by reason of 
original displays and practical sell- 
ing methods. 


Read Hardware Age each week 
and keep posted. 


HARDWARE AGE, 
239 West 39th Street, 
New York, N. Y. 
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HARTFORD 
TIRES and TUBES 


HE new user of Hart- 

ford Cords is apt to won- 
der how it happened that he 
didn’t connect with Hartford 
long before. 


Beginning with his first 

- Hartford Cord he gets a 
money’s worth that he didn’t 
realize the market afforded. 


Owners of light cars will find 
the new H-Tread Clincher 
30 x 3% inch Cord the tire 
they have been waiting for. 
Hartford dealers are noting 
increased sales as a result. 


HARTFORD RUBBER WORKS CO. 
(790 Broadway New York 
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WARREN SYSTEM 


Outstanding! 


In every business or industry there is one out- 
standing product. With the retail hardware trade 
it is Warren Sectional Display Fixtures. 


To Warren undoubtedly belongs the credit of 
making Sectional Hardware Store Fixtures 


Practical—Popular 
and Profitable 


Practical—because the general designs and meas- 
urements represent sound, seasoned experience 
gathered from thousands of hardware stores dur- 
ing our 27 years’ experience in manufacturing 
and designing fixtures for retail hardware stores. 


Popular—because of the high grade materials 
used, honest construction and continued improve- 
ments. 


Profitable—because merchandise displayed at- 
tracts trade, increases sales and rediices overhead. 


Ask any of the thousands of satisfied Warren 
Fixture owners all over the country—look over 
installation in your immediate vicinity, near your 
own store. Youll agree there is no substitute 
for Warren Fixtures at any price. 


Investigate Warren Fixtures and 
let us help you plan your store. 


J. D. WARREN MFG. COMPANY 


159 N. State Street Chicago, Illinois 
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G-W_Ice Tools for Every Purpose 


eo type of tool used in the ice business 
is built by the Gifford-Wood Co. All G-W 
Ice Tools are ruggedly constructed and abso- 
lutely dependable in service. Over 100 years 
of experience are built into every one. 

Catalog No. 80, describing the complete line, 
will gladly be sent to you on request. 

Main Office: 7 Hill St.,. HUDSON, NEW YORK 

New York Chicago Boston Pittsburgh 


G-W 
4-Point Shaver 





eal sm wes, STRONGER { s ( 
J L} J ik ® )} ' LASTS Vw Vie OP 


ICE HANDLING MACHINERY a> TOOLS 


G-W 
Patent Link Tongs 




















J.M.Carpenter 
Taps and Dies 


The Best Mechanics insist on 


“Carpenter Quality’’ in Taps 
GENUINE and Dies, because they are Uni- 

form, Precise, Durable—made 
| of the Finest Steels. Favorites 


ARMSTRONG — || Son ieiscesz;'°™ 


“ LOOK FOR THIS 
Stocks and Dies - seusTEND 


The Dealer that 


stocks 








Holds the 


TRUMP CARD 


The Armstrong Mfg. Co. 5. 0 Comer Te ond Dic O » 


Factory and Main Office New York Office Oldest Tap and Die makers in America 
Bridgeport, Conn. 248 Canal St. PAWTUCKET RHODE ISLAND 





‘+ SEND FOR CATALOG 

















“You always come 
back to W. ROSE” 





No. 213. 6” Wide. 


Wiebusch said a delegate at the 1922 Bricklayers’, Masons’ and 


Plasterers’ Convention. 





and 
Hilger Ltd. 
hades Wm. Rose & Bros. 
106 to 110 Lafayette St. Sharon Hill, Pa. = 
New York No. 113. 5%” Wide. 
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“IT’S MORE THAN JUST A RAKE” 


“OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 





























Low in Price—High in Efficiency 


F ee Cherry Stoner 


_Stones Two at One 
Time 


Nothing to Get Out of 





Order 
M Simple to Operate 
— Will Last a Lifetime 
Tinned 


Heavy Rust-Proof Joints Made by 
GOODELL CO., Antrim, N. H. 


firmly anchored at four points, rigid 


when — full length, with ends These Jobbers Carry the Goodell 

R, so oy — tips, our — + teed EEE ED EE ere ee zs . Dayton, a 
; es 6nd 4064s C4 ONO SOE Ss OOO Auisville, Ky 

ules wl u y satisfy your trade. Bae ee Me, CG. cc cece ccc ccccscecsececcene cee Wile 

h bray Hdwe. “ EEN ee EI Oe Se ee inane. 1 

; ; ° = rr ee ee ene eek eet ne eean 1icago, 

The sat ge i regen - wes Miller Bros. Hdwe. Co.......00002000200 20000 Richmond,’ Ind. 
i . i I ade ig thts Ma ek adhe Canton, 0. 
over 1s quick; and the proiit is good! Ce teivshoows NS a Cleveland, O. 
ER I eee eee ll Wis. 
i ek oles oe Oe aaa) 6 O'e os a wierek's St. Louis, Moe. 
e EE SE eee a a ene York, Pa. 
——- my tal _* Hdwe. Co.......~ i rd ale 6 aaa aaes Kansas City, a 
. . . ° Ee ee a ae Kansas City, 0. 
Right mom at — Pi88s La Camp a ER oS hos oe a wee oboe wate Indianapolis, t Ind. 
ontinuously since Year eae 6 bale Ce oh KOM ERAN OO ROSS OOO Cincinnati, O. 
. J a he es ere en eee To ledo, 0. 
= i ek. no ee Go Bin ke Oe Wek aes Burlington, lowa 
Branches: Geller, Ward kf I ee a eb bs oe en St. Louis, Mo, 
Chicago New York ic Philadelphia iteaiaeatacs Clark- Smith Hawe. Co Rs ar ee OE ag a ee Peoria, Ill. 
. saac Walker ea iat ak i ihe A ee OSE we ee "eorla, Iii. 
New Orleans Pittsburgh Factory RS Re ee er a ee ee ae Davenport, Iowa 
San Francisco Chicago, Illinois a Oe ee as bh ie bes * ..Grand Rapids, Mich, 
































The 
ULTIMATE Wringer - 


ANCHOR BRAND d 


Best On Earth 


Warranted for Five Years 


LOVELL MFG. CO., Erie, Pa. 


Largest Manufacturers of Clothes Wringers in : 
the World 
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STANLEY iW. ? rid 
BOX STRAPPING | — 


No. 3002 Self-T ightening Al rig House 


‘ Miew EEE teece ng 
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the nails from slipping in driving. Round edges 
of strap do not cut the hands. 


THE STANLEY WORKS 


New Britain, Conn. 


Made of Stanley cold rolled steel. The ribs prevent ill 
| mo = —— 


‘a 


seas 
New York Chicago San Francisce Les Angeles - 
Beattie at 





‘+s 
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Manufacturers of Wrought Hardwere and Carpenter's Toole 
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Here’s Profit il 


SPRING HINGES 


Respected by Builders 


The fact that the 


The Superior on lle 
Screen Door Catch wl, : 
, ' ers know and have a 
OW can we make a statement like high regard for Chi- 
. . ‘< 99 es . 
& that and expect to “get away cago Spring Hinges 
with it? Becausc the market for Su- helps materially in the 
perior Screen Door Catches is ever on | : 








eC RENEE cemtte gj eg w 





sale. 
the increase. Every year our sales jump er hos 
10 or 15 per cent. And, too, last year’s The main thing is to 
Oe % on the tennneh in 1 keep supplied on the 
uilding program was the largest 1n his- types and sizes most 
tory. More homes—more sales for Su- called for in your lo- 
perior Screen Door Catches. More sales cality and hold trade. 
—more quickly the turnover, and more How is your stock of Type No. 2001 
profit! Keep a ready supply always on Triplex Spring Hinges? Triplex Spring Hinge 
hand. 


Send for Catalog H-39 
If your jobber cannot supply you, 
order direct. 


SUPERIOR DOOR CATCH CO. 


Superior, Wisconsin 


Chicago Spring Hinge Company, 


1500 Carroll Ave. 23 Warren St. 
Chicago New York 





























What’s the Cost? 


lf you could step into the shoes of the thousands of 
dealers who are building their business with Heller 
Cabinets, you too would agree that this modern equip- 
ment quickly pays for itself in the extra sales it makes. 
And the cost is surprisingly small. Certainly here is a 
proposition you at least want to know more about. You 
won't be obligating yourself by asking for the facts. 
Write us today for book No. 28-A. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 26 ‘esey St. 
MONTPELIER, OHIO NEW YORK CITY 
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WOOD 
SCREWS 





MACHINE 
SCREWS 


SPECIAL 
RIVETS 














IFloharhr:= 


(Reg. U. 8. Patent Office) 





WOOD SCREW CO. 


Continenta New Bedford, Mass. 

















FORSTNER 


Labor Saving 
AUGER BIT 


K&E 
Folding Rules 


















Bores Any Arc 


of a Circle 








No. A 1730 





e HEY are well known to the building trades 
New Uses for them accuracy and superior wearing 


qualities. 
Now furnished with concealed rivet, a sturdy 





The Forstner Auger Bit, un- 
like other bits, is guided by its 






circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
scalloping, fancy scroll twist columns, newels, rib- 
bon molding and mortising. 





Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 


joint that stays “put.” 


Send for information re 


Metal Display Case 


And Latest Trade Price List 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL. 
616-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. 


Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 

















MORE SALES FOR YOU 


Sales on the Lightning, Gem and 
Blizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 
utation established by more than thirty years ef high eless service 
This means permanent profits. 

. but celle as well as 


The Biissard is simpler in construction and a trifie 
either the Lightning or Gem and sheuld be ordered with style te satisfy the 


lacing your order early fer ment later direct. Be 
sales helen THEY ADE Fane FOR THE ASHING, 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 
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PROTECTION 


That's what customers get with the 
Ico Dead Bolt Night Latch. One 
turn of the key backwards in this 
latch locks both bolt and inside 
knob. Once locked there is no forc- 
img back the bolt or opening the 
door without the proper key. Big 
seller for homes and stores. 






We also make over 1,000 styles of 
Key Blanks. Write for Catalog 6 
and Prices. 


(iD INDEPENDENT IOCKCO.@®> 


Leominster Mass., U.S. A. 


Manufacturers of linder Locks, Padlocks, and 
ey Blanks. 
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WAGON FORGINGS, TELE- | 
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Electric Aitackments 
SorHand Power Elevators 


This powerful little machine is easily installed on 
your hand power elevators. The motor and ma- 
chine are built together and contain the same good 
workmanship as the larger Kimball machines. 


HARDWARE DEALERS: You can make a good 
profit installing these machines in your district. 


Write for descriptive matter. 


»K|MBALL BROS 


COUNCIL BLUFFS iOWA 


ef 


| (ae fa : Council Bluffs, lowa 
aS 5 y 


hes 
1 . 
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Wire Fences 


You can buy from us all of your wire 
needs, including both ‘‘Columbia’”’ 
Hinge-Joint and “Pittsburgh Perfect” 
Stiff-Stay Fences in whatever styles 
your trade desires. Mixed carloads at 
carload prices give you advantages both 
in prices and freight rates. 





Our complete line of farm, poultry and garden 
fences in both hinge-joint and stiff-stay types, 
together with our attractive lawn and flower 
fences afford a wonderful selling proposition. 


Our products include also— 
Barbed Wire Plain Wire 
Gates Steel Posts 
Wire Nails Staples, etc. 


Write for our agency proposition. 


Pittsburgh Steel Company 
Pittsburgh, Pa. 


New York 
Dallas 


Chicago Memphis 
San Francisco 
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Domething Hew! 


—and practical in Mopping Buckets, especially designed 
for use with squeezer type mop wringers. Provides more 
room for rinsing, holds more water and is easier to carry. 
Made in two sizes, 16 and 26 qt., of heavy gauge galvanized 
iron. with % in. steel bail securely held by ears that fold 
over rim, giving four points of support instead of two. Has 
four gliders, facilitating easy pushing about floor. Will 
outlast 6 ordinary round pails and makes mopping easier 
and quicker. 


MOPPING 
BUCKET 





Can’t Splash 
MOP WRINGER 











The WHITE Mop Wringer saves wear, 
tear and pulling apart of the mop, be- 
cause the action squeezes the water, 
dirt and grit out—the mop is not pulled 
through rollers. Made in 10 sizes for 
family, hotel and janitor’s use. 


Sells Readily 
Singly or in 
Combination 


Send for descrip- 
tive circulars and 
WHITD Mopping 
Buckets and Mop 
Wringers — and 
name your Jobber 
please! 


White Mop 


Wringer Co. 
Will support 


heavy man Fultonville, 
without bend- N. Y. 
ing or 
bulging. 





The Ideal 
Combination 
for Janitor’s 
Use! 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. } 

Our Catalogue shows our complete 
line of rubber specialties with prices. 


Send for it. 
Elastic Tip Co. 
370 Atlantic Ave. Boston 
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TEGCO 


Glass Hardware | 






Pending 
Patent 





Glass Drawer Pulls 


This handsome crystal glass handle No. 
36-H is designed to replace the old-fash- 
ioned wooden and plated ones. It comes in 
one size only—3 inches. Has nickel-plated 
bolts and nuts. 


Made of Opal and Crystal glass. 


Ask your jobber for list on TEGCO Knobs, 
Door Knobs and Escutcheons. 


Technical Glass Company, Inc. 
Santa Fe Ave. and 48th St., 


Los Angeles, California 

















“UNITED” PRODUCTS 


Potato, Onion 
and Produce 


PICKING BASKETS 


, Guaranteed to outlast sev- 
eral baskets constructed from 
wood or any other wire 
baskets now being built. Made 
from galvanized wire to re- 
sist rust. Electrically welded 
at every joint. 





No weak spots in the construction of any of 
our products. Every article is built to meet 
every requirement to which it will be put. This 
can be secured only by the Electric Welding 
process and scientific design. 


We also make Automobile Hose Clamps, 
Camp Grids and Stoves, Poultry Shipping 
Coops, Exhibition Coops, Feeding Batteries, 
Bottle Carriers, Baskets of all kinds, Paper 
Balers, Shelves, etc. 


Write today for catalogs 


United Steel and Wire Co. 


30 Fonda Ave., Battle Creek, Mich. 


a 








A a NR A 
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OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 


Good wrenches—the right wrenches—are es- 
sential to good service. 


This is where the Walden-Worcester design 
comes in—wrenches that fit the location as well 
as the nut. 


WALDEN- WORCESTER 


incorporated 
General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S. A. 











NO CHANCE OF A SLIP! . 


The ‘‘Radiovise’’ won't let them pass. A customer must 


be attracted to that extra sales. 


Its bright red color 
reaches the eye of 
prospective customers 
who like to. tinker 
around and ‘“‘make 
their own. 

The radio ‘“fan’’ and 


automobile owner will 
welcome a vise of un- 





_ usual value at the 
Swivel Base price. Write. 
Jaw 3%” 
Opens 4” . 
W eight Type and Size 
19 Ibs. for Service 


ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 











ADJUSTABLE 
KEYCO PIPE WRENCHES 





PATENT APPLIED FOR 


“Keystone quality.” Made from Alloy Steel, heat treated 
by our own process. The most y wn Wrench on the 
Light in weight. can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Ce. 
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YOUR TRADE 


will be interested right away in this impor- 
tant safety feature of the new 


There's only one opening in this seamless, 
leakproof brass tank—and that’s in the saf- 
est possible place, above the fuel line. This 
and the Safety Valve make the Turner Blo- 
torch S-A-F-E—the only safe torch in the 
world. Nine other important improvements, 
including Twir-Needle Control, Superheating 
Burner Baffle, and perfected Pump. Your 
trade wants Turner—their work demands it. 
Order enough—from your jobber. 


SS 


DISTRICT REPRESENTATIVES: 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., 416 Hibernian Bldg. 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 
New York: The Turner Brass Works, 36 Murray St. 





- 





The World’s Largest 
Erclusive Manufac- 
turers of Blow 
Torches, Fire Pots 
and Brazers. 











Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell. 
Write for Catalog No. 22 “A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexceliled 











i PUTNAM 
Rolling Ladder 


Putnam Rolling Ladders are 
the standard store equip- 
ment. We carry all stand- 
ard styles and sizes in stock 
for immediate shipment. 


Write for prices. 
Putnam & Co., Inc. 


132 Howard St. 
New York City 





















oe Jennings) 
y Auger Bits > 


— | a 
= Customers 


Profitable 
Sales 


ATT 


Our bits and braces have been accepted as standard by the 





finest woodworkers for over fifty years. Bits for every 
purpose—auger bits, dowel bite, car bits, machine ‘its, etc. 


Send for booklet. 


Russell Jennings Mig. Cu 
ter, Conn. 





BETTER THAN EVER 


The No. 22 Coil Fire Pot over- 
comes all weak points in other 
makes. Drawn steel tank with 
Cushion Band at base is leak-proof. 
Tinned inside and out makes it 
rust-proof. Three piece coil cup 
and grooved top plate are quickly 
removed for cleaning the coil and 
burner. No. 22 is the best for 
service and durability and saves 
time and fuel. 


Clayton & Lambert Mfg. Co. 
10619 Knodell Ave., 
Detroit, Mich., U. S. A. 





No. 22 Fire Pot 
Ask for latest price 
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WHY NOT BOOST 






A 
Magazine Feeder Star Fount 
and Waterer 


Your trade with the poultry raiser. He is usually a fine 
cash customer for hardware; he generally owns his own 
home, and whether he has a small flock or a farm-—he 
wants the best. “MOE’S LINE” suits him exactly. and 
will please you. Did you read your “Hardware Age” 
of April 24, page 82, about Barnum, Minn.? 


Send for Catalog of 


Moe’s Good Poultry Supplies 


Everything for the Poultry Yard 


HOEFT & COMPANY, Inc. 


405 No. Ashland Ave. Chicago, Il. 


The Genuine Wendell 


Vacuum Washer 










Lightens the 
Labor of 
Washing Clothes 


“A Quality Item”’ 


Eliminates the drudgery of wash day. A 
practical and up-to-date method of exe- 
cuting a time honored task. 


It requires only a few minutes to wash a 
tub of clothes. 


A handy article, well made of heavy 135 
lb. Tinplate, with steel rod reinforcement 
on bottom of body—where it is subject to 
greatest wear. 


Furnished with extra long and strong 
waxed wooden handle. Packed one dozen 
to a carton. Order from your jobber or 
write us. 


STUBER & KUCK CO., Peoria, Il. 
TINWARE AND SPECIALTY MANUFACTURERS 























A Message to Manufacturers 
of Electrical Goods 


Whether it be electric washing machines, 
vacuum cleaners, toasters, percolators, or wir- 
ing apparatus and supplies, the logical place to 
tell your story is in the advertising pages of 
HARDWARE AGE. 


Here you can reach most effectively the buying 
power of the hardware trade. HARDWARE 
AGE is read each week by upwards of 17,000 
progressive hardware dealers and jobbers whe 
consult it regularly for information and sug- 
gestion on the merchandise they buy and sell. 


The fourth issue of HARDWARE AGE each 
month is an electrical merchandise number 
with a special electrical goods advertising in- 
sert. 


Plan now to be represented in it. 


Rate card on request. 


HARDWARE AGE 
239 West 39th Street New York, N. Y. 











READING 
CUT NAILS 


Buy them by the keg 


READING IRON COMPANY 
Reading, Pennsylvania 
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Radio & Electrical Supplies 


Har Alter’s “POCKET- 
BOOK” is a net price, monthly 
catalog containing hundreds of 
radio-electric bargains. Sent 
free to dealers only. 

If you have a radio or electrical 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. f 
Since all rices in. the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 


Dept. 23 
Ogden & Carroll Aves. 








Chicago 








ELECTRIC 
AUTO FREEZER 
FOR THE HOME 


Perfectly frozen ice-cream, sher- 
bets and ices at the snap of the 
switch is the modern service given 
homes by AUTOFREEZER. In- 
dicator tells when cream or ice is 
frozen. Capacity three quarts. 


Easy to clean—t lifts off in 


or in sink. 
socket — Universal motor 
plenty of power for direct or 
alternating current. 


Selling season is here. It'll pay 
you to stock now. Write for de- 
tails to 


The Troy Metal Products Co 


Olive St. Troy, Ohie 

















Write for complete Price Sheets 
on Electrical and Radio Specialties 





= 


2-4-1 list 60c. No. 33 list $1.00’ 


AJAX PLURAL SOCKET PLUGS 


No. 22 list 75c. 


Nationally advertised, approved by Good Housekeeping and Modern 
Priscilla testing laboratories. Guaranteed against al] damage from 
heat, moisture and breakage. Established values. Large profits. 
Free window display. Circulars and price tags. 
Dealers’ Discount—10 and less than 100.......+6.-. 4 
and over.....+--40 
Give jobber’s name whom you prefer and we will send free sample 
No. 22 and five price tags. 


Ajax Electric Specialty Company ‘ 


1924 Chestnut St., ST. LOUIS, MO. 











- DEALER:— 


Are you displaying the 
popular priced and fast 
selling Lowell Clothes 
Line Reels? You are 
losing sure sales and 
sure profits if you 
don’t. Your Jobber 
has them. If he can’t 
supply you—write us. 








A Household Necessity 


Hoge Manufacturing Co., Inc. 


215-217 Fulton St., N. Y. City 














UMPS 


A Type for Every Service 
GOULDS MANUFACTURING COMPANY 


Seneca Falls, N. Y. 


OULDS 





THE 
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all profes- 

sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


DESLOVIAASIGISAOHRATEATARLURTADELEVUTIRDGOERDERRODRRRRATESEPLERRORRSARaTORRT EIT 


SUCEATELELDINNUOLUTRDNEROTETODRETITNETEERacareripig ..-.- 


Koken Companies, St. Louis, U.S.A. 











MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2411 N. 10th St. 
St. Louis, Mo. 











A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 
SQUEEZ-EZY. 


twist of the 
Saves 





Convince yourself by selling 
The mop that wrings by a 
handle. Keeps hands out of water. 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 


s 
My 


MCL SD) 


. 
comenenntetll 











How About a Fan Display? 


In the first hot spell of summer, a good display of electric 
fans will bring big sales. 

Get the jump on your competitor this year. The turnover 
in fans is quick, and the profits are big. 

Read the fourth issue of Hardware Age every month for 
merchandising ideas on fans and other electrical goods. 
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. 
PaineT oggle Bolts ae ~y 
The onl ng type toggie i. = = —? < cose Senngme 

~% vg & 4 | sembled. tn 2 duvenie 

The wings open instantly j | - 
in any position in hollow balls te hese geakete 
material. Sockets chamfered fer 
ae style head clese work; guaren- 

teed against break- 


aay length bolt 

Standard bolts threaded 
to hea 

Requires no guiding— 

just insert—The spring 





does the rest. with ocold-dratwn goekete combinations covering 

Samples on request— . every wrench requiremen Me Tle ome and car owners. 

no charge Box Sets and Bag Set eneng all features of high- 
mechanics’ tools in i 


est sible combina- 
ae Dealer. 


THE PAINE COMPANY | : Slons. "Write fer booklet and proposition to. the 


Cor. Sacramento Blvd. & Carroll, Chicago, Il. THE ALLEN MFG. CO., PARTFORD. Nanna 


33 Warren St., New York, N. Y. 

















G. F. Wright Steel & Wire Co. 


Manufacturers of 





UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 


jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 


————————— oe 














FLUSH DOORS—_ American age & Wire 
ompany 


NO PROJECTIONS 
And the profits proauced by Sess Invisible 
Hinges are as good as the jebe they ae Chicago, New York, Boston 
for cabinet mabees, we manuf acter- 
ers, builders and earpente 
You have « ready marke os Seas Invisible 
Hinges elready created in your section. Lat 


Cleveland, Pittsburgh 
Denver, Dallas 

ws sond you « sample hinge and full iafer- 

mation. Show the hinge te your eustemers, 


S. Steel Products Co. 
Ben Francisco, Los Angeles 
Portland, Seattle 


















and you'll find hew much they like it. — oe Sasa. Pe nae Py a tg Rane Special, 
A wstigle and size f ost aukegan, er erfett, woo unior yman 
ot Bye eee NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails 
— * INSULATED FE NCES: American, Royal, Anthony, 
ationa 
SOSS MFG. CO. ARROW CT-STEEL POSTS 

776 BERGEN 8ST. BELYN.,. w™ NFORCEMENT 

BALE T IES: mold reliable brands 











INVISIBLE TELEPHONE WIRE 
ISOSS HINGES Quick Delivery. zs Write us for selling plans. 
CUSHION 


TACKS vine 


STORE LADDERS 
ALL KINDS ; 


chandise. Deep tread steps, properly pone | with 
TOWER MFG. CO. 


convenient full length handholds on both sides of 
MADISON, INDIANA | CINCINNATI, OHIO 





















ladder permit mounting or descending with ease. 
Both hands free to remove or replace stock without 
danger of falling. Cushioned Tired Trolley and 

Truck Wheels eliminate noise and prevent vibra- . 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 
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Osborne High Grade Punches Besides Punches Our Lime Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The — tools will please your customers as well as our famous Round and Oval Punches. 

Remem we have had 94 years of successful manufacturing experience, employ only 
skilled —~ A and use the finest quality of materials in mehing our products. 

We stand back of every tool we make, Try us. Write for Catalog and‘ Prices. 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 

















RAPID SELLERS AT HOUSE-CLEANING TIME 
for fastening oilcloth or splash cloths to kitchen walls and tables, on pantry shelves, covers on 
card tables, washable covers on baby carriages, netting to windows or over baby cribs and many 
other useful purposes. Packed 36 to a 25¢ box, 2 dozen boxes to counter display carton. 


List $6.00 per carton; Dealers $4.00 per carton, a profit of $2.00 
Moore Push-Pin Co. (Wayne Junction), Philadelphia, Pa. 


y. Moore White Musenel Shausdiallt Vinmdbtndies 




















NEW quick seller. Pure liquid glue made 
trom codfish skins, by America’s largest 


| UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


users of codfish. Full oz. bottles and 
tubes. ™% gill, gill, % pint, pint, quart and 
gallon sizes. Stock now. 


Gorton-Pew Fisher:es Co., Gloucester, Mass. 


Gortoris“Giue 
sd 


“They Have a 
| Bull Dog- ee oe? 



































= Weil /) American Can TAPS 


Aco soeee 





Dies, Screw Plates 


WINTER BROS. CO. 
Wrentham, Mass. 





ang 





UNITED AMERICAN METALS Ca aE: , 
Diamond St. & Meserole Ave., Brooklyn, N. Y. American Can Company 


SILVER LAKE 


SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 























nowledge. 


TROW & HOLDEN CO. 


Barre Vermont 


anufactured by 
U. S. Clothes P Pin Co., Moiatpelier, Vt. 


Sales Dept. 
1015 Union Bank Bidg., Pittsburgh, Pa. 


ae = 


“Barre” stone-working tools—backed 
by 30 years of experience and 




















GENUINE MARTY TRAPS 
$2,000,000 sold 





ci Dumbwates | | The “TORREY” 





. 9 : 
Write for A Real Man’s Razor Burditt & 
Energy Elevater Company Send for Catalogue of Full Line a Co. 
214 New St. Philadeiphia, Pa. J. R. Torrey Razor Co., Worcester, Mass. ete al tere 
{ 




















LUMBER 


CRAYONS 
STANDARD CRAYON CO. 


Danvers, Mass. 


Wood Rim Sieves 
And Wire Goods of 
All Descriptions 
Write for Catalog 
and Discount 


Guonss H. JELLIFE & SON 
New Canaan, Conn 


J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


— RIVETS= 








Economy 
Hose Attachments 
For connecting bese te smooth 
faucets. Slips on and ee easily. 
1600. Gera Mfg. Ce. 
a 


: 
— AXES 




















BALE TIES 


Best Made—Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 





ant since 1912. Axes since 1880 


RIXFORD mit Highgate, Vt 


and Dumbweaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
end lift. 


The SIDNEY ELEVATOR Mf¢.Ce. 
Sidney, Ohie 




















i coneiedenanaenintinceliodedtaaicmmenammemeeann | _ 
_ achesietententatetnmaneeeinniaeeeieemteeeet rr — 
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| GAMSON(CORDAGE WORKS’ 


MANUFACTURERS OF oe ania 
BRAIDED CORDAGE ¢ 3527 LINES, SMALL LINES 


TWINES cae ro 
AMD COTTON TWIN ote ETC saw, iain 





DEALERS WANTED EVERYWHERE Iron Fence. Gates 


Lawn Vases 
Settees 
General Iron 
and Wire Work 


CHAIN-LINK 
WIRE FENCE 


Ask for Catalog 
THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 


/WILLIAMC 


Wrench Set “C” for Ford cars will 
care for every nut on Ford cars. In 
attractive cartons for counter display. 


J. H. WILLIAMS & CO. 
“The Wrench People’’ 
Brooklyn—Buffalo—Chicago 





























































































‘BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice of skilled mechanics for three generations 
WE PROTECT THE DEALER. 


“ 
[BS _ BROWN & SHARPE MFG. CO. 
Providence, R. I., U. 8S. A. 


HACK ““LENOX” saws 


RICAN SAW & MFG. CO SPRINGFIELD, MASS., U. 8 A. 





























mr 





Manufacturers 
of work bench- 
es, hand screws, 
clamps and vises. 






C. Christiansen 
2814 W. 26th St., Chicago, Ill. 


, STRATTO Plain oe in 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 




















58 YEARS AGO 
Priest’s Clippers were 
introd Teday 


PRIEST’S CLIPPERS 


meed no introduction. 
They seli on their cutting 
quality. 


American Shearer Mfg. Company 
Nashua, N. H. 


PADLOC | THE FOWLER & UNION 


mh.) i= ha FOR EVERY CONCEIVABLE PURPOSE HORSE NAIL CO. 
| u i ies HORSE SHOE NAILS 


HDW. CO., ox area OF HIGHEST GRADE 






























Lancaster 

















ae sianeinamenian an enanee Plant at 
ci ) aes -1000 MILITARY RD., BUFFALO, N. Y. 
) re 
Makers of Every ° 
Kind of Screw, Rocking Table Apple Parers 
Nut ond Bait. LITTLE STAR and DAISY 
CORBIN SCREW CORPORATION Apple Parer, Corer and Slicers 
American Hardware Corp., Successor Manufactured by HUDSON PARER CO., Leominster, Mass. 
2a9 High Street New Britain, Conn. LIVINGSTON-COOPER CORP., Agents 
Western Factory: Dayton, Ohio 131 East 23rd Street New York City 

















Ezyrun Ball Bearing Pulleys 


Meet the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, write us for prices and 
details. 
BROOKLYN PULLEY CO., Inc. 
85 Sth Ave., Brooklyn, N. Y. 


AMERICA’S LEADING WASHING MACHINES 
Made by Altorfer Bros. Company, Peoria, Ill. 











Waste for Cleaning, Wiping and Packing. 

Yarn Mops, Twine Mops, Thread Mops and Mop 
Yarns. 

Cloths for ‘Cleaning, Wiping ~ esate 

Wicking for Packing and Tufti 

Caulking Cotton, Cotton Rope <a Clothes Lines. 

Bleached Cotton for Nitrating. 


Send for samples and prices 


UNIVERSAL ¢?ramr 


Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. a on “a clamp and carton. 
Get them from your jobber—or write us 
MASSASOIT MANUPACTURIEG wy 
UNIVERSAL INDUSTRIAL CORP. Fall River, Mass., 7 Ss. A. 
Hackensack, N. J. New York Office ~ - - 350 Sesame 






MASCO 
PRODUCTS 


yenge aeam G08 ot mt ae 
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Use the “Opportunity Section” 


Manufacturers, Manufacturers’ Agents, Jobbers, Job- 
Retail Salesmen. 


No illustrations accepted for these pages. 


bers’ Salesmen, Retailers and 





Bach 
1 inch ‘‘ 
Pach 


Allow seven words for Keyed Box Number Address. 








Set Solid, Minimum 50 WOTKS. ccccccccccccccccccccccccccc cQeee 
Kach additional 
All Capitals, Minimum 50 words.......... 
additional word..... 
DE 6 mtdnteede beech teins tOwenerennseenes oc+ee00s ae 
additional inch.........+:.. eccccecceoce 
4 insertions, 10% off; 8 insertions, 15% off 
Remittance Must Accompany Order 


ereeeeeeeev ee eeeeeeeeee eat 06 
eeereeteereereeeeese 4.08 


eeeerereeeeeeeeeeeeseeaeeaeeeeeae . 


50% off the above rates for Positions Wanted Advertisements 
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Business Opportunities 
A breadcasting ef offers in hartiware 


steres, properties, second hand equipment 
and general epportunities. 








Business Services 


ADVERTISING——services in 
beocklets, printing, copy writing, letter 
writing, direct mail equipment, advertising 
ceunsel and agency 








Builders Hardware School 


Teaching by Correspondence. 
Blue Print Reading. Specifica- 
tions. Builders’ Hardware. 
Salesmanship. Advertising. 


Builders Hardware School 


ADDRESS BOX G-109 
care Haroware Acs, New York. 














MANUFACTURERS, ATTENTION! 


A progressive manufacturing concern is seeking 
products in small hardware and small hardware 
specialties to manufacture. Concerns equipped 
with patterns and having a line which possesses 
possibilities can make an excellent deal with us. 
All correspondence will be held strictly in con- 
fidence. f you are interested correspond at 
once, aS we are prepared for immediate action. 
goaens Box G-99, care Harpware Ace, New 

ork. 





CLOSING ESTATE, will sell widow’s con- 
trolling interest, large old established wholesale- 
retail hardware business, manufacturing center 
middle west. Large modern six-story building 
center of city owned in fee. Answers held con- 
fidential. Box 7053-A, care Hiarpware AGE, 
1505 Otis Building, Chicago, IIl. 





FOR SALE—General Housewares and Build- 
ers Hardware Business in Detroit, Michigan, on 
main thoroughfare in fastest growing section of 
city. All new stock which showed an average 
turnover of 8% times last year. Good lease; 
$5,000 will handle. ddress Box G-140, care 
HarRDWARE Ace, New York. 





FOR SALE—Hardware and Furniture. Stock 
invoices about $10,000. Brick veneer store build- 
ing, good warehouse, also coal house holds six 
cars on track. Good opening. Money making 
proposition. Present owners wish to retire and 
go south. Also have two top buggies and one 
two-seated buggy. Will sell at a bargain. Ad- 
dress Box G-153, care Harpware Ace, New York. 





FOR SALE—General Hardware in the best 
town in Farming district of 25,000 population 


Positions Wanted 


A BUILDERS HARDWARE MAN of wide 
experience and knowledge, good in detail work 
and reading plans, capable of securing results, 
is open for an engagement with either wholesale 
or large retail concern, Address Box G-158, care 
Harpware Ace, New York. 








Irresistible—Convincing 
SALES LETTERS 


85.00 each, series three $12.50 


Broad experience has taught us the points that 
sell. Outline your proposition fully. Also render 
conplete advertising service. 


LEBRECHT, WACO, TEXAS 














Direct Result Advertising for 
Stores Dealing in Housewares 
and Hardware 


A service that has the cuts, the ideas, the 
plans all ready to add prices and give to the 
printer. For store news, circulars, or news- 
paper advertising. Only one store in a town 
can have it. If you seriously intend to go 
after more business in the only way you can 
get it—write for information and rates. 
HARDWARE AGE SERVICB, 239 W. 39th 
St., NEW YORK CITY. 


A PRODUCER—Age 44. A practical, thor- 
oughly posted hardware man with experience in 
sales development, > sales force, office 
management, buying, with largest jobbers fully 
qualifed to accept responsibilities of any position 
in the business. Want permanent place with job- 
ber, manufacturer or large retailer where ability 
is required and will recognized. dress 
Box G-157, care Harpware Ace, New York. 





AN EXCEPTIONAL hardware man, under- 
standing the business from the bottom up, wants 
opportunity to prove his ability, either retail or 
wholesale; experienced in all branches; age 39, 
married, as director of sales, buyer, manager or 
salesman. ~ service has a definite value; am 
a producer. Address Box G-144, care HarpWArk 
AGE, New York. 





HARDWARE MAN, thoroughly versed in all 
branches of the business, wholesale and retail, 
is open for a connection. Reference as to char- 
acter, energy, buying and selling ability and quali- 
fications for detail work cheerfully furnished. 
Not afraid of hard work or long hours. Ad- 
dress Box G-155, care Harpware Acz, New York. 























FINANCIAL——services in financing, in- 
corporating, lecal office addresses, loans, 
collections. 





RALPH COEN—HARDWARE UCTION.- 
EER—At our weekly trade sales we ‘dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us you turn such stocks into immediate 
CASH. The Y. Market is the quickest 
“turn over” market in the world. The . 
OUTLET, 303 Fourth Ave., New York, Ex- 
ecutive Offices. 





PROFESSIONAL——services in patents 
and legal advice. Specials. 








Main shops of Missouri Pacific and M. K. and T. 
Railroad on the Lakes to Gulf Mecadum road 
and St. Louis, to Kansas City Highway, with 
the best State Fair Building of any State in 
U. S. A. For particulars address J. W. Neal, 
Sedalia, Mo. 





WE HAVE about 75,000 black powder shells 
which we will sell at a great sacrifice. Also 
about 100 kegs of cut nails ranging from 4’s to 
20 penny common, seme floor brads and casing 
nails. Make us an offer. EMERY HARD- 
WARE COMPANY, BRADFORD, PA. 





_ WE have some excellent vest pocket side 
line items for the salesman calling on the hard- 
ware trade. Every dealer wishing to know if 
he can sell Radio items can use them effectively 
to try out his trade and then determine if he 
wants to & into the Radio line further. B-Metal 
Refining Co., 525 Woodward Ave., Detroit, Mich. 


Help Wanted 
Wholesale 


EXPERIENCED Salesmen for wholesale hard- 
ware house. Choice New York and New Jersey 














territories for right parties. Address Box G-152, 

care Harpware Ace, New York. 
WANTED—Experienced Hardware Catalog 

Compiler to take charge of Catalog Department 


for fast growing, progressive Wholesale Hard- 
ware concern. ermanent position. Prefer man 
who is willing to start at nominal salary and 
build .: department, with assurance of advance 
as results from the department warrant. State 
age, experience and qualifications. Also salary 
expected. Address Box G-145, care Harpware 
Ace, New York. 


HIGH TYPE MAN with fifteen years sales 
and sales promotion experience desires perma- 
nent connection as assistant or sales manager, 
district manager or exclusive representative, on 
a salary and bonus arrangement. Age 38, Uni- 
versity graduate. Sageestive and resourceful in 
modern methods. Highest credentials as to ability 
and integrity. Address Box G-156, care Harp- 
WARE AGE, New York. 





Wholesale 


A MARRIED man 35 years of age with six- 
teen years’ experience in hardware line wishes 
a position with wholesale hardware house. Can 
estimate builders hardware from plans or list. 
Thoroughly experienced in general hardware as 
to calling on store trade or Builders in Metro- 
politan district. Address Box G-130, care Harp- 
waRE AGE, New York. 








HAVE had 28 years’ hardware experience, 
10 years as wholesale road representative. Know 
line A to Interested in proposition as travel- 
ing salesman, manager big retail concern or 
buyer for any line for wholesale house. Married 
man. Best references. Open for specialty line 
to sell jobbers and big retailers. Address Box 
G-131, care Harpware Ace, New York. 








Retail 


YOUNG MAN, A-l, married, wishes to make 
a change. Five years’ experience in hardware 
business. Buying and selling hardware, paints 
stoves and house furnishings. Now employed 
as manager. Prefer a position in Ohio. Address 
Box G-154, care Harpware AcE, New York. 








Manufacturing 





SALESMAN—High grade, intimately ac- 
: on na with the wholesale and large retail 
ealers, desires correspondence from r 
hardware manufacturer or kindred lines, who are 
in a position to handle business in a large way 
for the New York City territory on commissien 

sis. Address Box G-129, care Harpware Acr, 
New York. 
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is. the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Accounts Wanted 





MANUFACTURERS’ Representative, with 
New York office and established trade calling 
on the wholesale hardware, automobile, house- 
furnishing, exporters and 5 and 10 cent syndi- 
cates, desires to connect with reliable maat- 
facturer of hardware or kindred lines -_ com- 
mission basis for the New York City ter 

a Box G-128, care HarpwArse Acs, New 
ork, 


ee 


MANUFACTURERS’ REPRESENTATIVE: 
Calling on Hardware, Machinists Supply, Auto 
Supply, ees and ‘larger retailers. Missouri, 
Kansas, Nebraska, Iowa, Minnesota and Dakota. 
Can use one more good line. ‘Commission basis. 
Well acquainted in territory. Not overburdened 
with lines, Cover territory regularly and often. 
Cut your selling cost to the minimum. Address 
Box G-150, care Harpware Ace, New York. 











SALESMEN now calling on hardware trade, 
mills, factories, etc., wanted to sell liquid asbes- 
tos roof coating as side line or on full time. 
Our proposition offers excellent opportunity to 
increase your earnings. Please outline your ex- 
perience and connections in first letter. Atlas 
Asbestos Company, North Wales, Pa. 





WANTED—Line sold exclusive to hardware 
jobbers. Have eight years’ experience selling 
— in thirty states. Five years in retail 

rdware. Open only for established line of vol- 
ume. Prefer territory west of Chicago to the 
Coast. Would take position any where as Sales 
poems with new factory. No fakes. No skin 
ame. ou don’t shoot straight don’t answer. 
tate aces letter, salary, commission, full particu- 
lars. For interview om Big Business, care 
Harpware AcE, 239 W. 39th St., New York. 


Sales Representatives Wanted 


Men of experience and ability in selling 
the ~—gaeaaey field know and " elbow this 








REPRESENTATIVES WANTED—Experi- 


enced salesmen selling builders hardware to han- 


dle non- ae ae consisting of Lavatory 

r Hardware, Guards, Push Plates, Kick 
Plates, Thresholds, etc, in all sections of the 
country. Straight commission proposition. Ad- 
dress Box 263, Columbus, Ohio. 





SALESMEN wanted—To represent tanner of 
sole leather. Our product is called for by Hard- 
ware and Wholesale Grocery Houses who buy 
Leather in Strips, Taps, etc. Address Box 
G-143, care HARDWARE AcE, New York. 











The picture to the right may sug- 
gest the use of these Classified Ad- 
vertisements. This section is anxious 
to serve you. Do not sit waiting for 


a dream ship. Get action. 


SALESMEN desiring excellent side line for 
hardware trade, secure our proposition of popular 
line of 5-25c Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now sold and 
territory covered. Faucet-Fit Filter Mfg. Co., 
Malden, Mass. 











Sales Representatives Wanted 





Men of experience and ability in selling 
the hardware field know and follow this 
section. 





A SPECIALTY carrying 20 per cent commie 
sion on sales to jobbers and 40 per cent retailers 
is available to salesmen. This product is im- 
provement on present fast sellers of its kind and 
superior to them in every way. ee card 
assures sale and resale. Men wanted all over the 
United States to carry this profit-maker to jobbers 
and retailers. Address Box G-90, care HARDWARE 
AcE, New York. 


COMMISSION SALESMEN WANTED— 
Live wire hustlers for a nationally known line 
of padlocks and night latches, to cover Nebraska, 
Iowa, Kansas and Missouri, on a liberal com- 
mission basis. Give full particulars as to age, 
experience and lines now handled. Address Box 
G-159, care HiarpwareE Ace, New York. 


EXCLUSIVE representatives or salesmen 
desiring excellent side line wanted to sell to 
hardware, paint and glass trade, a fixture that 
will supplant entirely old style glass board. 
Liberal Commissions and protected territories to 
the right men. eyers Co., State-Lake 
Building, Chicago, Il. 


SALESMAN, attractive side line, liberal com- 
mission, sell patented garden implement to job- 
bing trade. State experience, age, territory now 
covered, etc. Address Box 156, care Harpwarg 
AcE, 1420 Widener Bldg., Phila., Pa. 


SALESMEN eallin 
ware trade to sell 














regularly on retail hard- 
arbo Magneto nality kind 
Stones and Grinding Wheels. The quality kin 
that bring repeat orders. iberal commissions. 


A. Goodrich, Inc., 1500 Madison St., Chicago, III. 


SALESMAN wanted for selling mill supplies 
out of Fort Wayne. All in Indiana; not over 
125 milés out. Address Box G-120, care Harp 
warE Ace, New York. 


WE HAVE open one each of these states— 
New York, New Jersey, Pennsylvania for sales- 
men covering the factory trade; to carry our 
line of Industrial Brushes. Either as a direct 
representative or in connection with other mill 
supplies. Commission’ basis. We have an in- 
teresting proposition for the right man. Address 
Box G-127, care HArpwAre Ace, New York. 











Fill This In 


Classified Advertising, Hardware Age, 239 W. 39th St., N. Y. C. 


Here is a “want” that the hardware field can satisfy for me. 
in the next available issue. 


heading 





I am sending it to you to be run under the 


Please run this ad for 


sessesseeere 4 tiMES; ............ 8 times; ............ times; (10% discount for 4 consecutive insertions; 15% for 8 or 


more than 8 insertions). 


Set this up ............. solid; 


inches. (See rates at head of Classified Opportunities page). 


PIN YOUR “WANT” TO THIS COUPON AND USE “THE MODERN WAY TO 
MAKE IT PAY”—CLASSIFIED ADVERTISING. 


jeseseeereee All in capitals; ............ in box display Of .......+++ 


The important thing is that the action for results which does you good is the action you take to-day—at once. 
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he ATABOY-BARO is Built for: the.) 


ooen sa8 4. 





“The 
ATABOY - BARO 


A SERVICEABLE wheelbarrow is an essential part of the home and 
garden equipment. The wheelbarrow might just as well be attrac- 
tive and convenient, as to be unattractive and cumbersome. 


ATTRACTIVE AND CONVENIENT 


Describes the Ataboy-Baro. Not only is it convenient for the user, 
either child or adult, but it is likewise convenient for the dealer to han- 
dle. It is cheap also from the standpoint of delivery and storage. 


The Ataboy is made of the same high-grade materials as embodied in our standard line—just smaller. 


Sterling: Wheelbarrow Compan: 
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SUCCESS 
AIR TIGHT WOOD HEATERS 


30 STYLES 
and SIZES 


SEND FOR NEW CATALOG 
Manutactured by 
THE HUENEFELD CO. 
CINCINNATI, O. 
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